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WEBSTER DEALERS 
BENEFIT FROM THIS POLICY 


wi HROUGH war and peace, through depres- 


sion and prosperity, the F. S. Webster 


consistent advertising. No splurges in boom 
times, no deep cuts in depression times have 
interrupted the steady flow of merchandising 
aids from Webster. And our dealers find this 
policy profitable. 

For year after year, goodwill for Webster 
Mite §=§— products has steadily grown. And year after year, 
Webster dealers have turned this goodwill into 
reliable profits, through thick and thin. 

Reproduced below are a few of this year’s 
advertisements from the Saturday Evening Post 
and Time Magazine. They will continue to sell 
buyers of carbon paper and typewriter ribbons 
the extra value of Webster merchandise — not 
just this year but every year. 

Tie up with these advertisements by featuring 


W ebster products. You'll find it pays. 





Winning the War Requires Carbon Paper and Typewriter Ribbons 


FS. WEBSTER COMPANY censrioce, mass 








Company has steadily adhered to its policy ot 
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{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu- 
able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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Founded by George H. Patterson and Developed Through Thirty-Four Years 
by Evan Johnson. 








Published on the first of every month by The Office Appliance 
Co., 600 West Jackson Boulevard, Chicago, Illinois. Cable 
address: Applico, Chicago. Telephone: Canal 3454. 
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ESTABLISHED 1904: Succeeding and embodying American 
Stationer, New York, established 1873; Typewriter Trade 
Journal & Office Systems, New York, 1904; The Office, Frank- 
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{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00;two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50; 
Foreign — one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, Post- 
office of Express Money Or- 
ders, or in American Postage 
Stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 
{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth 
of the month will permit 
delivery of next issue at 
new address. Both old and 
new addresses must be given. 
{CONTRIBUTIONS are in- 
vited upon any topic of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 
{ADVERTISING RATES 
upon application—only ar- 
ticles of office equipment 
or directly related products 
eligible. 

{Entered as Second-Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, IIL, 
under Act of March 3, 1879. 
{Office Appliances” is regis- 
tered in the United States Pat- 
ent Office, Washington, D. C. 
(COPYRIGHT. Contents 
covered by Copyright, 1943, 
by the Office Appliance 
Company. 








These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 
They do, however, offer their services in resolving any disagreements which result from relations established 
through the journal. 


customers. 


A 
Acco Products, Inc. 


Aeme Staple Co. 


Aeme Visible Records, Inc. 
Aigner, G. J., Co. 

Allen & Co. 

American Hair & Felt Co 


American Passbook Co. 


American Photo Laboratories 


American Red Cross 


Amer. Writing Mach. Stores Div. 


Ames Supply Co. 


Anderson-Hickey Co., Inc 
Art Metal Construction Co 
Art Steel Sales Corp. 


Autocopy, Inc. 


B 
Bainbridge, Kimpton & Haupt 
Bankers Box Co. 
Barkley, C. L., & Co 
Bates Manufacturing Co., The 
Bolens Products Co. 
Bright Chair Co. 
British Staty. Exporter 153, 
Brown, Alexander 
Browne-Morse Co 


Buckeye Ribbon & Carbon Co 


Business Efficiency Aids 
c 
Carter's Ink Co., The 


- 


‘arotype Co., The 


todo Mfg. Corp 


i, a 


Sontinental Ink Co. 
took, The H. C., Co 
Corona Typewriter 
Mfg. 


— 


Corry-Jamestown Corp. 
Cotterman, I. D. 
Cramer Posture Chair Co. 


Cushman & Denison Mfg. Co 


D 
Darnell Corp., Ltd. 
Dawn Mfg. Corp., The 
Dayton Stencil Works 
Dennison Mfg. Co. 
Dick, A. B., Co. 
Dictaphone Corp. 
Diebold Safe & Lock Co. 


Dixon, Jos., Crucible Co. 


Domore Chair Co., Inc 
Downey, C. L., Co. 
E 
Eaton Paper Corp. 
Ehrlich Upholstery Works 
Ellingsworth Mfg. Co. 
Esterbrook Pen Co., The 
F 
Faber, A, W., Inc 


Feldco Loose Leaf Corp 
Table 


Fulton Specialty Co 


Franklin Co 


‘olumbia Rib. & Car. Mfg. Co. 52 


G 
General Fireproofing Co., The 
60, 61 
Globe-Wernicke Co., The 43, 125 
Graff, Geo. B., Co. 147 
Graphic Duplicator Co. 132 
Guide System & Supply Co. 69 
Gunlocke, The W. H. Chair 
Co. 133 
H 
Hall-Welter Co. 155 
Harding, Milo, Co. 119 
Harter Corporation, The 90 
Heyer Corporation, The 159 
Higgins Ink Co., Inc. 149 
I 
Imperial Desk Co. 62 
Imperial Mfg. Co. 130 
Imperial Methods Co. 85 
Indiana Desk Co 150 
Industrial Tape Corp. 105 
Ink Specialties Co., Inc. 152 
International Typewriter Ex- 
change 98 
Inter-State Ribbon & Carbon 
Co. 156 
J 
Jasper Chair Co. 7 
Jasper Desk Co., The 137 
Jasper Office Furniture Co. 94 
Jasper Seating Co 151 
K 
Kahn, David, Inc. 118 
Krumwiede, Elmer 153 
L 
Leopold Co. 145 
Little, A. P., Inc. 144 
Lynn Paper Products Mfg. Co. 126 
Lyon Metal Products, Inc. 97 


M 
Manifold Supplies Co. 
Markilo 
Markwell 
Meilicke 
Melind, 
Metal 


Co. 
Manufacturing Co 
Systems, Inc 
Louis, Co. 
Specialties Mfg. Co 
Metalstand Co. 
Meyer & Wenthe, 


Desk 


Inc. 
Michigan Co. 
Mimeograph, The 
Mittag & Volger, Inc. 
Moore Push 


Mutschler 


Pin Co 


Bros. Co 

N 
National Blank Book Co. 
Nat'l Brief Case Mfg. Co 
National Desk Co. ,Inc. 
National Engraving Co 
National Postal Meter Co., Inc 


Neva-Clog Products, Inc. 


New Indiana Chair Co 
Nucraft Furniture Products 
oO 
Old Town Ribbon & Carbon 
Co 75, 
Oxford Filing Supply Co 


P 
Pacific Cb. & Ribbon Mfg. Co 
Peerless Key-Imperial Mfg. Co. 


Peerless Steel Equip. C« 


Perma-Bilt Equipment Co 


Phillips Process Co., Ine 
Photo Materials Co 
Mfg. 


Developments Co 


Polar Company 
Precise 


Pronto File Corp 


Q 


Quality Park Envelope C 





THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. 


of its various commissi 


practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 


pares advertising copy, 


agents and dealers in nearly every country, aids for- 


eign dealers in securing 


other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 
turers, 


ons 


fu 


U 


In the execution 


this bureau calls upon 


rnishes list of desirable 


S. A. lines, and in many 








R 
Red Feather Products, Ltd. 146 
Reliable Typewriter Co. 132 
Rex-o-graph, Inc. 104 
Rite-Rite Mfg. Co 15 
Rivet-O Mfg. Co. 15 
toberts Numbering Mach. Co...140 
Roberts, Weldon, Rubber Co.....155 
Rockwell-Barnes Co. 83 
Royal Typewriter Co. 45 
Ss 
St. Johns Table Co. 143 


Security Steel Equipment Corp. 82 


Sengbusch Self-Cl. Inkst’d Co...150 
Service Industries, Inc. 143 
Shaw-Walker Co. 89 
Sheaffer, W. A., Pen Co. 48 
Sheboygan Chair Co. 66 
Sheppard, C. E., Co. 154 
Smith, L. C., & Corona Type- 
writer, Inc. 39 
Speed Key Mfg. Co 156 
Speed-O-Print Corp. 141, 142 
Speed Products Co. 68 
Staedtler, J. S., Inc. 84 
Standard Record Co 108 
Starkey Paper & Supply Co. 156 
Stationers Loose Leaf Co. 134 
Stein Bros. Mfg. Co. 134 
Storms, H. M., Co. 139 
Sturgis Posture Chair Co. 53 
T 
Taylor Chair Co., The 10Q 
Technygraph Co., The 136 
Toledo Metal Furniture Co 145 
U 
Underwood Elliott Fisher Co. 
Back Cover 
U. S. Typewriter Ribbon Mfg. 
Co 119 
U. S. War Bonds—-Stamps 158 
Vv 
Vail Mfg. Co. 99 
Van Dyke Industries 152 
Victor Adding Machine Co. 101 
Victor Safe & Equip. Co. 86 
Victory Book Campaign 1943...154 
Ww 
Wagemaker Co. 153 
Warshaw Mfg. Co. 148 
Webster, F. S., Co. 2 
Weis Mfg. Co. 55, 56, 57, 58 
Wells Furniture Mfg. Co. 11/ 
Wells Office Furniture Co. 102 
Wilson Jones Co. 63 
Windsor Duplicator Supply Co. 124 
Wonder Lock 154 
Wood Office Furn. Institute 121 
Y 
Yawman and Erbe Mfg. Co. 67 
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For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 














obligation. 
Adding Machine Parts Carbon Papers Crayons Envelopes 
Amer. Writing Mach. Stores Div 49 (See Ribbons and Carbons) Dixon, Jos., Crucible Co................ 77 Globe-Wernicke Co., The.. 
Ames Supply Co.. 59 Guts Park Envelope Co. 
Card Index Boxes and Trays Cushions and Pads, Chair Vilson Jones Co.... 
Adding Machine Rolls & Paper art Metal C - . - 
rt eta onstruction Co... is 71 Polar Mfg. Co 70 
Lynn Paper Products Mfg. Co.......126 Art Steel Sales Corp.................. 93 Envelopes, Celluloid 
Rockwell-Barnes Co . 83 Corry-Jamestown Mfg. Corp 91 REACT ORE cevsintadinpntnintnechtinneand 157 
General Fireproofing Co., The....60, 61 Cuspidor Mats 
Adding Machines ae — Spee . 43, 135 Polar Mfg. Co . 70 Eradicators, Ink 
Amer. Writing Mach. Stores Div 49 tuide Sys em and Supply ©0......... O¢ : Carter’s Ink Co., The..................... 157 
Smith, L. C., Corona Type- — Pe a vy “Go 148 Dating Stamps Heyer Corp., The. 159 
ay i 101 Pronto File Corp 122 Bates Mfg. Co., Th 113 
Victor Adding Machine Co 101 Security Steel Equipment Corp..... 82 on oe Co - aS Erasers, Rubber 
31 Valker’C ‘ Melind ouis, Co J a 
Adding Machines, Rebuilt & Used = ai cera gg 153 Meyer ‘& Wenthe, Inc 123 DOR, |B, ORRRY Oi ntnreser 
Reliable Typewriter Co 132 Warshaw Mfg. Co........ 148 Rivet-O Mfg. Co 155 Roberts, Weldon, “Hubber Co. 155 
Wels Mfz. Co -— ¢€&.¥.:8 
Adding Typewriters bead Omice Furniture wr: 102 Desk Bumpers Eyelets & Eyelet Fasteners 
Underwood Elliott Fisher Back Cover awmen an abate us = ss Polar Mfg. Co 70 Bates Mfg. Co., The.......... . 
Bivet-O Mfg. CO. ..ccecocceceecceceers 
. h B 
Adhesives — wei ey 93 Desk Lamps 
(See Inks, Adhesives, et Genmal Pisesseaiinn Oe a ae Dawn Mfg. Corp 155 File Boxes, Collapsible Corrugated 
- Van Dyke Industries 152 Bankers Box Co......... 


Arch and Clip Board Files c , Barkley, C. Ih, & Co....... 
asters, Caster Bearings, Slides 4 
Cushman & Denison Mfg. Co 92 ne 112 Desk Pads & Tops Globe-Wernicke Co., ho 














Globe-Wernicke Co., The 43, 125 Darnell Corp Aigner, G. J.. Co 111 Guide System & Supply Co. = 
Rockwell-Barnes Co. . 83 Poler bite. G 70 Oxford Filing eel Co......... 128 
Se > . ‘ Celluloid Envelopes oer ats. VA : Pronto File Corp 122 
Service Industries, Inc 143 Wagemaker Co 153 ‘ M . a. 7 "8 
Shaw-Walker Co 89 See Envelopes, Celluloid) Wilson Jose C 63 Weis Mfg. Co..... Me Gy Fs 
Yawman and Erbe Mfg. Co 67 ’ ; File 8 Metal 
Chair trons We Sexes, a 
Associations, Manufacturers 3olens Products Co 88 CR FeO Ses i Art Metal Construction Co 71 
Wood Office Furniture Institute ...121 gia 4 “ Sengbusch Self. Cl. Inkstand Co.....150 Art Steel Sales Corp...... 93 
Chair Mats Sheaffer, W. A., Pen Co 48 Cores Jamestown Mfg. Corp. i saa 
Bankers Note Cases Polar Mfg. Co 7 peek Tres Peerless “Steel Bani. to ow 46 
Art Steel Sales Corp 13 Service Industries, Inc 143 ‘ Pronto File Corp........ osteiaaae 
General Fireproofing Co., The....60, 61 stones, G J., Co 111 Rockwell-Barnes Co. . ERR 1 8&3 
Globe-Wernicke Co., The 43, 125 i Art Metal Construction Co ‘ Shaw-Walker Co. . 89 
Victor Safe & Equip. ( 86 Chairs, Folding - Art Steel Sales Corp 93 Victor Safe é quip. Co Re 
Lyon Metal Products, Inc 97 Corry-Jamestown Mfg. Corp 91 Weis Mfg. Co.. alts & te o 
Binders, Catalogue and Periodical Chairs. OMe cere a soy ng 7 , The ne, 
" obe iicke ‘ 1e 3, 29 sae 
Acco Products, Inc 7 96 ~ 7 ~~ re 138 Imperial Methods Co 85 Filing Cabinets, Insulated 
gigner, Gos k My k C _ ord Peeters ‘Chair Co 156 Naucraft Furniture Products 127 ape er — ee 
Nationa ank Book Co 4 See aad oe . Peerless Steel Equip. Co 146 ictor Safe quip. Co 86 
wee i The J E., Co { - lich : oll —.- 144 Shaw-Walker Co a9 
ilson Jones Co 63 earenion : - ; — ‘ : Weis Mfg. Co 55, 6, 7, 8 Filing Cabinets, Metal 
General Fireproofing Co., The...60, 61 ad . ° . 
“pe: . ’ . . 29 Yawman and Erbe Mfg. Co . 67 ; r 
. junlocke, The W. H. Chair Co 33 Anderson-Hickey Co. .......... . 54 
Binders, Permanent Storage . te : : 4 
Harter Corp 90 Art Metal Construction Co.. 71 
Bankers Box Co. . 64 Jasper Chair Co 72 Desk Work Distributors Art Steel Sales Corp.................. 93 
aa The C. E., Co 154 Jasper Seating Co een 6) | Art Steel Sales Corp 93 Browne-Morse Co jemgaoi 80 
ilson Jones Co f Michigan Desk Co 10, 106 Globe-Wernicke Co., The 13. 125 Corry-Jamestown Mfg. Corp 91 
New Indiana Chair Co 114 Lyon Metal Products, In< es General Firepreofing Co., The....60, 61 
Binders, String Shaw-Walker Co 89 Polar Mfg. Co 7 ; 70 Globe-Wernicke Co., The 43, 125 
Bankers Bor Co e4 Sheboygan Chair Co o-- 66 Victor Safe & Equip. Co ge Peerless Steel Equip. a os 
Sturgis Posture ( hair Co. 3 Wilson Jones C 63 Pronto File Corp.. — 22 
Blank Book Taylor Chair Co., The 109 Security Steel Equipment Corp 82 
al ooks Toledo Metal Furniture Co 145 Shaw-Walker Co. ... 89 
a Blank Book Co. 47 Wells Office Furniture Co 102 Desks Victor Safe & Equip. “Co R68 
tockwell-Barnes Co. .... &3 Art Metal Construction Co 71 Yawman and Erbe Mfg. Co. 67 
Wilson Jones Co ‘ 63 Chairs (Posture) Art Steel Sales Corp 93 
, Bright Chair Co 135 Browne-Morse Co 80 Filing Cabinets, Wood 
Blue Print and Plan File Cabinets Cr mer Posture Chair Co 156 Corry-Jamestown Mfg : Corp. 91 Art Metal Construction Co 71 
Anderson-Hickey Co. m4 Domore Chair Co., Inc 72 a F regres ng > . The a A. Art Steel Sales Corp...... 93 
Art Metal Construction (< 71 General Fireproofing Co., The...60, 61 I a ai ‘ ean ~ a wae he to rr Browne Morse ee 80 
Art Steel Sales Corp 93 Gunlocke. The W. H. Chair Co.....133 in verial es , ~ woccsescaneces 150 Business Efficiency Aids... = 124 
Browne-Morse Co an Harter Corp F 90 ndiana Desk vo . : General Fireproofing Co., The....60, 61 
Corry-Jamestown Mfg. Corp 91 Jasper Chair Co 72 Jasper Office Furniture Co ioe 94 Globe-Wernicke Co., The 43, 125 
General Fireproofing Co., The.60, 61 Jasper Seating Co 151 Leopold Co . . 145 Imperial Methods Co........................ 85 
Globe-Wernicke Co., The 43, 125 Shaw-Walker Co 89 Michigan Desk Co 0, 106 Indiana Desk Co 150 
Peerless Steel Equip. Co 146 Sturgis Posture Chair Co 53 National Desk Co Ine.. 115 Michigan Desk Co... ‘ 0, 106 
Pronto File Corp 122 Taylor Chair Co., The........ 109 ee nen Peerless Steel Equip. Co 146 
Shaw-Walker Co 89 Toledo Metal Furniture Co 145 S Lae iy . I = Perma-Bilt Equipment Co. saseereed OS 
Yawman and Erbe Mfg. Co 67 Wells Office Furniture Co 102 re Walker Ms . ; po Security Steel Equipment Corp 82 
ctor Safe é Equip ) 6 Ss 8&9 
Bond Boxe hairs, Tabl Wagemaker Co 153 vietor Safe, eran rs RR 
0 $ Chairs, Tablet Arm Wells Furniture Mfg. Co 110 Wagemaker Co. 153 
Art Steel Sales Corp 93 Jasper Chair Co 72 Wells Office Furniture Co 102 Weis Mf EEE 555 7 
7 . : pa my . > . hs , . 7 g. Co. ms. Ge 3.6 
pw coi eg = The " igh seapet Seating Co . 151 Yawman and Erbe Mfg. Co 67 Wells Office Furniture Co 102 
jlobe-Wernicke Co., The , 12 ew Indiana Chair Co 114 Yawman and Erbe Mfg. Co 67 
Dictating Machines 
Book Cases Check Covers & Passbooks Dictaphone Corp. ...... 95 Filing Supplies 
Art Metal Construction Co 71 American Passbook Co 155 : Acco Products, Ine.............. 96 
Browne-Morse Co 80 . . Aigner, G. J., Co......... 111 
Corry-Jamestown Mfg. Corp 91 Cheek Protesters &. Witter Dictating Machine Records Art Metal Construction Co 7 
General Fireproofing Co., The....60, 61 a , Standard Record Co 108 Barkley, C. L., & Co 100 
Michi beg oo oe iene aS, 125 Hall-Welter Co. ... 155 Browne-Morse Co 80 
fichigan Des 0. 0, 106 Corry-Jamestown Mfg. Corp 91 
Nucraft Furniture Products...... 12 Check Signing Machines Srowes. Soares. —— 148 General Fireproofing Co., The..60, ¢1 
Peerless Steel Equip. Co 14¢ ee , Service Industries, Inc ’ Globe-Wernicke Co., The 43, 125 
= ge ae 89 National Postal Meter Co., Ine.....148 nia fle ; Guide ‘ek Supply Co. 6 
oe . 9, © 1, 8 uplicating Machines & Supplies mperial Methods Co... 5 
Yawman and Erbe Mfg. Co 64 Checks, Stamped Metal Amer. Writing Mach. Stores Dis 49 Oxford Filing Supply Co 4 
4 Dayton Stencil Works ba 156 Autocopy, Inc 120 Pronto File Corp.. a 
Bookkeeping Machines Meyer & Wenthe, Inc 123 Columbia Ri r Carb. Mfg. Co 52 Quality Park Envelope Co we 4 
i. 9 lumbia Rib. & Ca {fg 2 + por < a3 
Underwood Elliott Fisher ...Back Cover Dick, A. B.. Ce 37 Shaw: Walker Co aes ” 99 
Clip Boards Graphic Duplicator Co 132 Victor Sate & Equip. Go a6 
are yr, Milk Cc g L b y 
Box Letter Files See Arch and Clip Board Files mega Wane F “ag The ‘as Warshaw Mfg. Co........ 148 
Art Steel Sales Corp 93 Ink Specialties Co ; 152 Weis Mfg Co. - 55, 6, 1S 
Globe-Wernicke Co., The 43,125 Coin Bags, Trays & Wrappers Manifold Supplies Co 41 Yawman and Erbe Mfg. Co ” 
Rockwell-Barnes Co. 8 : : : Mimeograph, The 37 
> — = ~ - Art Steel Sales Corp 92 " ont Tab! 
Weis Mfg. Co f 8 Aa . 4 Mittag & Volger, Inc 149 Filing Tables 
D ey, C. L., Ce 152 Old Tove Ribbon & Corben Co 8. TS Toledo Metal Furniture Co. 145 
Brief and Zipper Ca tex eather Products, Ltd ¥4 
. pper Cases Copyholders Rex-o-graph, Ine 104 Finger Pads 
National Brief Case Mfg Co 149 4 Products, Ine on Smith. L. C., & Corona Tws 39 * 
Stationers Loose Leaf Co 134 = sehen eee ii wn. Speed.O-Print Corp 141 142 Melind, Louis, Co. ; $1 
Stein Bros. Mfg. Co 134 Dawn Mfg. Corp.. The 155 + snes “Hemcwongs aahieal ? Speed Products Co 68 
i S. Mig Franklin Table Co 154 Starkey Paper & Supply Co 156 
Technygraph, The 136 Folders (See Filing Supz 
i . i 4 Ss See g Supplies) 
culatin evi Victor Safe & Equip. ¢ RH 
Calculating Devices Costumers Windsor Duplicate bupply Gi 124 : 
Meilicke Systems, In 1 Cities Ca. The 43. 192 ' — — . Fountain Pens 
Peerless Steel Equip. Co 146 Carter's Ink Co., The 157 
Calculating Machines Shaw-Walker Co a9 Duplicating Machines, Used Esterbrook Pen co., The 152 
ee _ ii 101 Wells Office Furniture (C¢ 102 Graphic Duplicat Co 132 Kahn, David, Ine . 118 
Victor Adding Machine ‘ ——— . Sheaffer, W. A., Pen Co..... 48 
Calculating Machines, Used Covers, Loose Leaf Envelope Sealers THE CLASSIFICATIONS 


Reliable Typewriter Co 132 Ellingsworth Mfg. Co 156 National Postal Meter Co., Inc.....148 (Continued on page 6) 








THE CLASSIFICATIONS 


(Continued from page 5 


Gummed Cloth Rings 


Dennison Mfg. Co 
Graff, Geo. B., Co 
Warshaw Mfg Co 


Gummed Tape 
Mfg. Co 
Tape Corp 


Dennison 
Industrial 


Gummed Tape Sealing Machines 
Metal Specialties Mfg. Co 


index Card Signals 


Cook, H. C., Co 

Graff, Geo. B., Co 

Victor Safe & Equiy ( 
Index Tabs 


Aigner, G. J., Co 

Bakley, CC. L., & Co 
Globe-Wernicke Co., The 13 
Guide System & Supply Co 
Markilo Co. 

Melind, Louis, Co 

Shaw-Walker Co 

Sheppard, The ¢ I Co 
Speed Products Co 

Victor Safe & Equip. ¢ 


Adhesives, Ete 


Carter's Ink Co The 
Continental Ink Co 
Dennison Mfg. Co 
Higgins Ink Co., In 
Ink Specialties Co 
Melind, Louis, Co 
Rivet-O Mfg. Co 
Sheaffer, W \ 


Inks, 


Pen Co 


Inkstands 


Cushman & Mfg. Co 


Denison 
Sengbusech Self-Cl. Inkstand (« 
Labels 
Brown, Alexander 


Mfg. Co 
Methods (« 


Dennison 
Imperial 


Oxford Filing Supply C« 

Warshaw Mfg Co 

Weis Mfg. Co ) ‘ 
Ladders, Library, Store & Vault 


Cotterman, I, D. 


Leads for Mechanical Pencils 


Dixon, Jos Crucible Co 
Faber, A. W Ine 


Kahn, David, Inc 
Rite-Rite Mfg. Co 
Sheaffer, W \ Pen ( 


Leather Goods 


Nat'l Brief 
Stein Bros 


Case Mfg. ( 
Mfg. Co 


Leather Upholstered Furniture 
Bright 
Ehrlich 
Gunlocke 
Jasper 
New 


Chair Co 

Upholstery Works 
The W. H. Chair 
Chair Co 

Indiana Chair Co 


Letterheads 


National Engraving Co 


Letter Trays (See Desk Trays 
Library Equipment 

Art Metal Construction Co 
Art Steel Sales Corp 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co., The. 60 
Globe-Wernicke ‘C« The 13 
Peerless Steel Equip. Co 
Security Steel Equipment 
Shaw-Walker Co 
Yawman and Erbe 


Corp 


Mfg. Co 


Lockers and Storage Cabinets 

Hickey Co 

Art Metal Construction Co 

Art Steel Sales Corp 
Browne-Morse Co 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co.. The_ 60 
Globe-Wernicke Co The 43 
Lyon Metal Products, Inc 
Pronto File Corp 
Security Steel Equipment 
Shaw-Walker Co 
Yawman & Erbe 


Anderson 


(orp 


Mfg. Co 


Locks, Drawer, Showcase, Etc 
Wonder Lock 


Loose Leaf Books & Systems 
Aigner, G. J., Co 


Feldco Loose Leaf Corp 
National Blank Book Co 
Sheppard, The C. E Co 
Stationers Loose Leaf Co 
Wilson Jones Cx 


Loose Leaf Sheet Covers, Celluloid 
Markilo Co 
Wilson Jones Co 


Loose Leaf Metals and Devices 


Sheppard, The C. E Co 


Wilson Jones Co 

Mail Distributors 
Globe-Wernicke ( rhe 
Victor Safe & Equip. Co 


140 
134 





Map Tacks 


Graff, Geo. B., Co 
Moore Push Pin Co 


Matched Office Suites 


Art Metal Construction Co 

General Fireproofing Co The 

Globe-Wernicke Co The 

Leopold Co 

Shaw-Walker Co 
Memorandum Books 

National Blank Book (« 


Rockwell-Barnes Co 
Wilson Jones Co 


Memorandum Devices 


Sates Mfg. Co., The 
Mending Tape 

Dennison Mfg. ¢ 

Industrial Tape Corp 

Warshaw Mfg. Co 
Metal Badges, Checks, Tokens, Etc 

Dayton Stencil Works 

Meyer & Wenthe, Inc 
Moisteners 

Metal Specialties Mfg. Co 

Rivet-O Mfg. Co 

Sengbusch Self Cl. Inkstand ¢ 
Numbering Machines 

tates Mfg. Co The 

Melind, Louis, Co. 

Roberts Numbering Mach. ¢ 
Office Partitions and Railings 
Globe-Wernicke Co., The 

Office Printing Outfits 
Fulton Specialty C¢ 
Pads, Figuring 
National Blank Book Co 


tarnes Co 


Rockwell 


Wilson Jones Co 
Paper 
Eaton Paper Corp 


Rockwell-Barnes ¢ 

Paper Clamps 
Acco Products, Inc 
Cushman & Denison Mfg. Co 
Esterbrook Pen Co., The 


Paper Clips 
Acco Products Ine 
Cook H ( Co 
Cushman & Denison Mfg. C¢ 
Graff, Geo. B., Co 
Vail Manufacturing Co 


Paper Fastening Machines 


Acme Staple Co 

Bates Mfg. Co., The 
Markwell Mfg. Co 
Neva-Clog Products Co 
Speed Products Co 

Victor Safe & Equip. Ce 


Paper Fastening Stickers 


Feldco Loose Leaf Corp 
Paste (See Inks, Adhesives, Et 
Pencils, Mechanical 

Carter's Ink Co The 

Kahn, David, Inc 


Rite-Rite Mfg. Co 
Sheaffer, W. A., Pen Co 


Pencils, Wood Cased Lead 
Dixon, Jos Crucible Co 
Faber, A. W Ine 
Staedtler J). S., Ine 


Penholders 


Dixon Jos 
Esterbrook 


Crucible Co 
Pen (< 


Pens, Steel 


Esterbrook 
Sengbusch 


Pen Co The 
Self. Cl. Inkstand ¢ 


Pins and Pin Containers 


Vail Mfg. Co 

Platens, Typewriter 
Amer, Writing Mach. Stores D 
Ames Supply Co 


Presentation Covers 


Mfg. Co 
Supply Co 


Ellingsworth 
Oxford Filing 


Price & Sign Markers 


Fulton Specialty Cc 


Publishers 


British Stationery Exporter 
Punches 
Acco Products, In 


Bates Mfg. Co., The 
Globe-Wernicke Co The 


Metal Specialties Mfg. Co 
National Blank Book Co 
Wilson Jones Co 
Push Pins 

Moore Push Pin Co 


Ribbons and Carbons 
Al Co 


llan & ° 
Amer. Writing Mach. Stores D 


Ames Supply Co 

Buckeye Ribbon & Carbon 
Carter's Ink Co., The 

( Mfg Corp 

( unbia R. & ¢ Mfg. ( 

I State Ribbon & Carb ( 





Ribbon & Carbon (¢ 


a 
Old Town 


I Carb. & Rib. Mfg. Ce 
Peerless Key-Imperial Mfg. ¢ 
Phillips Process Co 
Royal Typewriter Co., Inc 
Storms, H. M., Co 
! ood Elliott Fisher..Back 
I S. Typewriter Ribbon Mfg 
We ter EF S Co 
Rubber Bands 

i. Ties ae 

Robe Weldor Rubber Co 


Rubber Stamps 


Melind, Louis, Co 
Meyer & Wenthe Inc 
Rubber Type 
Fultor Specialty Ce 
Safes 
Art Metal Construction ¢ 
Diebold Safe & Lock ( 
General Fireproofing Co., The 
Glo Wernicke Co The 


Security Steel Equipment Cor, 


Walker Co 


\ or Safe & Equip. Co 

) nan and Erbe Mfg. Ce¢ 
Scrapbooks 

Globe-Wernicke Co., The 

Weis Mfg. Co 

Wilson Jones ¢ 


Secretary Desks 


Art Metal Construction (¢ 
General Fireproofing Co., The 
Globe-Wernicke Co The 
Peer! Steel Equip. Co 


Shaw-Walker Co. 


Shelving 
\ Metal Construction Co 
Browne-Morse Co 


Corry-Jamestown Mfg. Corp 
General Fireproofing Co., The 
Globe-Wernicke Co The 
Lyon Metal Products, Inc 
Security Steel Equipment (¢ 
Shaw-Walker Co 


Stamp Affixers 


National Postal Meter ¢ I 


Stamp Pads 
Bat 


Mfg. Co., The 

s Ink Co., The 

1 Specialty Cc 

lind, Louis Co 
Meyer & Wenthe, In 
Phillips Process Co 
Rivet-O Mfg. Co 
Rockwell-Barnes ¢ 

Victor Safe & Equip. Co 





Stands for Office Machines 
Ames Supply Co 
Anderson-Hickey Co 
Art Steel Sales Corp 
Franklin Table Co.. 
General Fireproofing C 





Globe-Wernicke Co., 

Harter Corp 

Metalstand Co 

Peerless Steel Equip. Co 

Sturgis Posture Chair Co 

Toledo Metal Furniture Co 
Staple Extractors 


Metal Specialties Mfg. C¢ 
Staples and Stapling Machines 
Acme Staple Co 
Bates Mfg. Co The 
Markwell Mfg. Co 


Products, In 





I i lucts Corp 
Vail Manufacturing Co 


Stencils, Brass 
Dayton Stencil Works 


Stenographer’s Note Books 
Na nal Blank Book C 
Rockwe Barnes Ce 

Stools 
Harter Corp 


Metalstand (¢ 
Toledo Meta 
Wells Office 


0 
1 Furniture ¢ 
Furniture ¢ 


Storage and Transfer Cases 





tal Construction ( 

Sales Corp 

Box Co 

C. ie, & Us 
Morse Co 
Jamestown Mfg. Corp 


il Fireproofing Co rr 
Wernicke Co., The 

i & Supply (& 
Imperial Methods Co 
Peerless Steel Equip. Co 


System 


go 
61 


1° 
1. 


OFFICE APPLIANCES 


Prents Wile | Cates 122 
Rockwell-Barnes Co 83 
Security Steel Equipment Corp R2 
Shaw-Walker Co na go 
Wagemaker Co. ..... - 153 
Weis Mfg. Co. " un & a 2 
Yawman and Erbe Mfg. Co 67 
Strong Boxes, Fire “Protected 
Diebold Safe & Lock Co 117 
Tables 
Art Metal Construction Co 7 
Browne-Morse Co SU 


Corry-Jamestown Mfg. Corp v1 
General Fireproofing Co., The 60, 61 
Globe-Wernicke Co., The 43, 1: 


Metal Products, Inc 
Bros. Co...... 
Steel Equip. Co 

Table Co. 


Lyon 
Mutschler 
Peerless 


St. Johns 





Security Steel Equipment Corp 82 
Shaw-Walker Co ay 
Victor Safe & Equip. Co sO 
Wells Furniture Mfg. Co pin 110 
Wells Office Furniture Co 102 
Tags 
Dennison Mfg. Co 107 
Tax Record Books 
Krumwiede, Elmer 
Telephone Accessories 
tates Mfg. Co., The 1] 
Victor Safe & Equip. Co xt 


Telephone Stands 
Art Metal Construction Co 
Art Steel Sales Corp 93 
General Fireproofing Co., The....60, 61 





Globe-Wernicke Co., The 3, 125 

Nucraft Furniture Products wae: 

Peerless Steel Equip. Co i4 

Shaw-Walker Co go 

Yawman and Erbe Mfg. Co 67 
Thumb Tacks 

Graff, Geo. B Co 7 
Ticket Holders 

Vail Manufacturing Co. ” 
Trimming Boards 

Amer. Photo Laboratories 154 

Photo Materials Co 

Precise Developments Co. 





Type Typewriter 


Amer. Writing Mach. Stores Div 49 
Ames Supply Co 59 
Typewriter Cleaning Material 
Amer. Writing Mach. Stores Div 49 
Ames Supply Co. 59 
Clarotype Co 123 
Mittag & Volger, Inc 149 
Rivet-O Mfg. Co 155 
Webster, F. 8., Co 2 
Typewriter Cushion Keys 
Amer. Writing Mach. Stores Div 19 
Ames Supply Co 59 
Peerless Key-Imperial Mfg. Co.....130 
Speed Key Mfg. Co Lie 
Speed Products Co 6s 
Typewriter Cushion Knobs and Bases 


Hair & Felt Co 


American ices ) 
Stores Div 19 


Amer. Writing Mach. 
Ames Supply Co.......... oo 
Peerless Key-Imperial Mfg. Co 130 
Typewriter Parts and Tools 
Amer. Writing Mach. Stores Div 4 
Ames Supply Co 9 
Typewriter Tables 
See Stands for Offi. Mach 
Typewriters, Mfrs. of 
Royal Typewriter Co 15 
Smith, L. C., & Corona Type 
writers sense on 
Underwood Elliott Fisher. Back Cove 
Typewriters, Rebuilt and Used 
Amer. Writing Mach. Stores Div 19 
International Typewriter Exchange. 98 
Reliable Typewriter Co. 132 
Visible Systems Equipment 
Acme Visible Records, Inc 135 
Aiger, G. J., Co..... 111 
Art Metal Construction Co 71 
Diebold Safe & Lock Co 117 
Globe-Wernicke Co., The 43, 125 
National Blank Book Co 17 
Shaw-Walker Co RY 
Sheppard, The C. E., Co 154 
Stationers Loose Leaf Co. 134 
Victor Safe & Equip. Co St 
Wilson Jones Co 63 
Yawman and Erbe Mfg. Co 67 
Waste Baskets 
Art Steel Sales Corp 9 
Corry-Jamestown Mfg. Corp 91 
General Fireproofing Co., The. 60, 61 
Globe-Wernicke Co., The 43, 125 
Nucraft Furniture Products 12 
Peerless Steel Equip. Co 14 
Shaw-Walker Co. SY 
Wholesale Stationery 
Sainbridge, Kimpton & Haupt 138 


WANTS AND LOR SALE 


The rate for classified advertisements is eight cents a word, minimum charge, $1.60. 


SITUATIONS WANTED 
SALESMAN, who for more than a dozen years sold for manufacturers of 
desks, files, filing supplies and a stationery line or two, desires to return 
to the industry after several years in other work. Well acquainted with 
the trade in Ohio, Michigan, Indiana and some adjoining territory. 
Capable of doing 1 thorough Draftproof because of age 
Prepared to sell to dealers any product of furniture or supply for office 
use Address (C-37, care Office Appliances, Chicago 
SALESMAN well known to the trade throughout the Middle West is open 
for new connection. Has fine record selling filing supplies, systems and 
furniture to dealers. Prefers furniture or furniture accessory. Will con 
sider any meritorious office product Best of Address C-43, 
care Office Appliances, Chicago 
1 WANT A JOB with a future Age 24, draft exempt. Five years’ experi- 
ence in stationery and office supplies. Thoroughly trained in Business 
Administration and Executive Management. I know and can handle the 
problems of stationery store merchandising and management. Will con- 
sider any business in which my experience and training would be an asset. 
Address C-41, care Office Appliances, Chicago 
SALESMAN WITH TWENTY years’ experience in California desires to 
represent manufacturer of office specialty in the Imperial Valley. Located 
in market not adequately covered by distributors in coast cities. Thor- 
oughly acquainted with office equipment and = systems Address C-40, 
care Office Appliances, Chicago. 
BIG FISH IN SMALL PUDDLE wants 
priority-ridden small manufacturer in 
experience in selling, credits, 
Address C-38, care Office Appliances, 
MECHANIC—30 years’ 
portable man, adding machine 
present. Wishes change. Reputable firm 


ances, Chicago. 

ROYAL FACTORY TRAINED mechanic, S years old, seeks connection 
with progressive dealer IS years’ experience with excellent record as 
service manager. Sales experience Reference Address C-35, care Office 


Appliances, Chicago. 


sales job. 


eferences 


job as right hand to war-weary, 
office supply field. Well rounded 
general office References exchanged 
Chicage 


experience rebuilding all standard makes. Good 
experience. In charge rebuilding shop at 
Address C-42, care Office Appli 


SALESMEN WANTED 


STATIONERY AND OFFICE SUPPLIES: Old reliable company opening 
1 women thoroughly experienced 


new retail store in Chicago needs men a 


selling commercial stationery. Good starting salary and chance for rapid 
advancement with fast growing concern Also man capable of managing 
store. State age, full experience salary expected and draft status. 


Address P-161, care Office Appliances, Chicago 


REPRESENTATIVES AVAILABLE 


RESPONSIBLE FIRM of Experienced Manufacturer's 
Distributors seeks additional non-conflicting lines to sell to office equip 
ment and commercial stationery customers in Fla., the Carolinas, Ga., 
Ala., Tenn., Miss., Ky., Kans., Mo., Okla Ark., La., Texas and New 
Mexico. Covers the territory and produces in volume Any good line 
manufactured by a well rated concern that can stand full investigation 
ind will assign fully protected territory will be considered. Straight 
commission basis, only. Might stock merchandise on full jobbing basis 
Interested in desk pads and accessories; filing supplies in well balanced 
ind complete lines; also other lines. Address C-36, care Office Appliances, 
Chicago 


tepresentatives and 


SALESMAN WITH EXCELLENT record in personal sales as well as 
branch office management seeks branch or agency connection for New 
York or vicinity. Wants a difficult assignment that pays well for in 


telligent application of hard work. Glad to consider any article for office 


use offering potential sales volume Qualified to handle systems and 
rxccounting installations. Address C-39, care Office Appliances, Chicago. 
MANUFACTURER’S AGENT selling office upply and equipment dealers 
throughout Southwest, seeks additional lines on jobbing basis. Write 


Box C-34, care Office Appliances, Chicago. 


MECHANICS WANTED 


Service Man and Sales Assistant. Must be experienced cal 
good personality and appearance, willing to 
Applicants furnish full details 

Friden experi 
OWN TICKET 


WANTED 
culating machine mechanic, 
work and learn selling end of business 
ibout their background, and present status and earnings 
ence not essential REMUNERATION—WRITE YOUR 
Friden Calculator Agency, Sta. F, New Orleans 

ANOTHER TYPEWRITER AND ADDING MACHINE Mechanic for per 
manent connection in heart of Tennessee Valley Authority Best part 
of U. S. A. to live and work commission. Prefer 
one over thirty-five with particulars including 
references. Write or Wire, W. AA. Johnston, Market Street, “Since 1908,” 
Knoxville, Tennessee. 


ADDING MACHINE AND GENERAL MECHANIC for Service 


Sales 


00d pay SAIAT ind 


dependents Send full 


Department 


Adding Machines, Typewriters, eté Salar $50.00 weekly to. start 
Roberts, 160 W. Larned, Detroit, Michigar 

WANTED~ Service man. Typewriter, Adding Machine or one that can 
service all BUSINESS MACHINES. Good opportunity for right party 
Muncie Typewriter Exchange, Muncie, Indiana 

rYPEWRITER SERVICE MAN—good opportunity for sober reliable ex 
perienced man with Royal Dealer in southern California’s finest home 
city Airmail or wire application with mplete record to Mr. Cleve 


and, 735 Broadway, San Diego, California 

TYPEWRITER MECHANIC wanted by Royal agency 
Write Gaffaney Fargo, North Dakota 
Addressograph, Multi 
Machines, 425 N. LaSalle, 


EXPERIENCED 
steady employment 
ADDING MACHINE MECHANIC, also Ty 
graph Meehani Good salary Pruitt Office 
Chicago. 


pewriter 


SALES LETTERS 
LETTERS WILL BUILD SALES: For years I have built letters that pull 
sales. You need them more than ever now Send me your data for new 
letters, or unsuccessful letters for reshaping. Particulars on request. 
Address H. M. Goldthwait, 1659 Broadway, Denver, Colorado 


RETAIL BUSINESS FOR SALE 


HERE'S YOUR OPPORTUNITY, especially if you are a mechanic. Large, 
successful typewriter and adding machine business established over 30 
years in a large Southern City. Owner wants to retire. Has large stock 
of rentals, doing extensive repair business, with large stock of parts 
and equipment. Will sell business with trade name or incorporate and 
retain small amount of stock and stay with business. Inquiries treated 
confidential. Will exchange references. Tell your friends of this oppor- 
tunity. Wire or write, Office Appliances, Chicago, P-160. 


WANTED NEW INVENTIONS 
Long established manufacturer with national sales organization selling the 
office supply field is interested in adding new products—especially products 
with patentable features. Preferably interested in products to be made of 
plastic or metal and to sell at retail under $10.00. If you have developed 
a new product or improved features for an old product, send letter giving 
full details. (Do not send original drawings or samples until requested.) 
Your letter will be considered confidential, and if your product offers 
good marketing possibilities you will be invited to submit complete in- 
formation. Address Box P-162, care of this publication. 


FOUNTAIN PEN REPAIRING 
ALL MAKES Pens, Pencils, Desk Sets, etc. Repaired—usually 12 to 24 
hour service Standard prices. Welty Pen & Repair Co., 38 S. State 
Street, Chicago 

TRADE SCHOOLS 

WEBER TYPEWRITER-MECHANICS SCHOOL A 
Homestudy Course Our students now operating 
Division 2, Canton, Ohio 


ADDING MACHINE PARTS, TYPE, ETC. 
LARGE STOCK of new and used Adding and Calculating Machine Parts 
ivailable Quotations furnished on specific parts upon request. I. A 
Dehn, Jr 1643 10lst Avenue, Oakland, California. 


Practical 
business. 


simplified 
their own 


FOR SALE AND WANTED TO BUY, USED EQUIPMENT 
ELLIOTT-FISHER, Burroughs, Moon Hopkins, Adding-Calculating Ma- 
chines, Dictaphones, Ediphones, bought and sold. Chicago Office Appli- 
ance Co., 529 8S. Wells Street, Chicago. 

ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Burroughs 
and Monroe Calculators, Typewriters and all office machines bought and 
sold. Teeter-Warsh Co., 849 N. 8d Street, Milwaukee, Wisconsin. 
BURROUGHS, MOON HOPKINS, Elliott-Fisher Bookkeeping Machines, 
Comptometers, all makes calculators bought and sold. Dorrell-Markel, 
3 S. 11th, Minneapolis, Minnesota 

ELLIOTT-FISHER machines, calculating machines, adding machines—all 
office equipment, bought and sold. W. J. Crowley Company, 434 Caswell 
Bldg., Milwaukee, Wisconsin, 

BURROUGHS~— Duplexes, Moon Hopkins, Bookkeeping Machines, Kardex. 
All types office machines bought and sold. Fort Pitt Typewriter Co., 
644 Liberty Avenue, Pittsburgh, Pennsylvania. 

BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Accounting 
Machines, and everything in the office machinery line. State model, 
serial number and we will quote highest cash prices. International Office 
Appliances, Inc 26 Broadway, New York City. 
DICTAPHONES.-EDIPHONES—Foremost specialists in rebuilding, sales 
ind purchases of dictating equipment Write for catalog. American 
Dictating Machine Co., 235 Fifth Avenue, New York, N. Y 

WE ARE INTERESTED in several library bureau Shaw-Walker steel tub 
desks with posting boards. These tubs are approximately 31 inches high, 
9 inches long, and 28 inches wide outside, and the tub is approximately 
) inches deep inside, having an adjustable bottom. The top lifts up and 
drops down in a slot at the back of the tub. Trays are not needed. We 
can also use some Y&E, Globe-Wernicke, International, Acme and Kardex 
book units well as Kardex pockets and Kardex floor model cabinets, 
etc. What have you available ‘lease reply, giving complete details, 
iddressing your letter to P.O. Box 552, St. Louis, Mo. 
KARDEX, ACME, all makes used visible filing equipment. 
reconditioned cabinets, panels, books, always on hand. 
and prices to dealers for purchase or sale. Get our quotations. 
Nathan, In 48 Broadway, New York 

KARDEX, ACME, POSTINDEX, etc., visible filing equipment of all types 
bought and sold Ve specialize in this field and offer full cooperation 
to dealers. Commercial Card System, 135 Grand Street, New York City 
GUARANTEED REBUILTS, KARDEX, other visible systems, attrac- 
tively refinished, thoroughly rebuilt for years of additional service, mod- 
erately priced. Used equipment also bought and exchanged. Universal 
Office Equipment Co., 561 Broadway, New York, N. Y 

VISIBLE EQUIPMENT bought, sold and exchanged. We specialize in 
rebuilt Kardex, Aeme and International Visible Factograph cabinets, as 
well as other makes. We can supply new improved brass shift rods (that 
will not break). for International cabinets, also cards and card holders. 
Have available credit authorization equipment in one line tube panels, and 
5x1 pocket pane for reasonable prices. Write and tell us what Visible 
Equipment you need or have for sale. Special prices to Dealers. E. H 
Heineman, 4 North Eighth Street, St. Louis, Mo. 

ADDRESSOGRAPHS, Duplicators, Dictaphones, Multigraphs, Sealers, Fold- 
ers, Typewriters, Adding Machines. Write for FREE Money Making Cir- 
cular. Pruitt Office Machines, 527 Pruitt Bldg., Chicago. 

WANTED TO BUY Calculators, Adding Machines and Cash Registers. 
Electric and hand operated. Send list and quotations. Muncie Type- 
writer Exchange, Muncie, Indiana, 


Thousands of 
Special service 
Chas. 8. 


FOR SALE -Library-Bureau Posting Desk, with ten removable posting 
trays for 8x5 sheets net filing space per tray 18 in—desk top 60x33—not 
insulated Gaffaney's Fargo, North Dakota. 


EDIPHON ES Dictators, Transecribers and Shavers—Wanted. Give 
ber and best cash price f.o.b. your city. WEST COAST 


model, serial nur 
mpany, 519 Market Street, San Francisco, California 


Dictating Machine C« 





% 





OFFICE APPLIANCES 








PATENTS 





Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
in cash, postoffice 
Stamps and 


D. C., for ten cents each 
money ordere or certified check. 


personal checks not accepted. 

2,308,540. Drawer Slide. Melvin H. Rakow, Elgin, 
Ill., assignor, by mesne assignments, to Acme 
Visible Records, Inc., Chicago, Lll., a corporation of 
Delaware Application September 17, 1941, Serial 
No. 411,208. Granted January 19, 1943 

2,308,551 Strip Trimmer. John Quirk Sherman 
leceased, late of Dayton, Ohlo, by Katherine M 


Wellmore B 
August 


and 
Application 
January 19, 


Sherman, 
Ohio. 


William (¢ 
executors, Dayton 


Sherman 
Turner, 





3, 1940, Serial No. 350,544 Granted 
1943 

2,308,611 Stapling Machine. Desmond R. La 
Place, Pittsburgh, Pa assignor to Bocjl Corpora- 
tion Pitisburg! I i corporation of Delaware 
Application July 23, 1940, Serial No 346,959. 
Granted January 19, 1943 

2,308,654. Desk Pad. Charles Goldstein, Chicago 
iil Application May 20, 1942, Serial No. 443,71 
Granted January 19, 194 

2,308,770. Binding Folder for Periodicals. Meyer 
Mitnick, New York, N. \¥ Application August 9, 
1940, Serial No. 351,954. Granted January 19, 1943 


Binder. William Pitt 
Wilson Jones Company 
Massachusetts Ap 


7 Loose Leaf 
Union, N J assignor to 


Chicago, Il1.,'a corporation of 








plication March 8, 1941, Serial No. 382,281. Granted 
January 19, 1943 

2,308,810. Desk Set. Philip C. Hull, Janesville 
Wis assignor to The Parker Pen Company, Janes 
ville, Wis., a corporation of Wisconsin Applica 


Granted 


tior July 2, 1942 Serial No $49,467 
January 19, 1943 

2 308,907 Printing Mechanism for Accounting 
Machines Walter A. Anderson, Bridgeport, Conn., 


Company, New 
Applica 
Granted 


Fisher 
Delaware 
281,778 


assignor to Underwood Elliott 
York, N. Y., a corporation of 
tion June 29, 1939, Serial No 
January 19, 194 

1,308,924. Typewriting Caleulating Machine 


Huge 





Ernst Kammel Zella-Mehlis, Germany; vested in 
the Alien Property Custodian Application July 31 
1939 Serial No. 287,670 Granted January 19 
1943 

2,308,940. Tens Transfer Mechanism for Account- 
ing Machines. Oscar J. Sundstrand, West Hartford, 
Conn., assignor to Underwood Elliott Fisher Com 
pany, New York, N. Y¥ 1 corporation of Delaware 
Application June 27 1940 Serlal No. 842,737 
Granted January 19, 194 

2,309,184 Typewriter Attachment Edwin D 
Goodell, New York, N. Y Application August 1 
1940, Serial No. 353,037. Granted January 26, 1943 
2,309,240. Caleulating Machine. George C. Chase, 
South Orange, N. J ussignor to Monroe Calculat 
ing Machine Company Orange, N . a corpora 
tion of Delaware Appli ion February 1, 1940 
Serial No. 316,738. Grar January 26, 1943 
2,309,245 Card = Follower. Harry Hegemeier 
Norwood Ohio assignor to ‘he Globe-Wernicke 
Company, Norwood, Ohio, a corporation of Ohio 
Application September 11, 1942, Serial No, 457,983 
Granted January 2¢ 194 

2,309,292 Fraction Computing Mechanism for 
Adding Machines. Walter A. Anderson, Bridgeport 
Conn assignor to Underwood Elliott Fisher Com 
pany, New York, N. yY a wporation of Delaware 
Application June 25 1937 Serial ‘ 150,361 
Granted January 26, 194 

2,309,465 Clothing Rack. Raymond A. Magnu- 
son, Chicago, Ill issignor, by mesne assignments 
to R. A. Magnusor 4. Magnuson and Evelyn Peter 
son, Chicago, Ill copartners, doing business under 
the firm name of Vogel-Peter Co Application 





May 29, 1939, Serial No. 276,3¢ Granted Jan 


uary 26, 1943 


2,309,628 Tacker Stephen A. Crosby, Jackson 
Heights N assignor to Speed Products Com 
pany, New York, N. Y Application July 22, 1939 


February 2, 1943 
Ronald J. Harringtor 


Serial No. 286,006 Granted 
2,309,645 Sales Register. 
Brooklyn, and Franklin P Queens Village 
\ Application August 21 1940, Serial No 

Granted February 2, 1943 


Shearer 


129 
53,482 











2,309,656. Pin Wheel Feed Albert W. Metzner 
Dayton, Ohio, assignor t The Standard Register 
Company Daytor Ohi 2 corporation of Ohio 
Application December 9, 1937, Serial No. 179,021 
Granted February 2, 194 

2,309, 7¢ Fastener Applying Device. Charles B 
Goodstein Brooklyr Y.. assignor to Bostor 
Wire Stitcher Company, Warwick R I a cor 
poration of Maine Application August If 1988 
Serial No. 225,122 Granted February 2, 1943 

2,309,882. Drawer Pull and Label Holder. Palmer 
seschere! York Pa issignor to York Safe ur 
Lock Company, York, Pa a cor ition of Delaware 
Applic 1 December ’ 140 Serial No Wwe 2) 
Grante February 2, 19438 

2,309,901 Cish Register, Adding and Accounting 
Machine, and the Like. Hans Fre k Birger He 
fors, Enskede near Stockholt Swe wt 
Svenska Kassaregisteraktiebolaget, St le 
a joint-stock company f Sweder May 

1937 Serial N 10,520 q nte 3 

3 

2. 310,26 Erection Means for Filing Material 
Support Clarence Straubel, Youngstown, Ohio 
assignor § t The Genera Fireproofir Company 
Youngstown, Ohio. a corporation of Obio Applica 
tion October 2 194 Se ul Ne 115.84 Granted 
February 194 


10,281 Calculating Machine Carl M F 











Frider Oakland, Calif issignor t Friden Cal 
culating Machine (< Tre 4 ration of Cal 
fornia Application September 19 Serial N 
12,268. Granted February 9, 1943 

2,310,332 Multiple Check Early A. Wilbank 
Buford, Ga. Application April 11, 1942. Serial N 
138.642. Granted February 9, 194 

1,310, 366 Posture Chair Frank B Harmer 
Grand Rapids Mix Application June 24 1939 
Serial ( 280 959 (; nte Febrt \ ’ 194 
2,310,389 Time Recorder Robert T Blakely 
Ridgewood, N i ssignor t International Bus 
ess Mat Corporatior New York N y i 
orporat New York Applicati March 1 
940, Serial N : Granted February 9 
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2,310,458 Paper Clip William J Peterson f Tape Dispensing Apparatus. Theodore 
Solana seacl Calif Application June 1 1942 Ss. B er, Alhambra, Calif. Application June 11, 
Serial No. 447,122. Granted February 9, 194% 4 Serial N $46,671 Granted February lt 
2,310,717 Typewriting Machine. Oscar nd 194 
strand, West Hartford, Conn., assignor to Under 2 112 Feed Mechanism for Stapling Ma- 
wood lliott Fisher Com New York, N a chines William G. Pankonin, Chicago, Ill Ap 
corporation of Delaware Application Decembe l lication July l 1940 Serial No 343,380 
1940 Serial No 7 Granted "ebruary ) Gra February 16 1943 
1943 2 Accounting Machine. Harold P. Mixer 
2,310,72 Index Directory Samuel Widder and Rockville Centre Y assignor to Remingtc 
Irving Weinger New York y assignors Rar I suffalo, N. Y., a corporation of Dela 
1, Widder & ( New York, N. Y a copartner ware Applicatior May 15 1940 Serial 
ship comprised of Samus Widder and Willian 214 Granted February lf 194 
Widder pplication October 1 1942, Serial No 2 1,492 Loose Leaf Binder Paul O. Unger 
161,616 ted Februar ’ 1943 Elmhu Ill assignor to Wilson Jones Company 
2,311,057 Typewriter Case Michael Lipmar ( », Til, a corporation of Massachusetts. Ap 
New York, N. Y.; Ellis Graham Bishop and n November 21, 19 Serial No. 241,621 
James Olmstead Lipman, executors of said Micha Gr i February 16, 1943 
Lipman leceased Application October 4 1940 . 
Serial No 359,648 Granted February 16, 194 D te yf otd path J Block f 
@ 2 ’ 1.8 esign for a Car ollower oc or 
» 311 » ( ) 
SOL OCS, tense Leal Since. Jenn Sched a Filing Drawer. Hugh B. Johnson, Rochester 
Holyoke Mass issignor National Blank Book ai on we ae 
; - ; N y Application August 29 142 Serial N« 
Company, Holyoke Mass corporation of Massa - ted 9 942 
oanath “pte pee ie “pa 10 y Serial No 08,0 Granted January 26, 1943 
cae aAe “Sheeran aalearen 194: seria ‘ ! 50. Design for a Fountain Pen. Frank M 
oe ek iain tae apeteny ashes Ashley, Great Kills, N. Y.; Anna M. Ashley ad 
2,311,090. Loose Leaf Book Construction. Joh ministratrix of Frank M. Ashley, deceased. Applica 
Schade Holyoke Mass assignor to Nationa n January 29. 1942. Serial No. 105.506 Granted 
Blank Book Company H ke Mass a corpora February 2. 1943 
tion of Massachusett Application November 24 66. Design for a Clip Board. John Henry 
bo3! Seria N ro,15 Grant February lt Brinke Covington cy assignor to The Glob« 
19438 Wernicke Company Norwood, Ohio a corporatior 
2,311,227 Typewriting Machine George F f Ohio Application December 4, 1942, Serial N 
Handley Glendale ! lian 0 Michelser 08,9 Granted February 2, 1943 
Woodhaven, N assignors t Royal Typewriter ] 0 Design for a Desk. Charles I. Cent 
Company, Inc ew York, N. Y¥ a corporattor ur Wilson E. Tarr, South Bend, Ind. Applicati 
of New York t August 20, 1941, Serial Februar 12 1941 Serial No. 98,963 Grants 
107,658 Grante February lf 1943 Fet 4 
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This Month’‘s Special Features 











IS THE OFFICE EQUIPMENT INDUSTRY ES- 
SENTIAL? Because of announcements made by the 
War Manpower Commission this question has come 
strongly to the fore. A restatement of the indispensa- 
bility of this field, with specific evidence of service 
rendered in a war economy, appears on pages 11 and 12. 


* 


LOOSE LEAF OPPORTUNITIES. Despite restric- 
tions in manufacture and sale, loose leaf lines are still 
available on a basis that affords dealers the means to 
profitable business. The extent of the field, the responsi- 
bilities of the dealer as well as his opportunities are 
revealed in a special feature running from page 13 to 
page 18. Four leading manufacturers and two dealers 
suggest methods of serving the wartime needs of industry 
and government. 


* 


HOW TO STAY IN BUSINESS. Fred Merish, an 
accountant and business economist who is well known 
to readers of OFFICE APPLIANCES, lists twelve rules 
of management for office equipment and supplies mer- 
chants. Out of a background of practical experience, 
Mr. Merish points the way to business survival. See 
pages 19 and 20. 

* 


BUYING TYPEWRITERS FOR UNCLE SAM. The 
retail division of the typewriter industry is still doing 
a selling job, but it is in reverse. Customers are being 
sold on the idea of releasing a portion of their machines 
for service in the Army, Navy, and other war agencies. 
On pages 23 and 25, W. G. Turquand of the Used Equip- 
ment and Machinery Branch of the War Production 
Board tells the latest aspects of the tremendous program 
of procuring 600,000 typewriters from the business offices 
of the nation. 


* 


OFFICE EFFICIENCY. When office utilities and 
supplies are not as readily available as they have been, 
a natural result is fuller, more economical use of those 
in hand. Introducing this kind of efficiency is an 
achievement of A. H. Stricker of the General Electric 
Company, Nela Park, Cleveland, Ohio. Pages 24 and 25 
carry the first of a series of studies of Mr. Stricker’s 
methods. Salesmen will find many ideas to pass along 
to customers. 


* 


BUYING IS AS IMPORTANT AS SELLING. In 
handling used office furniture, skill in purchasing is 
intensely important. Why he is convinced of that is 
made evident by Leonard H. Witkin of the Allwin Office 
Furniture Company, New York, N. Y., in his article on 
pages 26, 27 and 28. He explains in detail operating 
methods that have met with success. 








NEW TRADE LITERATURE 


(Catalogs, pamphlets, broadsides, folders and other publicity 
materials recently releused) 





Higgins ink Company, Inc., 271 Ninth Street, Brooklyn, N. Y., has just 
issued a new thirty-six-page copyrighted booklet with the title, “Script 
and Manuscript,”” which contains thirty-two modern script alphabets with 
an explanation of their uses together with several instructional pages on 
lettering. An addition to the series of Higgins books stressing various 
uses of Higgins drawing inks, the new publication is especially interesting 
to commercial artists, engravers and stationers. Designer of the script 
alphabets in the book is Charles P. Bluemlein, well-known in the lettering 
field, and each alphabet is ‘character analyzed"’ by Dorthy Sara, hand- 
writing expert. Compiler and editor of the book is Bert Cholet, Higgins 
advertising manager. The book concludes with several pages devoted to 
manuscript writing and engrossing, with reproductions of a number of 
old and new illuminated scrolls and manuscripts. Retail price is fifty cents 
a copy. 


Victor Safe & Equipment Company, Inc., North Tonawanda, N. Y., now 
is distributing an attractive new catalog-folder illustrating and describing 
its lines of non-metal visible record products. It is six pages, letter size, 
printed in two colors and makes a convenient and effective presentation 
of such Victor products as book visibles, panel visibles for tubes and 
cards, Recordex folders, and other supplies, all of which may be sold 
without priority certificates or Washington approval. A general mailing 
of the piece has been made to the trade, and additional copies are 
available for all dealer salesmen who are interested in the sale of visible 
equipment. Copies also will be sent to consumers on request, and limited 
quantities will be supplied to Victor dealers for personal presentation to 
prospects. Victor sales executives report that the introduction of smaller 
visible items for executive and desk use has proved an effective method 
of building volume business in visible lines. Users, they say, soon realize 
that the speed and control made possible by the smaller records produce 
excellent results and substantial labor-saving in stock, sales, collection 
and payroll records 











BUSINESS OPPORTUNITIES 


Kril-Office Products 





Wants New Item Information.—Chicago office 
supply and equipment company, doing retail, wholesale and mail order 
business, invites manufacturers to send catalogs, literature and price 
lists, especially concerning new items. Concern is Kril-Office Products, 
170 West Monroe Street, Chicago, the organization of which is reported 
elsewhere in this issue. Address Louis I. Kriloff, owner. 


Additional Office Supply Items Sought—-The Atlas Office Supply Company 
which recently moved into larger ground floor quarters at 1717 McKinney 
Street, Houston, Tex., is interested in taking on new office supply items. 
Manufacturers and wholesalers are invited to communicate with John K. 
Stone, proprietor 


Catalogs Wanted.—Allwin Office Furniture Company, Ine., 6 East 
Thirty-Third Street, New York, N. Y., is compiling a new file of catalogs 
and price lists. Three copies of each are desired from manufacturers 
of wood and steel furniture, filing equipment, safeS and leather furni- 
ture. Mailings should be addressed to the attention of Leonard H. 


Witkin. 


Marine Sergeant Requests Literature.—Sergt. F. E. Pattilo, who is in 
charge of the typewriter and adding machine repair shop of the Marine 
Corps, at Parris Island, 8. C., writes, ‘‘While I have plenty to keep me 
busy during the day, would like to have catalogs, service manuals, bulle- 
tins, etc., from office machine and equipment supply manufacturers so 
that we can keep abreast of what is going on and possibly be ready to 
step right back into the office equipment business when the war is over.” 
Sergt. Pattilo formerly was a dealer in office equipment and appliances 
in Orangeburg and Walterboro, S. C. Now he should be addressed at 
P. O. Box 229, Parris Island, 8. C 


> —_ 


Current Corporation Reports 


ordered a twenty-five-cent common dividend 


Dictaphone Corporation 
(Chicago Sun, February 11, 1943). 


against fifty cents a year ago. 
Directors of International Business Machines Corporation declared the 
regular quarterly dividend of $1.50 a share on the common stock, payable 
March 10 to stockholders of record February 19. 
Consolidated net income of Remington Rand, Inc., and its subsidiaries 
for the nine months ended with December is estimated at $3,324,300, 
after Federal taxes and all charges, according to a statement announced 


yesterday The income is equivalent, after preferred dividend require- 
ments, to $1.55 a share on 1,743,040 outstanding common shares, It 
compares with $4,563,926, or $2.25 a common share, reported for the 


Earnings for the three months ended on 
$1,121,100, or 52 cents a share, against 
preceding quarter and $1,261,643, 
(New York Times, 


period of 1941 

estimated at 
share for the 
December quarter of 1941. 


corresponding 
December 31 are 
$1,406.658, or 69 cents a 
or 60 cents a share, for the 
January 27, 1943) 


Directors of the W. A. Sheaffer Pen Company have declared a regular 
quarterly dividend of fifty cents a share and an extra dividend of twenty- 
five cents a share, a total of seventy-five cents a share, scheduled for 
payment February 25 to all common stockholders of record at the close 
of business February 15 


Earnings of the Globe-Wernicke Co., for the year ending December 31, 
1942, after payment of federal and state taxes, were $290,311.97, as com- 
pared with net profits of $298,675.02 in 1941. President J. S. Sprott reported 
to stockholders, the past year was the most active in the history of the 
company In addition, business already beoked for 1943 is much greater 
than it has ever been at the beginning of a new year. He pointed out that 
it was necessary to absorb in 1942 operations, federal and state taxes 
amounting to They were $521,799.63 during the preceding 
year, while in 1940 taxes were but $162,217.85. At the annual meeting of 
stockholders on February 24, the following directors were re-elected: DeWitt 
W. Balch, H. E. Coombe, Norman S. Hill, Herbert Jackson, 8. E. Hurdle, 
Frank H. Kunkel, H. W. Nichols, John J. Rowe, and J. 8. Sprott. The 
directors elected the following officers: J. S. Sprott, president and general 
manager; R. H. Hammer, secretary and treasurer; M. O. Dure, assistant 
secretary, and F. E. Kebler, assistant treasurer. 


x? RT 
wb. 


$1,026,5 








“YOU CAN'T WIN WITHOUT ‘EM!" 


So declares the War Production Board in its campaign 
for typewriters for the Army and the Navy. Could any 
appeal be stronger to every typewriter owner? Could 
any incentive be greater to every typewriter dealer 
co-operating in the procurement drive? Machines are 
needed—and needed badly—NOW. Turn to Page 23 
in this issue and read what the government is doing to 
put the campaign into high. Here is an unparalleled 


opportunity to help win the war. Your share is vital. 


In the picture above: Checking the serial numbers of some of the 250 typewriters 
released to the government by the Tennessee Valley Authority, Knoxville, Tenn. 
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The Trade fourmal of the Office Eguipmant Inclustry 





Agan We Say — 
OFFICE EQUIPMENT IS "ESSENTIAL" 


—INDUSTRY IS VITAL TO WAR PROGRAM 


program prompt us to repeat what we have 
said many times since Pearl Harbor—that the 
office equipment and supply industry is indis- 
pensable in the successful prosecution of the 
war. 

It is so vital that its absence from any list of 
“essential industries” must be regarded simply 
as an oversight. 

More than three months before America en- 
tered the war, OFFICE APPLIANCES pointed out: 

“The office equipment industry is squarely in 
the front line of the national defense prepara- 
tion. . . The products of this industry are en- 
abling every enterprise to join in the nation’s 
battle against time with high-speed, large-scale 
operations; and to defeat the enemy of con- 
fusion and waste with. competent, co-ordinated 
management. With these tools, mass production 
schedules are correlated, efficiency and economy 
facilitated. Without them, there can be no abil- 
ity to function properly .. .” 


as ECENT Washington developments in the war 


Importance of Industry Increases 


When that statement was made, the country 
was engaged in what then was called a “huge 
defense program.” It was huge—by pre-war 
standards—but its size was almost microscopic 
compared to the war effort of the nation today. 

As our war activity has increased so has the 


importance of office appliances and supplies, and 
in direct proportion. 

The government itself, for example, says that 
typewriters are vital to the success of a military 
task force as it proceeds into action. By the same 
token, typewriters in a war plant are essential 
to war production. 

Even in peacetime, the government was the 
largest buyer of office equipment in the world, 
taking about one-sixth of the total output. 

Now, in wartime, government offices and gov- 
ernment contractors take virtually all the office 
machines that are being made—and that is not 
enough. 


Typewriters Only One Example 


In addition, a bureau to buy hundreds of 
thousands of typewriters has been established, 
and an aggressive campaign points out just how 
necessary typewriters are to the war effort. 

But typewriters—good example as they are— 
cover only one classification. There are count- 
less other office products that are used con- 
stantly by every branch of the government 
including the military and by every private enter- 
prise, no matter how large or how small, engaged 
in the war program. 

It appears hardly necessary to “make a case” 
for the office equipment and supply industry as 
being “essential.” The government itself has 
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done that in its own operations, and one has 
only to consider the vast records kept by the 
government or its vast purchases of office sup- 
plies or the vast increase in the number of fed- 
eral office employees to conclude at once that 
the government could not function without the 
products of the office equipment and supply 
industry. 

By its very nature, the industry is complex 
and has many component parts and products 
which are brought together only by an efficient 
distribution system built up over a long period 
of years. The key point in this system is the 
office supply dealer. 

Clearly, even the government cannot buy all 
its needs directly from the manufacturers be- 
cause of the involved nature of such a method 
of purchasing. So most office supplies are 
bought through dealers in all parts of the coun- 
try under priorities that operate the same as 
priorities in raw materials and factory equip- 
ment, and the dealer thus takes his place along 
side the manufacturer as an integral part of 
the definitely essential office equipment and 
supply industry. 


Not Included in “Essential” List 


Despite all the obvious facts at hand, the in- 
dustry is confused by several governmental an- 
nouncements in the last few weeks concerning 
such matters as manpower, materials and others 
affecting the industry. 

In particular, the office equipment and supply 
industry was not included on the list of essen- 
tial industries issued by the War Manpower 
Commission. 

One result of this omission was a serious dis- 
turbance in the organization of at least one 
manufacturer in the industry who is devoting 
practically its entire operations to making chairs 
for the army, navy, coast guard, air corps, mari- 
time commission and other government agencies. 

This was brought to light when the Sturgis 
Posture Chair Company, Sturgis, Mich., wired 
Michigan Congressman Clare E. Hoffman for 
clarification of the WMC essential-industry an- 
nouncement because of the interpretation put 
on it by the company’s workers. The telegram 
said: 

“Please wire us today stating manufacture of 
wood chairs for army, and navy steel chairs for 
shipboard use is considered essential war pro- 
duction. Such a message from you is imperative 
to keep our organization intact after yesterday’s 
manpower commission announcement. Many 
employees threatening to leave our employ .. .” 

Congress Hoffman relayed the request to the 
WMC which was reported in newspaper dis- 
patches to have advised the Sturgis company 


OFFICE APPLIANCES 


that furniture is not included in the classifica- 
tion of essential industries, apparently despite 
the fact that the Army and the Navy are them- 
selves buying furniture which they feel they 
need and which therefore can be assumed neces- 
sary for the job of the armed forces—the suc- 
cessful prosecution of the war. 

The Sturgis factory is continuing to operate 
“through the assistance of Senator Vandenberg, 
Senator Ferguson and Representative Hoffman 

.. in spite of the announcement by WMC that 
furniture is considered as a non-essential in- 
dustry,” it was reported to OrricE APPLIANCES 
February 20 in a letter from Rex Huntley, Stur- 
gis president. Mr. Huntley said further: 

“An interesting sidelight was the fact that one 
of our electric welders went to the Michigan 
Compensation Commission office here in Sturgis 
to offer his services in a job which might be 
considered more vital to defense. This welder 
was told that if he was welding chairs for the 
Navy, his job is essential—a statement which is 
in direct contradiction to that of WMC.” 

One can only agree with Mr. Huntley when 
he concluded: 

“It is our contention that the Army and Navy 
would not order Sturgis chairs through dealers 
unless the chairs were essential to the speeding 
up of office work in Army-Navy headquarters.” 

There have been other instances of bewilder- 
ment following the issuance of various govern- 
ment orders and decisions. As a result of one 
War Production Board regulation, a Chicago 
manufacturer determined that he would be 
forced to close his business February 15. For- 
tunately, the order was amended after the man- 
ufacturer protested through the National Sta- 
tioners Association and pointed out the true 
facts concerning his business. 


Mutual Co-operation the Answer 


It is fair to point out that in several cases, 
government wartime agencies have changed, 
modified or postponed restrictions after they 
had been placed in possession of facts that were 
more complete than the facts before them when 
they made their original decisions. 

This is an indication of the government’s ap- 
parent desire to co-operate with the industry. 
Certainly, the industry has made every effort to 
co-operate ‘with the government, and mutual 
understanding would be the most highly desir- 
able condition that could exist—one that would 
do more than anything else to help win the war. 

But the real basis for such understanding 
would be a clear definition of tne essential char- 
acter of the office supply and equipment indus- 
try on the part the authorities charged with 
directing the war program and the war economy. 


13 


LOOSE LEAF 
A Special Foature on the Industry Outlook 


NCREASED requirements for 

record keeping because of gov- 
ernmental regulations and a wid- 
ening understanding by business 
executives of the value of ad- 
equate records have given strong, 
new impetus to the demands for 
loose leaf systems, equipment and 
supplies. Unfortunately, enlarge- 
ment of the market has been ac- 
companied by shortages, curtail- 
ment of manufacture, and dis- 
tribution restrictions which cen- 
ter the market very largely among 
customers able to provide priority 
ratings. 

Misunderstanding, bewilder- 
ment, dissatisfaction are inev- 
itable fruits of such circumstances. 
Dealers catch at straws. Flying 
rumors are accorded a credence 
that would never be given under 
normal conditions. Manufactur- 
ers, under direct government pro- 
duction controls, have been faced 
with the necessity of adapting 
themselves rapidly to current re- 
quirements. Recognizing fully the 
primary obligation to the war 
effort, producers and dealers alike 
have adjusted operations to fit 
into the new economic pattern 
as they understand it. Lacking 
facilities and personnel to devote 
to the study and analysis of reg- 
ulatory actions of war agencies, 
and in most cases being second 
or third in line as to affect of 
orders and directives, dealers have 
had less opportunity than manu- 
facturers to acquire a working 
knowledge of the bounds within 
which they may function. 


LOOSE LEAF 


ITH the issuance of order 
L-188 placing limitation on 

the manufacture of loose leaf 
binders, it was necessary for the 
manufacturers to formulate plans 
which would make it possible to 
get the most out of the limited 
amount of steel allotted to them. 
New ways of manufacturing 
these items had to be devised, 
certain lines curtailed, and efforts 
made to continue the best service 
to dealers under these abnormal 
conditions. Elimination of certain 


To set at rest as much of the 
uncertainty as possible, manufac- 
turers of loose leaf equipment and 
supplies were approached for 
statements revealing analyses of 
present conditions and expressing 
considered opinions concerning 
the outlook for dealers and manu- 
facturers in the industry. The 
comments appear on this and fol- 
lowing pages. 


Resistance Becomes Acceptance 


Loose leaf systems and equip- 
ment have been so long estab- 
lished as staple tools of business 
that few folk in the industry are 
aware of the resistance encoun- 
tered at their introduction. The 
reluctance is understandable when 
it is recalled that the keeping of 
records in bound books made the 
dealer’s job a simple one of sup- 
plying an established demand 
with a relatively few varieties in 
quality, rulings, etc. A _ typical 
response to loose leaf manufac- 
turers was, “If you create the 
demand, we'll stock the items.” 
To which a producer replied, “If 
we are to have no co-operation 
from dealers, we’ll sell direct.” 

The advantages of loose leaf— 
flexibility, elasticity, adaptability, 
typewriting of entries, etc.—could 
not be denied the market. Dealers 
found that the blank book busi- 
ness was diminishing because of 
direct sales of loose leaf by manu- 
facturers. The mutual advantages 
to dealer—maintenance of a mar- 
ket—and to manufacturer—lower 
cost of distribution — eventually 


By L. V. DOWNEY 


Vice-President, 
Boorum & Pease Company, 
Brooklyn, N. Y. 


o 


sizes and lines should prove valu- 
able to dealers, for it means less 
numbers and enables them to 
have a better balanced inventory. 
Also, this is desirable from the 


brought producers and stationers 
together on a profitable basis. 


In the early years OFFICE AP- 
PLIANCES ardently championed the 
cause of loose leaf, with little en- 
couragement at the outset and 
some criticism. For a number of 
years special loose leaf sections 
were presented to develop dealer 
receptivity: Today dealer accept- 
ance and user acceptance are uni- 
versal. That initial resistance, at 
least partially rooted in the aver- 
sion to selling a new idea instead 
of continuing to fill a demand, 
gradually subsided as the value 
of the loose leaf idea became un- 
derstood. 


One of the outstanding devel- 
opments of loose leaf is in the 
machine accounting field. Quot- 
ing the June, 1929, silver anniver- 
sary number of OFFICE APPLIANCES, 
“It is fair to assume, in view of 
the facts available, that the loose 
leaf system is the progenitor of 
machine bookkeeping, for it is 
hardly conceivable that the wide- 
spread adoption of the idea could 
have come about without the fac- 
tor of removable leaves.” Further, 
because of perfect legibility and 
greater permanence, machine 
printed records are preferred. 
Loose sheets make them readily 
available. 


From an industry searching for 
a market, loose leaf has evolved 
into a business field striving to 
fill a tremendously accelerated 
demand. The following articles 
outline current possibilities. 


BINDERS FOR "DURATION’ 


standpoint of the serious help 
shortage today. 

Of course, dealers may not be 
able to purchase as many loose 
leaf binders as they did before, 
but it will be possible for them to 
order most of the popular num- 
bers and sizes, which make up 
over seventy per cent of the en- 
tire binder sales volume. The con- 
servation loose leaf binders have 
not changed to any great extent. 
Ring binders do not have boosters, 
and metals are riveted. Post bind- 
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ers are made with wooden end 
pieces, top and bottom, in place 
of steel tubes. In most cases, 
these wooden end pieces are cov- 
ered with canvas or some other 
materials. To the average person, 
it would be difficult to distinguish 
them from the regular line. 

Alternate items for loose leaf 
should also be given careful con- 
sideration. Bound memo _ books 
can easily serve in place of loose 
leaf memo books. Other items in 
bound books to replace loose leaf 
are record or minute books, re- 
newable memo books, pay roll and 
time books, columnar books, school 
composition books, shoe lace books, 
address books, telephone books, 
etc. Bound books should come 
more and more into the picture 
today. Dealers should concentrate 
on this, instructing their clerks 
to give more attention to blank 
book items as possible alternates 
for loose leaf. 


Ring and Post Binders Available 


The most popular items in the 
loose leaf line are ring binders 
and post binders. Unless further 
restrictions are placed on steel 
usage, manufacturers should, with 


CHALLENGE FOR PRIVATE 


NOTE—In response to the re- 
quest for a statement on the sub- 
ject of loose leaf merchandising 
under the difficulties of a war 
economy, D. C. Hegarty, advertis- 
ing manager of the National 
Blank Book Company, Holyoke, 
Mass., referred to an address titled 
as above, by Leo M. Cherne, execu- 
tive secretary of the Research 
Institute of America, which was 
published recently in the com- 
pany’s magazine, “The National.” 
Extracts are presented below as 
indicative of the National Blank 
Book Company’s beliefs concern- 
ing production and distribution 
in 1943 for all industry, and con- 
sequently relating to the loose 
leaf field. 


OOKING to the future, I would 

say you may expect the vise 
of concentration to tighten wher- 
ever some or all of the firms in 
an industry are needed for war 
work; or where civilian produc- 
tion is so restricted that efficient 
operatiun of all the individual 
companies in the industry is im- 
possible; or where a significant 


few exceptions, be able to con- 
tinue to service dealers with com- 
plete lines in both of these groups. 
Even if steel is restricted further, 
substitute materials will be used 











L. V. DOWNEY 


throughout. This will probably be 
done by gradual stages for exam- 
ple, on ring books from steel to 
part steel and wood. Other substi- 
tutes might be conversion to all- 
wood binders and plastic devices. 
In any event, it is fully expected 
that some type of binder will be 
available to dealers in this coun- 
try throughout the duration. Price 


(Extracts from an article in “‘The Na- 
tional,”” published by the National 
Blank Book Company, Holyoke, Mass.) 
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part of civilian production is tak- 
ing place in areas where military 
production is tripping over the big 
feet of civilian manufacture be- 
cause there aren’t enough labor, 
power, warehouse and transporta- 
tion facilities for both. 

Just plain common sense will 
determine which companies in an 
industry will be allowed to stay in 
business and which will get the 
concentration axe. For~ instance, 
since large plants are usually bet- 
ter equipped to handle war con- 
tracts, they will ordinarily be the 
ones converted to war work, and 
smaller plants will get the whole 
package of the industry’s civilian 
orders. 

One of the wrenches with which 
concentration tightens up the 
nuts and bolts of civilian produc- 
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will not be a factor and dealers 
should be able to maintain the 
best part of their business in this 
line even though some of the 
numbers may be~ omitted. For 
obvious reasons, dealers should be 
careful about stocking up on con- 
servation lines, carrying only a 
limited supply, sufficient to take 
care of immediate needs with a 
small reserve. 

As far as the loose leaf situation 
in general is concerned, we do not 
believe it should seriously affect 
any dealer’s business. All the loose 
leaf paper items, such as sheets, 
indexes, etc., are still available, 
and so long as there are any bind- 
ers to be had, dealers will be able 
to sell all the other items. We 
expect to keep a steady flow of 
loose leaf binders going out of the 
trade. This line will be made up 
of good, practical binders, de- 
signed in keeping with the war- 
time regulations, but nevertheless, 
capable of giving fine, satisfac- 
tory service. In view of all this, 
the loose leaf end of the commer- 
cial stationery business should be 
able to hold its own, unless a 
more serious and unforeseen con- 
dition develops to prevent. 


ENTERPRISE 


tion is standardization. To get 
the most out of available mater- 
ials all frills, ornaments, gadgets, 
etc., are lopped off. In England, 
all essential goods got a close 
shave by the government. For 
example, seventy-five per cent of 
all clothing made in England to- 
day if of utility design—and the 
percentage is steadily rising. We 
are, of course, familiar with our 
own Victory models in various 
types of products. With concen- 
tration you can expect standard- 
ization and_ simplification to 
spread until they reach almost 
every single civilian article. 

The first problem in industry 
concentration involves sources of 
supply. A distributor may find 
that the company or companies 
from which he customarily buys 
or for which he is a distributing 
agency are put out of business or 
converted to war work by a con- 
centration program. This imme- 
diately places on his shoulders the 
burden of seeing that his interests 
are not lost in the shuffle. First, 
he must keep his eyes wide open 
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to see where and when a concen- 
tration program is likely to hit an 
industry in which he is interested. 
He should make some arrange- 
ment to have the distributors in 
that industry represented when 
the concentration plans are being 
made. He must watch these spe- 
cific points: 

(1)—Not to allow his trade 
marks or brand names to get 
squeezed out of the picture. Re- 
member that there is going to be 
a long uphill grind to get back 
markets after the war. Especially 
if his supplier is forced out of 
production, especially if Victory 
models do away with all the dis- 
tinguishing characteristics that 
were the basis of his competitive 
position in peacetime, it is vital 
for the distributor’s immediate 
and long-range future to main- 
tain the name-identity of the 
products he handles. No matter 
what happens in terms of produc- 
tion, his merchandising and ad- 
vertising programs should be de- 
signed to hold on to his markets 
from a distribution point of view. 

(2)—If, over a period ‘of years, 


the distributor has built up cer- 
tain advantageous relationships 
with a given source of supply... 
in terms of credit discounts, and 
so on ... he should try to pro- 
tect those advantages in the con- 
centration plan. If the company 
he deals with gets the death pen- 
alty, he ought to make every ef- 
fort to carry over the details of 
his relationship in his arrange- 
ment with the nucleus plant or 
plants that are allowed to carry 
on. 


Shipping, Delivery and Ware- 
housing Problems 


(3)—The geographical changes 
in centers of production that con- 
centration will bring will pile the 
distributor’s desk high with new 
problems of shipping, deliveries, 
warehousing. He must be on the 
alert to anticipate those problems, 
and adjust to them. Elimination 
of cross hauling, for instance, may 
cut him off from his usual sources 
of supply. Unless he assures him- 
self of substitute sources of sup- 
ply, he may find himself out in 
the cold entirely. 
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(4)—These problems present a 
great challenge—and a great op- 
portunity—for wise merchandis- 
ing and advertising. Jobbers, re- 
tailers and general public must all 
be educated to understand what is 
happening, why it is happening, 
and what it means to them in 
terms of the articles they can or 
cannot get. If this job is done well 
it will not only help individual 
companies make successful adjust- 
ments, but it will also be an im- 
portant factor in keeping the 
morale of the people on a high 
level. 

(5)—Distributors must prepare 
for a wide extension of rationing. 
Each executive in his own experi- 
ence knows where the shortage 
areas are. It is the better part 
of valor to switch to less scarce 
lines if a distributor feels he is 
threatened. It is a primary obli- 
gation to set up the bookkeeping 
and accounting machinery which 
will be necessary when rationing 
comes his way. The man who pre- 
pares for it beforehand may very 
well find he can take it in his 
stride. 


TODAY IN THE LOOSE LEAF INDUSTRY 


GREAT number of the items 

sold by the retail stationer 
are made from basic materials 
that are likewise necessary to our 
war effort. This is particularly 
true in regard to loose leaf bind- 
ers. 

Steel being the most vital mate- 
rial needed in the war effort 
makes it necessary to conserve 
and distribute the amount that 
can be spared over the greatest 
area possible. The loose leaf in- 
dustry, under the conservation 
Plans set up, was allotted only 
thirty per cent of the steel for- 
merly used in the manufacture 
of loose leaf binders. 

In granting loose leaf manufac- 
turers this proportion of steel, the 
Government also placed certain 
restrictions on types of binders 
that could be made, which meant 
several types had to be discon- 
tinued. The list of those discon- 
tinued includes all compression 
type binders (both pen written 
ledgers and machine posting bind- 
ers), chain post binders, memo- 
randum books, minute books, and 
ring type visible records. The or- 
der also eliminated boosters from 
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all ring binders and the back 
plates from some. 

Through the use of substitutes 
in addition to their allotment of 
steel, loose leaf manufacturers 
are providing binders that will 
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take care of all essential account- 
ing and record keeping require- 
ments. The list of available lines 
includes sectional post binders, 
storage and transfer binders, ring 
binders and prong type visible 
record binders, canvas spring back 
sheet holders and county record 
books. 

Due to the urgent need of all 
kinds of materials for our all-out 
war efforts, other materials be- 
sides steel are now on the re- 
stricted list and high priorities 
are needed to secure them. They 
include fibre, imitation leather, 
canvas and flexible glue and un- 
less needed for Army, Navy, air- 
craft or ship building, they are 
practically impossible to get even 
on priorities. 

A large number of stationers, in 
keeping with current trends, and 
because of restrictions imposed by 
the war economy, have reorgan- 
ized their businesses to fit into 
today’s pattern of merchandising. 
They are setting up stock con- 
trols, watching turn-over, elimi- 
nating sleepers that tie up capi- 
tal, and setting up priority rec- 
ords to list all priority sales so as 
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to have priorities to extend to 
their suppliers when re-ordering 
for stock. They are securing pri- 
orities on every sale possible, par- 
ticularly on sales made to con- 
cerns with direct war contracts 
or sub-contracts, and to Govern- 
ment subdivisions, either national, 


LOOSE LEAF 


HE IMPACT of all-out war im- 

poses restrictions on all indus- 
tries. The measure of its severity 
depends on the needs of the war 
effort, the importance a particu- 
lar product has to our daily affairs, 
and the extent to which satisfac- 
tory alternates can be provided. 


Business cannot exist without 
records. Wartime regulations have 
indeed increased the volume of 
records. Pay roll records, pur- 
chase, production, stock, shipping, 
truck operation records, etc., all 
must now be more elaborate for 
the purpose of meeting Govern- 
ment requirements. Every restric- 
tion on the use of critical ma- 
terials requires additional records 
for its observance, and affects the 
business to which it is directed. 

Restrictions on the use of steel 
and other vital materials have 
called into play the ingenuity and 
inventiveness of our engineering 
and research division in the rede- 
signing and developing of record 
keeping devices with the use of 
alternate materials. Among the 
most noteworthy accomplishments 
are machine posting trays, stands 
and hoods of wood construction, 
and non-metallic prong fasteners. 
Other alternates are in process 


A DEALER'S OUTLOOK 


ITH the limitations on metal 

in binders and the critical 
restrictions on leathers and other 
binding materials, what is the ul- 
timate outlook for loose leaf sales 
by the stationer? At present we 
have a sellers’ market among the 
defense plants which is unpara- 
lelled in the industry. With the 
high priorities of these plants we 
can secure about everything they 
need except the items specifically 
restricted by the War Production 
Board. And for these items our 


area, state, county or municipal. 

Those stationers who have made 
no changes thus far should re- 
vise their selling methods, concen- 
trated on customers who can sup- 
ply priorities, record the priorities 
so they can be extended to the 
suppliers for use in securing ma- 


IN THE WAR 
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of development and give promise 
that indispensable needs will be 
met. 

The loose leaf manufacturer is 
not, however, free of problems. 
Chief among these are Govern- 
ment quotas on steel, which limit 
both design and overall volume of 
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loose leaf factories are rapidly de- 
veloping substitute items, some of 
which are superior in many ways 
over the ordinarily accepted com- 
modity. 

Plastics have come to the rescue 


FOR 
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terial to fill orders. He must 
watch his stock or inventory con- 
trols closely and in fairness to all, 
order no more than his current 
needs call for, as all manufactur- 
ers whose distribution is exclu- 
sively through dealers want him 
to stay in business. 


ECONOMY 


production, scarcities of other 
vital materials, and shortage of 
labor. Every effort is being made 
in the face of these limitations to 
produce items that are most es- 
sential to record keeping and that 
will find the widest need. 


The dealer for his part, can co- 
operate by converting demands 
for special items and special sizes 
to stock items and sizes, and by 
intensifying his sales efforts on 
merchandise that requires the 
minimum of steel and other criti- 
cal materials. New conditions arise 
almost daily. Salesmen represent- 
ing the industry, who are in touch 
with the latest trends and devel- 
opments, are apt sources of infor- 
mation to the dealer and the 
means through which the dealer 
can keep his sales force posted. 

These are times that call for the 
exercise of infinite patience. Every 
day brings us closer to peace and 
to a future of unlimited promise. 
Meanwhile, whatever our difficul- 
ties may be, we know that the 
products of our industry are as 
indispensable in war as in peace; 
and because of this, we believe we 
will receive equitable considera- 
tion in the allocation of critical 
materials. 


LOOSE LEAF 


in many devices. At present we 
can have plastic screw posts, 
spiral bindings and binder backs 
which are so superior and eco- 
nomical that it is doubtful if the 
public will ever again want to 
return to the metal construction. 
Fibre clips and covers have come 
to the fore. Ingenious metal 
parts for binders have been de- 
veloped by the manufacturers, 
which come within the govern- 
ment limitations and yet permit 
production of binders which are 





oS 
‘J 
a 





MARCH, 1943 


lighter and less expensive than 
before. As rapidly as the present 
stocks of the older style binders 
are depleted the newer devices 
are being introduced. The market 
is accustomed to the necessity of 
change and is readily accepting 
the new products. 

Celluloid envelopes and pockets 
for work tickets, shop orders and 
procedure schedules are in heavy 
demand. Showing a sample or 
sending a circular often leads to 
large profitable orders. Insertable 
celluloid index tabs are consumed 
by war plants in unusual quan- 
tities. 

The sale of forms and systems 
has almost unlimited possibilities 
today. The war plants are con- 
suming these supplies by the car- 
load. Alert salespeople have an 
unusual opportunity along these 
lines. The demand is largest for 
cost accounting supplies, material 
control and payroll records being 
in the lead. An unprecedented 
demand is for manifolding forms 
of all styles. 

The ever mounting demands for 
reports to the government create 
more accounting needs. The sale 
of analysis pads and columnar 
books reflects this directly. Often 
an accounting system has to be 
entirely revamped to give the 
figures for the government re- 
ports. The new with-holding taxes 
and excise taxes on commodities 
are boosting up the sale of loose 
leaf by leaps and bounds. 


The trend to more specialized 
accounting will likely increase 
with each new tax period for 
years to come. Never before have 
accountants been in such heavy 
demand. Columns of classified 
ads in the metropolitan dailies are 
crying for auditors, accountants 


and bookkeepers of any degree of 
competence. This is a positive in- 
dication of the ever mounting de- 
mand for loose leaf accounting 
supplies. 

In defense plants, certain loose 
leaf records are required to be 





kept by the Government. The In- 
ternal Security Division requires a 
comprehensive visitors’ register 
for control of persons entering 
and leaving plants. A strict rec- 
ord of plant personnel is required. 
Many other inspection and super- 
vising agencies add to the list of 
records which must be main- 
tained. 

A wise and timely substitution or 
use of alternate devices and forms 
on orders often overcomes the de- 
lay of shortages on orders. In 
cases where factories are short of 
goods and stock is not obtainable, 
the buyer will not object seri- 
ously these days to a substitution 
of equal style and quality of mer- 
chandise. Salesmen should men- 
tion that an alternate item may 
have to be supplied and then so 
indicate on his order blank. If 
properly informed, he should in- 
dicate on his order the alternate 
stock numbers or sources to be 
used, giving preference to the 
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items regularly carried by his 
firm, or those most easily ob- 
tained. For instance when enter- 
ing an order for 11x17 columnar 
sheets, ruled twenty-four columns 
to the right, by referring to the 
Loose Leaf Form Index (published 
by Orrice APPLIANCES) there will 
be found the following stock num- 
bers for the same general style of 
sheet: B & P Form 17224, Cesco 
Form 197W, Deluxe Form 50-24, 
McM Form N1117-24, National 
Form 7088-24 and Stationers Form 
5-24. An order need not be held 
up indefinitely because a short- 
age of the item exists in one or 
two factories. 


Sales persons should at these 
times keep as familiar as possible 
with the goods in stock to avoid 
entering orders for non-stock 
items when a suitable item could 
have been shipped immediately 
from stock. Likewise, it is im- 
portant to keep in touch as closely 
as possible with factories, direct 
or through their representatives. 
Most of the manufacturers have 
a large volume of war work other 
than loose leaf, so that much of 
their activity is carefully guarded. 
Nevertheless, keep in touch as 
much as possible with the factory. 
It may not help deliveries a great 
deal, but it will keep the salesmen 
informed as to the new devices 
being developed and put them in 
touch with many additional sales 
opportunities. 


And to quote one of the leading 
loose leaf manufacturers: 


“It is the stationer’s job to sup- 
ply records that roll the products 
that arm the men that fight at 
the front. We think that job is 
necessary and worth-while in this 
nation where we are all at war 
... together.” 


The Small Business. lan 
A PERMANENT LOOSE LEAF CUSTOMER 


NDER the pressure of current 

conditions, it is a little diffi- 
cult to write about those hard-to- 
get loose leaf devices. And let us 
warn you at the beginning that 
this discussion is of the common 
garden variety. 

Operating a small business in a 
small city in which there are few 
industries and only some of them 
doing war work, we aren’t both- 
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ered with orders for five million 
cards for the ordnance depart- 
ment of the Army or 800 binders 


for the Navy. Our customers and 
market in the past have been the 
little fellow around the corner. 
He is increasingly so today with 
the tremendous demand for rec- 
ord .keeping equipment that is 
placed on everyone who is in busi- 
ness. Joe the storekeeper and 
Sam who runs the grain elevator 
in the nearby village—they’re our 
customers. They are not inter- 
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ested in anything complicated or 
involved. What they want is an 
easy method to keep their records 
and the simpler the better. They 
just drop in and want either to 
set up a “bookkeeping system” or 
to change over from the one they 
are now using. 

Our stock in trade is the 9144 x 
11% and the 11 x 14 sectional post 
binders. They are carried in stock 
in a wide range of prices. Along 
with them we keep a representa- 
tive stock of all loose leaf forms 
to fit. 

As a typical customer let us 
take Mr. Thompson, who runs the 
clothing store down the street. 
He came into our store the other 
day cussing those “guys down in 
Washington” who sent him so 
many forms to fill out that he 
guessed he had better start a new 
“bookkeeping system.” His daugh- 
ter, who was taking bookkeeping 
in high school was keeping his 
books—and it was too much for 
her. Before that his record keep- 
ing was rather haphazard and 
inaccurate — the cubbyhole sys- 
tem. 

We took out a loose leaf, eight- 
een column ledger sheet and at- 
tempted to break down for him 
his various credits and debits, 
listing each under a proper col- 
umn—rent, light, heat, daily sales, 
etc. We found out that he could 
use a fourteen column sheet, so 
we suggested a sixteen column 
11 x 14 sheet, in case he wished to 
add more headings later. We 
pointed out to him that there 
were sufficient lines on the page 


to take care of a month’s business 
on the double page form. He liked 
that. Then we showed him an 
assortment of binders to fit the 
sheet. By pointing out the addi- 
tional long wearing features of 
the metal rimmed binder over 
the ordinary binder, it was not 
difficult to sell him the better one. 


A Binder for Accounts Receivable 


Next we inquired into his ac- 
counts receivable set up (charge 
accounts he called them) and 
found that for years he had been 
used to a stock 4x6 ruled card 
which some clothing firm sold 
him. These cards got dog-eared, 
were sometimes lost and there 
wasn’t enough room to make ad- 
equate entries. We brought out 
our standard 914x11% _ debit- 
credit-balance sheet, which was 
easy to keep and with plenty of 
room to write. He took 200 of 
these, another metal rimmed 
binder and a leather tabbed A-Z 
index. 

Our next query concerned his 
method of payroll record keeping. 
He was using individual payroll 
books which required the em- 
ployer to tear out a copy for the 
employee, file one himself and 
leave the triplicate in the book. 
He didn’t like this method too 
well because it didn’t have enough 
room for all the deductions and it 
was inconvenient when making 
his quarterly report. He wanted 
something that had a column for 
the new Victory tax. We showed 
him our new individual 11x14 
payroll sheets that are simple and 
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had sufficient columns for all de- 
ductions and a few blank ones 
left over. He remarked that they 
would probably be filled before 
the year is over. Since he had 
only six employees we sold him 
just ten sheets and after placing 
a heavy division sheet in his gen- 
eral ledger, placed these in the 
back of the binder. Thus he had 
both his general ledger and pay- 
roll in one binder. He liked that, 
too. 

Mr. Thompson had spent thirty 
minutes with us and in addition 
to being completely satisfied, he 
left us with a $14.20 sale. He is 
the type of customer to whom we 
sell the majority of our loose leaf. 
Sometimes the face is familiar, 
sometimes strange. Sometimes the 
buyer is completely ignorant of 
any basic method of record keep- 
ing. We attempt to analyse his 
needs and give him the simplest 
that can be had. 

Yes, we do sell and have sold 
many other systems of loose leaf 
devices to much larger concerns, 
but it is primarily the little fel- 
low around the corner who is the 
cream of our trade. He is patient, 
will accept substitutes cheerfully, 
is eager to discover new products, 
and does not try to break down 
your price structure. He is small, 
but numerous. He not only leaves 
the store with what he came in 
for, but what is more important, 
when this war is over, he will still 
be coming back for more of his 
“charge account” sheets or some 
new form to take care of another 
tax. 





Store from Which the Findlay Printing & Supply Company, Findlay, Ohio, Sells Loose 


Leaf Forms and Systems to Small Business Men. 


(Here Endeth the Special Loose Leaf Feature) 
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jJwelve Pertinent and. Practical 
GUIDES TO BUSINESS SURVIVAL 


ERE we are, 1943 already well 

under way, a crucial year for 
office appliance dealers, because 
those who survive this year will 
more than likely reach the post- 
war period safely. They will be in 
a preferred position to capitalize 
on the big volume of business cer- 
tain to come to them when the 
war is over and the demand that 
has been bottled up by war con- 
trols is released with oil-gusher 
capacity. 

This is a seller’s market. Civilian 
goods are scarce. Obviously, sales 
promotion is a secondary consid- 
eration. Office equipment and 
supplies dealers, beset by war 
restrictions, must give prime 
thought to elements of operation 
other than sales promotion if they 
expect to keep “heads up” this 
year. The thing today is sur- 
vival-management. After a care- 
ful analysis of all factors touching 
retail operation in the office ap- 
pliance field, we have formulated 
these twelve guides to survival. 

1.—Don’t under-rate your over- 
head. Many dealers do not include 
all legitimate expenses under 
overhead, omitting such items as 
depreciation, allowance for loss on 
inventory, compensation for per- 
sonal services, allowance for loss 
on bad debts, etc. Such omissions 
run high in some stores and re- 
sult in two serious defects: (1) 
They give an erroneous picture of 
expenses, which tend to unprofit- 
able pricing, even under price 
control regulations: (2) They in- 
crease tax expense because the 
dealer will pay higher income 
taxes if all expenses are not in- 
cluded in overhead. 

2.—Don’t say, “I can’t cut ex- 
penses” because you don’t know 
until you analyze them critically, 
and too few dealers do this. Study 
your overhead expense carefully 
and you'll be surprised how you 
can economize here and there by 
keeping closer tabs on operations. 
Get maximum value out of watt- 
age burned by keeping light bulbs 
clean. If you own the premises, 
keep flues cleaned and the heat- 
ing system reconditioned as far as 
priorities permit to get maximum 
b.t.u. value out of fuel. Repair 
leaking faucets and toilets. Such 
little things were disregarded yes- 
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terday. Today, with margins slim- 
med by war restrictions, these 
little leaks are a more serious 
threat to survival. Check your in- 
surance policies with your agent. 
Many dealers are paying too much 
for coverage or paying for too 
much coverage. 

3.—Keep adequate working cap- 
ital on hand so that you need not 
“up” expenses by paying interest 
on borrowed capital. Liquidity is 
more important today than ever 
before. Besides, the Government 
is cracking down on credit and 
bank loans, hence, despite the 
abundance of currency, you will 
have a harder time getting funds 
today. The excess of current assets 
over current liabilities, as shown 
on your financial statement, is 
your working capital. If the ratio 
of current assets to current liabili- 
ties is two and one-half to one, 
the working capital should be 
adequate today. Do everything 
possible to operate on your own 
bankroll by maintaining a high 
ratio of cash sales and collecting 
receivables promptly. 

4.—Price profitably. Just because 
prices are frozen is no reason why 
you should forget everything you 
ever knew about the computation 
of selling prices. Some dealers 
have fallen into this error. You 
still have a pricing job to do re- 
gardless of whether present ceil- 
ings are retained or another for- 
mula is used to arrive at ceilings. 
Of course, you can’t sell for more 
than war-controlled price limita- 
tions but you should know whether 
these prices are profitable. If 
computations show that you must 
sell at a loss to adhere to price 
control regulations, you should 
try to cut overhead drastically. 
If you sell at ceilings without 
costing your sales, calculating 
prices on some hit-or-miss basis, 
you may lose money and not know 
it until the sheriff pays you a 
visit. 

5.—Inventory, monthly, if you 
can, at least quarterly. Once upon 
a time, a dealer took inventory an- 
nually or semi-annually and 


thought that enough. Today, he 
must narrow the gap by taking 
a physical inventory more often, 
then adjust his records to agree 
with the physical count. 
6.—Analyze your profit and loss 
statement monthly so that you do 
not miss a trick on the trend of 
business. Too many dealers, in 
the past, have been satisfied with 
annual statements of earnings. 
This practice, hazardous enough 
in peacetime, is a triple threat to 
survival today. You must plug 
loss leaks quickly. If you permit 
too many months to intervene be- 
fore you analyze the profit and 
loss statement, it may be too late 
to correct a defect or a loss leak 
may assume gusher capacity. This 
is particularly true today because 
the artificial freezing of prices has 
thrown many former yardsticks 
into the discard. You must watch 
your expense ratios more closely 
to appraise any dangerous devia- 
tions. 
7.—Avoid long-term commit- 
ments that tie up cash. They put 
working capital in the danger 
zone. In most cases, expansion is 
“out” for the duration. One lesson 
taught by the first World War was 
the vulnerability of owning ex- 
cessive capacity in an inflated war 
economy because it reacted ad- 
versely when peace came. Expan- 
sion brings higher fixed expense 
and it is unwise to increase the 
fixed burden at a time like this. 
8.—If you owe interest-bearing 
debts or mortgages, liquidate 
them, if you can, to cut interest 
expense and minimize inflation. 
9.—Tax expense will be high for 
the duration and postwar period. 
President Roosevelt has stated 
that Federal taxes will never re- 
turn to pre-war rates. Tax ex- 
pense can be minimized by close 
attention to rules and regulations, 
by taking all legitimate deduc- 
tions. It may pay you to get the 
assistance of a tax practitioner 
for this work. When tax expense 
was less burdensome, the counsel 
of an expert may not have af- 
fected sufficient saving to pay the 
toll but now the reverse may be 
true. Because tax cuts so deeply 
into income today, you should ac- 
quire a better working knowledge 
of the income tax law than was 
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necessary when the rates were 
lower and also consider tax 
throughout the year as you do 
other items of overhead, giving 
prime thought to the handling of 
all matters pertaining thereto, in 
order to keep this expense at 
minimum. 

10.—The majority of office ap- 
pliance dealers lump their sales 
in one total. This makes it harder 
to ferret out losses. Sales and ex- 
penses should be departmentized 
for office equipment, stationery, 
gift and art goods, greeting cards, 
etc. This enables you to go right 
to the source for discrepancies. 
Losing money in one department 
and making it up in another is 
an old story with office appliance 
dealers. Before the war, this de- 
fect could be offset more easily 
with increased volume, but today, 
with sales and profits limited, the 
lack of departmentization is a 
bigger hazard to survival and the 
dealer should segregate his sales 
and expenses according to lines or 
departments. 

11.—Keep adequate stock con- 
trol records. You should know 
what happens to your purchases 
of goods for re-sale and supplies. 
Laxity here is more costly today 
because goods cost more and, as 
time goes on, items will be harder 
to get. Keep a record of damage 
and waste to check on the effi- 
ciency of your operations. Im- 
press upon your employees the 
need for rigid economy and care- 
ful application to the elimination 
of all practices that engender 
waste and increase costs. 

12.—Separate your fixed and 
variable charges. Many dealers do 
not realize that their ratio of fixed 
to variable expense has much to 
do with their ability to cut over- 
head. Dealers with a high ratio of 
variable expense will have a much 
easier time effecting economies 
than those dealers with a high 
ratio of fixed expense because it 
is possible to cut variable expenses 
at any time but long-term obli- 
gations cannot be cut at will. 
Dealers who find themselves sty- 
mied with a high ratio of fixed 
expense can reduce the ratio in- 
directly by increasing volume or 
directly by disposal of the fixed 
assets in one way or another, 
which is easier said than done. 
For example, by sub-leasing part 
of your establishment, you can re- 
duce the rental expense, a fixed 
charge. By refinancing a mort- 
gage at a lower interest rate, you 
can reduce the fixed interest 
charge. But, in the main, a fixed 


expense is not as easy to prune 
as a variable expense. However, 
it is important that the dealer 
segregate the fixed and variable 
expenses on his profit and loss 
statement to determine where he 
stands on this ratio. Even though 
your fixed ratio is so high that 
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In general, give more thought 
to survival-management in all its 
ramifications. Attend association 
meetings regularly and read your 
trade papers for pointers on ways 
and means to survive until the 
postwar period brings its boom to 
the office appliance business, for 


information on governmental reg- 
ulations, profit-planning under 
wartime restrictions and instruc- 
tive articles on trends and devel- 
opments in our war economy. 


you can do little about cutting 
expenses, you must know what 
this ratio is before you can do 
an intelligent job of burden re- 
duction. 
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ANNIVERSARY CONGRATULATIONS: To the 100 members of the Con- 
necticut Valley Stationers Association who celebrated the Silver anniversary 
of their fine organization in Springfield, Mass., February 15... To the 
Boston Stationers Association which held its fifty-fifth annual banquet Feb- 
ruary 16... To the ninety-eight members of the Bainbridge Kimpton & 
Haupt organization who joined in observing the ninety-eighth anniversary 
of the firm in New York ... To members of the Employee’s Credit Union 
of John W. Graham and Company, Spokane, Wash., which has passed its 
ninth year, an outstanding success . . . To Louis Cohen, who started the 
Fort Smith, Ark., Office Supply House on a hunch and now looks back on 
milepost No. 24. 


SERVING U.S.IN WARTIME: Two more men from the office equipment 
and supply industry take important posts ... The one, Harry M. Gustafson, 
treasurer and director of Victor Adding Machine, becomes assistant to 
director of controlled materials plan of WPB... The other, Richard Mont- 
gomery, executive of J. K. Gill Company, Portland, Ore., is now OPA 
director for Oregon. 


TRIBUTES TO ABILITY: Choice of E. P. Haye, San Antonio manager for 
L. C. Smith-Corona, for membership on the speakers’ bureau for the March 
Red Cross war fund campaign... Election of S. Hayes Ensinger—‘“Gus to 
the trade”—to the chairmanship of the Advertising Adcraft Forum of the 
Greater Buffalo Advertising Club. He is advertising manager of Remington 
Rand, Inc. 


ADD SUCCESS STORIES: E. E. Smith, new sales manager of the Uni- 
versal Paper Products Company, wore overalls seventeen years ago when he 


was a shipping clerk in the trade. 


A GOOD FARMER, TOO: Fred Butenschoen, founder and from the begin- 
ning head of the Imperial Methods Company, combines with his efficiency 
and success as a manufacturer, the same qualities as a farmer. On his broad 
acres he produces plenteous crops of corn to feed herds of Hereford bulls 


and pedigreed hogs. 


HOBBIES: Of Henry T. Adams, hunting, fishing and, in the early days, 
motorcycling .. . Often, Henry recalls the time (1912) when he combined 
his love of cycling with a successful fling in the motorcycle accessory busi- 
ness ... Even then he was making the Adams College Book Ring which has 
continued through the years as a popular trade item. 


HOW THEY STARTED: C. A. Meilicke began as a bank clerk and a 
lumber dealer, but his aptitude for the right answer led him to form the 
calculator company which bears his name more than thirty years ago. 


THE “OLNEY” ALBUM: Reference in the February number to the good 
will album presented to the late “Uncle George” Olney at the NSA conven- 
tion in 1905 brought a letter from D. M. Reynolds of Reynolds Bros., Scran- 
ton, Pa., telling about having bought his company’s first bill of miscellaneous 
stationery from “Uncle George” nearly fifty-one years ago when he was 
traveling for Henry Bainbridge & Company. “The article,” says Mr. 
Reynolds, “brought back to me a very pleasant remembrance of ‘Uncle 


’ 


George.’” 
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Wage-Hour Law, Public Contracts Act as Related 
TO THE OFFICE EQUIPMENT INDUSTRY 


sational air, sea and land 
battles tends to rivet our atten- 
tion on the fighting fronts, with 
an occasional side glance at prob- 
lems of supply, quarters and 
transportation. Logistics, as mili- 
tary men Call this latter phase of 
war, is a vitally important science, 
especially in the present global 
conflict. 

Almost never mentioned in news 
dispatches or communiques is the 
vast amount of planning and pa- 
per work that must be done before 
armies march or fleets set sail. 
None of this would be possible 
without the most widespread and 
intensive use of office appliances 
and equipment. That statement 
at least is not “news” to readers 
of this magazine. They know the 
vital part that paper work must 
play in peace or war. And the 
trade, dealer, manufacturer and 
wholesaler alike, knows the im- 
portance of its contribution to 
the present campaign. 

This wholehearted participation 
in the war effort also has meant 
that a good many readers of 
OFFICE APPLIANCES will find that 
their present status under the 
Fair Labor Standards Act is some- 
what different. This Federal Wage 
and Hour Law applies to em- 
ployees engaged in_ interstate 
commerce or in the production of 
goods for interstate commerce. 
Unless specifically exempted by 
the act, all such employees must 
be paid not less than thirty cents 
an hour and not less than time 
and a half the regular rates of 
pay for all hours worked in excess 
of forty hours a week. 

War work may also bring em- 
ployers under another Federal 
law dealing with labor standards. 
This is the Walsh-Healey Public 
Contracts Act, which applies gen- 
erally to U. S. Government con- 
tracts for materials and supplies 
amounting to more than $10,000. 
The Walsh-Healey Act sets stand- 
ards of minimum wages, overtime 
compensation, child labor, and 
safety and health and forbids the 
employment of convict labor in 
the fullfilment of covered con- 
tracts. 

Because previous articles in this 


A ‘sation: warfare with its sen- 


Interpretation Prepared Expressly for 

Office Appliances by the Wage and 

Hour and Public Contracts Division of 
of the U. S. Department of Labor. 
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magazine have discussed the 
Wage and Hour Law at length, the 
main emphasis here will be on the 
Walsh-Healey Act. However, a 
later section of this article will 
summarize features of the former 
law that are of special interest to 
readers. 


Prevailing Minimum Wages 


The minimum wages required 
under the Walsh-Healey Act are 
those which the Secretary of La- 
bor has determined to be the pre- 
vailing minimum wage for specific 
industries and specific localities. 
So far such wage determinations 
have been made for some fifty-six 
industries with wage rates rang- 
ing from thirty to seventy cents 
an hour. Several wage determina- 
tions apply to materials manu- 
factured or handled by OFFICE 
APPLIANCES readers. 

The following wage determina- 
tions deal with paper and allied 
products: 


Healey Act is thirty cents an hour 
in these states: Alabama, Arkan- 
sas, Florida, Georgia, Kentucky, 
Louisiana, Mississippi, North Car- 
olina, South Carolina, Oklahoma, 
Tennessee, Texas and Virginia; in 
Colorado, Oregon and Washing- 
ton, the minmum is fifty cents an 
hour; in all other states and the 
District of Columbia, the mini- 
mum rate is thirty-five cents an 
hour. 

For metal office furniture (ver- 
tical filing cabinets, horizontal 
sections and half-sections, and 
bookcases, high-line and book- 
shelf units, card index cases, 
transfer units, desks, tables, chairs, 
and storage cabinets and ward- 
robes); and metal hospital furni- 
ture; the minimum wage is forty- 
five cents an hour under the 
Walsh-Healy Act. This list is not 
complete but it is believed to in- 
clude most of those items readers 
are interested in. 


Eight Hours Per Day—Forty 
Per Week 


Basic straight-time hours of 
work under the Walsh-Healy Act 
are eight in any one day or forty 
in any one week. Overtime is per- 
mitted, of course, if time and one- 
half the basic rate is paid for all 





Commodity 


Envelopes 


Shipping and system tags, mer- 
chandise and marking tags, 
and pin tags 


Continuous form stationery, 
manifold sets, autographic reg- 
isters, and salesbooks 


Blueprint, brownprint, black- 
print, blackline, and other 
similarly sensitized papers and 
cloths 


Minimum 

Hourly Wage Effective Date 

42'\4 cents May 12, 1938 
October 31, 1938 

40 cents (Amended Septem- 
ber 23, 1941) 

40 cents* August 9, 1939 

40 cents October 11, 1940 





Two wage determinations apply 
to office furniture, both were ef- 
fective May 13, 1939 and amended 
July 28, 1941. For wooden office 
furniture (upholstered or unup- 
holstered, but not including furni- 
ture for professional uses in lab- 
oratories and hospitals) the mini- 
mum wage under the Walsh- 


*Apprentices may be employed at tess 
than the minimum wage provided the 
employment is pursuant to a contract 
which conforms to the standards of the 
Federal Committee on Apprenticeship. 


hours worked beyond the pre- 
scribed limits. For example, an 
employee whose total workweek 
consisted of four ten-hour days 
would be entitled to eight hours 
at time one-half under the Walsh- 
Healey Act, but under the Wage 
and Hour Law, which makes the 
workweek its standard, he would 
not be entitled to such overtime 
since his hours of work in that 
week did not exceed forty. 
Where an employee worked, let 
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us say, five ten-hour days and 
one five-hour day during a week, 
he would be entitled to fifteen 
hours at time and one-half under 
either law.* 

Heretofore the Walsh-Healey 
Act generally prohibited the em- 
ployment of boys under sixteen 
and girls under eighteen years of 
age. In order to facilitate the pro- 
duction of war materials, a recent 
examption granted by the Secre- 
tary of Labor now permits the 
employment of girls between the 
ages of sixteen and eighteen years 
of age in any industry. However, 
these girls may not work more 
more than eight hours in any one 
day, nor between the hours of ten 
p.m. and six a.m. And they are 
not: to engage in dangerous or 
hazardous occupations. 

Nowadays, with the toll of in- 
dustrial accidents mounting, the 
safety and health features of the 
Walsh-Healy Act take on new im- 
portance. This Act requires that 
goods supplied on a Government 
contract be manufactured or 
handled under safe and sanitary 
working conditions. In locations 
where State laws establish safety 
and health standards, observance 
of such regulations will be: taken 
as prima facie evidence that em- 
ployers are in compliance with 
these provisions of the Walsh- 
Healey Act. 

The principal hazards which in- 
spectors will look for are these: 
fire hazards; unguarded cutting 
machines and unguarded power 
transmission machinery; faulty 
ventilation and illumination; in- 
sanitary shop, washroom and oth- 
er facilities. A pamphlet recently 
issued by the Public Contracts 
Division entitled, “Basic Safety 
and Health Requirements,” tells 
employers what safeguards are 
required. 

Admittedly these safety pro- 
visions will offer nothing new to 
many concerns, especially those 
that have engaged safety engin- 
eers and are carrying out ad- 
vanced safety programs. But the 
hard fact is that a shocking num- 
ber of employers still neglect even 
the most rudimentary precau- 
tions. According to estimates of 
the U. S. Bureau of Labor Sta- 
tistics, in 1941 industrial accidents 
caused 19,200 deaths, 100,600 
permanent impairments and 
2,060,000 temporary disabilities. 





*Employers who enter into certain 


collective bargaining agreements with 
their employees pursuant to provisions 
set forth in the Fair Labor Standards 
Act, may employ them up to twelve 
hours a day or fifty-six hours a week 
without the payment of time and a half 
fer overtime. 


The time lost exceeded 42,000,000 
man-days. 

Not all of these accidents can 
be prevented, of course, but the 
huge total can be curtailed and so 
provide our vital industrial front 
with additional much-needed 
manpower. 


Wage-Hour and Walsh-Healey 
Agencies Merged 


The agencies charged with en- 
forcing the Wage-Hour and 
Walsh-Healey laws cooperated 
closely in the past. To further 
facilitate the work of administra- 
tion and enforcement, the two 
agencies have been merged under 
an order of the Secretary of La- 
bor. Now called the Wage and 
Hour and Public Contracts Divi- 
sions of the U. S. Department of 
Labor, the combined divisions are 
directed by L. Metcalfe Walling, 
the present head of the Wage and 
House Division, who was also the 
first and only administrator of 
the Public Contracts Division. 

Except in the case of certain 
Defense Production Associations, 
the Walsh-Healey Act requires 
that every contractor be a manu- 
facturer of or a regular dealer in 
the materials or supplies to be 
furnished under the Government 
contract. Where a dealer has a 
manufacturer deliver goods di- 
rectly to the Federal Government, 
he will be considered an agent of 
the manufacturer and the latter’s 
employees will be subject to the 
provisions of the Walsh-Healey 
Act while they are engaged in any 
operation necessary to fulfillment 
of a Government contract above 
$10,000. 

In cases where a manufacturer 
buys materials or parts to be used 
in producing the commodity 
called for by his contract and it 
is a regular practice in his in- 
dustry to purchase such supplies 
and not to manufacture them, 
the work performed by the vendor 
is not subject to the Act. 

This does not mean, however, 
that a contractor may avoid com- 
pliance with the act merely by 
shifting the work to a substitute 
manufacturer. In cases where the 
contractor turns over to another 
work which he would normally 
perform in his own plant, the con- 
tractor is liable for any violations 
of the Walsh-Healey Act which 
occur while the sub-contractor is 
preparing materials that are used 
to fulfill the contract. 

Nothing in the Walsh-Healey 
Act prevents any person from 
meeting his Government contract 
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out of stock on hand or manufac- 
tured before the contract was let. 
Thus it does not apply retroac- 
tively. The act -does apply, how- 
ever, to employees who do further 
work on such material, either in 
processing or packing and ship- 
ping the goods after a contract 
is awarded. 


Commercial and Government 
Work 


It may happen that an em- 
ployee does both commercial and 
Government work in the same 
payroll or workweek. In such 
cases he is entitled to at least the 
basic minimum wage for all hours 
worked that week unless accurate 
records segregate his work on the 
contract from his other work. He 
is also entitled to time and one- 
half for all overtime worked in 
that week. Thus the overtime 
provisions of the Walsh-Healy 
Act always apply to an employee 
for the entire week in which he 
performs any work on a Govern- 
ment contract above $10,000, and 
the minimum wage provisions also 
apply for the whole week unless 
accurate records segregate his 
Government and non-Govern- 
ment work. 

If a concern operates more than 
one establishment, each plant or 
unit will be considered separately 
so far as coverage under the 
Walsh-Healey Act is concerned. 
The act is applicable to all de- 
partments and employees of an 
integrated establishment engaged 
in work necessary to the perform- 
ance of a Government contract. 

Contracts which exceed $10,000 
come within the Walsh-Healey 
Act irrespective of whether the 
material is delivered in install- 
ments or in one lot. Where a per- 
son bids on several items with an 
aggregate value above $10,000 but 
receives an award on only a few 
items totaling less than $10,000 
his contract will not be subject to 
the Act. 

Now let us briefly summarize 
salient features of the Wage and 
Hour Law. Since June 30, 1941, 
the manufacture of converted pa- 
per products has been subject to 
a wage order fixing minimum 
rates of forty, thirty-eight and 
thirty-six cents an hour for va- 
rious branches of the converted 
paper products industry. 

On September 11, 1942, a second 
industry committee recommended 
the establishment of a forty-cent 
minimum rate throughout the 
converted paper products industry. 

(Turn to page 83, please) 








Jypawhiter Procurement —C Wlajor Job for 
THE OFFICE MACHINE INDUSTRY TODAY 


YEAR ago, few of us would 

have believed that America, 
the land of the mechanized office, 
actually faced an acute shortage 
of typewriters. 

Yet today so acute is that short- 
age that not only are drastic reg- 
ulations required to protect our 
dwindling stockpile but we must 
even go out and buy thousands of 
typewriters now in actual use to 
provide our Army and Navy with 
their barest necessities of this 
vitally needed tool of war. 

The typewriter industry today 
is in reverse, buying instead of 
selling, and yet faced with the 
greatest selling job in its entire 
history. And you’ve got competi- 
tion, plenty of it; lack of under- 
standing, failure to recognize how 
or why so many typewriters can 
be needed by our armed forces, 
indifference, apathy, selfishness, 
unwillingness to make the neces- 
sary readjustments. 

That’s the competition you’ve 
go to lick today—the competition 
inside the man you are talking to. 
It takes real selling. It takes 
plenty of the old intestinal forti- 
tude. 


Typewriter Procurer a War 
Worker 


But today it’s your job. It’s a 
job of which you can be proud. 
You’ve got two real incentives to 
become an active part of this 
typewriter procurement program. 
First, you’re a war worker. When 
you buy a typewriter for the Army 
or Navy you are doing your share 
just as much as the man who 
makes other types of war weapons. 

Second, the reconditioning of 
these machines to Army and Navy 
specifications gives you shop rev- 
enue to help you over the rough 
spots. 

I appeal to you to redouble your 
efforts. We have actual, unfilled 
needs for our armed forces of 
over 200,000 typewriters, urgently 
needed, right now. Fighting the 
kind of war that spreads all over 
the world demands expansion be- 
yond anything before dreamed of. 

This war isn’t won yet. We think 
we are on our way. But we can’t 
afford to let down now. Rather 
we should double our efforts- 
every day we can cut off the dura- 


By W. G. TURQUAND 


Used Equipment & Machinery Branch, 
War Production Board, 
Washington, D. C. 


(Extracts from an address before the Febru- 

ary meeting of the National Typewriter & 

Office Machine Dealers Association of New 
York) 
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tion of this war means saving of 
lives. There’s still a job to be done 
—and for our typewriter program 
it calls for one thing—teamwork. 

When it gets right down to it, 
you are the team. We'll try to 
give you the plays, in the line of 
sales promotion, sales help, pub- 
licity, and ideas, but you’ve got to 
carry the ball. 

I want briefly to recapitulate 
the changes in the program which 
have occurred in the time since 
the program was transferred to 
the Used Equipment and Machin- 
ery Branch. First, the Bureau of 
the Budget has arranged to sup- 
ply all of the needs of our rapidly 
expanding war agencies which are 
not direct military agencies by 
transferring typewriters from 
other governmental agencies. The 
only exception to this is the pur- 
chase of Class A typewriters now 
on rental. 

With this exception, every type- 
writer that you sell us from your 
own stock and every typewriter 
that you buy from the general 
public actually goes to war. Sec- 
ond, we have eliminated the old 
pick up system of allocating pick 
ups among buying contractors 
and replaced it with a new system 
in which the seller is advised to 
sell his machines to the official 
buying contractor of his own 
choice. I wonder if you realize the 
tremendous importance of this 
change to you. It means this. The 
man who gets out and works reaps 
the full reward of his effort. The 
selling effort that you put forth 
is directly translated into revenue 
for you. The better job that you 
do the more you get out of it. 

Third, through the co-operation 
of the manufacturers, we have a 
high powered coaching staff that 
knows the typewriter business and 
knows this program. They offer 


direct sales help to you. They 
have already produced some fine 
results in the short time they 
have been working. 

Fourth, we have instituted a 
new price policy which we believe 
is absolutely sound and gives you 
a fair price basis both for ma- 
chines you acquire from the user 
under this program and for ma- 
chines which you sell from your 
own stock. 

Fifth, through the co-operation 
of the Treasury Department, we 
have just done a little red tape 
cutting which means less paper 
work for you and quicker clear- 
ance for payment. I refer to the 
elimination of certified invoices 
and the use of Form 10 as an in- 
voice instead. 

Sixth, we succeeded in getting 
more money into our operating 
fund to enable us to make quicker 
payments. 


Government and School 
Campaign 


Seventh, we have requested our 
War Production Board offices to 
concentrate during the next sixty 
days on schools and on state, 
county, and city governments. We 
have given them definite and spe- 
cific suggestions in connection 
with this activity, all of which 
should make such typewriter users 
more receptive to your story when 
you call on them. 

Eighth, we are working with 
various national associations in 
an effort to get their powerful in- 
fluence behind this campaign with 
each individual member. As a spe- 
cific example, the American Bar 
Association is sending a man all 
over the country to talk to local 
bar associations. This man has 
been completely coached in our 
story and carries the same litera- 
ture that you do. The bar asso- 
ciation’s war bulletin carried a 
definite message on typewriters 
which went to every lawyer and 
law firm in the country. Lawyers 
and law firms should be a fertile 
field for you in the immediate 
future. 

Ninth, we have finally distri- 
buted our new participation 
sticker to War Production Board 
regional offices. Distribution of 

(Turn to page 25, please) 
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Using the Lessons. of the Factory to Got 
INCREASED OFFICE PRODUCTION 


INTER-OFFICE MEMO 
Date: February 15, 1943 


To: Walter Lennartson, Editor, 
OFFICE APPLIANCES. 
From: Frank Blumer, Field Corre- 
spondent. 
Subject: Paper work lag threatens 
plant production. 

Listen, Boss, I just got back from 
a field trip. All the office execu- 
tives I talked to are worried be- 
cause paper work is threatening 
to strangle production in almost 
every plant I visited. So I’m wor- 
ried, too. Wherever this situation 
exists, whenever lagging paper 
work delays production in the 
plant, it slows down our war ef- 
fort. We ought to get somebody 
to show us and our readers how 
office processes and procedures 
can be simplified. FB 


* 
INTER-OFFICE MEMO 


Date: February 16, 1943 
To: F.B. 
From: W. L. 
Subject: Simplification of paper 
work. 

We have already published four 
articles on office facilities written 
by A. H. Stricker of General Elec- 
tric at Nela Park, Cleveland. These 
stories are designed to do exactly 
what you want done. Haven’t you 
read ’em? WL 

* 


INTER-OFFICE MEMO 
Date: February 17, 1943 
To: W.L. 
From: F.B. 
Subject: Stricker Plan. 

As you published them, I read 
each of the articles. Anybody that 
can read can understand them but 
it seems to me that they aren’t 
very conclusive. It may be, as you 
say, that no single phase of any 
plan can give our readers all the 
help they need. How can we get 
the whole story? FB 


* 
INTER-OFFICE MEMO 


Date: February 18, 1943 
Zo: F: B. 
From: W.L. 
Subject: Stricker Plan. 
You've got a budget for travel 
and you know as well as I do that 
a story is where you find it. If you 


In which Office Appliances 
begins a study of the out- 
standing progress in office 
efficiency made by General 
Electric in the Nela Park 
organization, Cleveland 


o 


think there is a better story be- 
hind this plan than we are getting 
out of it, why don’t you go get it? 
WL 
* 
INTER-OFFICE MEMO 

Date: February 19, 1943 
To: W.L. 
From: F.B. 
Subject: Stricker Plan. 

Okay. So I'll go to Cleveland. 
The plan I’m going over there to 
investigate had better be good. 

FB 
* 
INTER-OFFICE MEMO 
Date: February 22, 1943 

To: W. L. 
From: F. B. At General Electric 

office, Nela Park, Cleveland. 
Subject: Stricker Plan. 

I’ve been here since early this 
morning. This man Stricker 
stopped everything he was work- 
ing on and has spent most of his 
time with me. Already, he has 
showed me how the office can be 
a blind spot in business. He pointed 
out a dozen little things that he 
says slow down office production. 
He learned a lot of his lessons 
from improvements in plant pro- 
duction, showed me the figures to 
prove that between 1920 and 1940 
production executives improved 
plant planning, processes and 
equipment to the point where they 
doubled the production of the 
average factory worker. 

Now he says that there is a new 
world to build and production men 
are building it, doing the job with 
modern machines, making their 
greatest gains by the simpilfica- 
tion of cumbersome processes. To 
a greater extent than ever before, 
war is proving the tremendous 
creative power of accumulative 
production improvement. 

Fortunately for our progress 
toward victory, the machinery of 


production in modern industry 
was essentially functional or 
someone had taken the time to 
make it so. Every old unit has 
been adapted; every new unit was 
designed to perform a complete 
phase of a single production op- 
eration. Hoppers hold a supply of 
parts to be processed, a chute de- 
livers them to the operator, a con- 
veyor carries them away. Plant 
engineers have reduced the pro- 
cessing of parts and products to 
a near science, eliminated every 
waste motion. Industrial service 
men have directed their efforts so 
that all unnecessary steps have 
been eliminated. 


The fundamentals of this im- 
provement, according to Stricker, 
can apply with equal force to of- 
fice operations. You and I both 
recognize that the office, as well 
as the plant, is entitled to full 
consideration as a vital part of es- 
sential production. It is really 
more important than the present 
indicates. The office is the back- 
bone of the new world we are 
building. Fighting and winning 
the war depends upon it and it 
will control our preparations for 
peace. 

Since industrial ingenuity has 
demonstrated the value and the 
scope of truly functional equip- 
ment, I think that we can learn a 
good many new ways, here, to 
adapt plant planning to office 
needs. As soon as I get over the 
mental indigestion caused by all 
the things that I have absorbed 
so far, I will shoot you another 
memo. FB 

@ 
INTER-OFFICE MEMO 
Date: February 23, 1943 
To: FF. B. 
From: W. L. 
Subject: Stricker Plan. 

Your peroration was very well 
written but what are you getting 
at? WL 

* 
INTER-OFFICE MEMO 
Date: February 24, 1943 
To: W.L. 
From: F.B. 
Subject: Stricker Plan. 

It’s really very simple. This man 
Stricker has conducted a series of 
progressive experiments with 
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functional office equipment. When 
he started, he asked himself three 
questions. The first was, “How can 
the principles of plant production 
be applied to office work?” Then 
he got to wondering how business 
machines and office furniture 
could be co-ordinated to make it 
easier for an operator to do the 
job right than wrong. Finally, he 
asked himself, “What is functional 
office equipment?” 

He remembered the hopper that 
held parts, the chute that put 
them at the operator’s hand and 
conveyor that carried them to 
other machines in the plant and 
has weighed a number of familier 
office combinations to see what he 
could do to make them do more 
work in his own office. It seems 
that his study started simply with 
a careful consideration of all of 
the essential features that must 
be incorporated in a single unit 
to make a piece of office equip- 
mené truly functional. 

He had a flock of statistical re- 
ports that he was producing by 
the use of tabulating machine 
cards. With the lesson taught by 
hopper, chute and conveyor still 
firmly in mind, he took a long 
look at the operator whose picture 
I’m attaching to this memo (Pic- 
ture No. 1). The girl was operating 
under conditions which were per- 
fectly sound, transcribing all her 
figures from papers that laid flat 
on the ledge beside her, but her 


equipment in the light of what he 
knew about plant production 
didn’t seem to be really functional. 

So he started to experiment and 
the Picture No. 2 that I have at- 
tached shows the new height, 
position and angle of differently 
designed equipment. Both finished 
and unfinished work formerly 
stacked on the ledge is now neatly 
stored. Four drawers hold a total 
of 10,000 reserve cards and this 
supply eliminates many daily 
trips for more cards, and also 
minimizes warpage and spoilage. 

These pictures were very inter- 
esting to me. With half an eye I 
could see that the girl was more 
comfortable and probably more 
efficient. So I asked Stricker to 
show me the result of the study. 
It was just what every plant pro- 
duction executive confidently 
could forcast. 

An organized, systematized pro- 
cedure emerged from the experi- 
ment. Good housekeeping pro- 
vided a place for everything and 
kept everything in its place and 
operators began to produce more 
cards in less time with fewer er- 
rors. There is real economy in this 
new type of operation. And, amaz- 
ingly enough, floor space require- 
ments for the entire activity were 
materially reduced. 

The up-shot was about what 
you’d expect. As the simple arith- 
metic of profit and loss became in- 
creasingly evident, Stricker found 





THIS 





THIS? 








PICTURE No. 1.—As referred to in Mr. 
Blumer's memorandum (Col. 1, this 
page). Earlier studies would have ap- 
proved this girl's working arrangement 
but Mr. Stricker’s analysis in the Gen- 
eral Electric office disclosed many 
flaws in the set-up which were cor- 
rected after experimintation. 





PICTURE No. 2.—Described in the 
second column, above. This is the top- 
notch arrangement from an efficiency 
or comfort standpoint and was devel- 
oped through successive improvements 
in the conditions prevailing when the 
girl in this picture worked like the 
girl in picture in No. l. 
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that he couldn’t afford to go on 
doing his key-punching the old 
way. With an ever-growing vol- 
ume of production reports to make 
out, every small gain was precious. 
And the minute that a unit be- 
came truly functional the worker 
who used it began to do more ac- 
curate work in less time with less 
effort. It looks like there is a story 
behind this story and I am going 
to dig into it further. FB 


The April issue of OFFICE AP- 
PLIANCES will present further 
methods of increasing office efici- 
ency disclosed to Mr. Blumer in 
his recent visit with Mr. Stricker 
in the General Electric office, Nela 
Park, Cleveland, O. 
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TYPEWRITER PROCUREMENT 
(Continued from page 23) 
this sticker will be made through 
WPB field offices. To be eligible 
for such a.sticker, the organiza- 
tion must have contributed at 
least twenty per cent of its total 
typewriter equipment. You must 
report the names of your custom- 
ers to the local War Production 
Board office so that the stickers 
can be awarded. You must give 
the seller’s name and address, the 
total number of _ typewriters 
owned, and the total number sold. 
This is a powerful sales tool for 
you to use. 


Fuller Use of Typewriters 


Tenth, we are distributing to 
WPB field offices our new booklet 
“How To Make 3 Typewriters do 
the Work of 4.” It carries a real 
message on how to get along with 
fewer typewriters. Very shortly 
you will be able to get this book- 
let from your local WPB office. 
The supply is limited. Please 
don’t ask for more than you actu- 
ally need. 

Eleventh, due to an unfortun- 
ate error, the serial numbers of 
Corona typewriters shown in our 
new price list are incorrect. We 
will accept Corona portables— 
carrying the following serial num- 
bers: 


Silent 3895501 and up 
Standard 30251801. “ “ 
Sterling 83,001 “ 


Twelfth, as the result of a test 
run in one city, we are planning 
a campaign through our field of- 
fices which should result in the 
release of many older model type- 
writers now in private homes. This 
plan is still in the formative stage, 
but in the test city we got over 
800 typewriters for dealers to aug- 
ment their rental stocks. 








OFFICE 


FURNITURE 


WOOD & STEEL 








With STEEL off to the war for service at home and abroad, 
WOOD, now also in service in a thousand ways, takes over 
much of steel’s old work and does a thorough job on all calls. 


Practical Methods. for. Profitability 
HANDLING USED OFFICE FURNITURE 


ISS Smith, please get the Re- 

built Furniture Factory on 
the phone. I want to order a line 
of used desks. Can’t get decent 
delivery on the new stuff any- 
more, so we'll do the next best 
thing. While I’m at it, I’ll order 
some used Steel files, lockers and 
swivel chairs with irons.” 

The above took place in Utopia 
shortly after December 7th, 1941. 

In New York City, office furni- 
ture dealers somehow did not have 
the phone number of the Rebuilt 
Furniture Factory. In order to 
stock up with used equipment they 
were compelled to use other meth- 
ods—methods that many of them 
had been using since the latter 
part of the last century. For since 
then there has been a large sec- 
ond hand market in New York. 

“Digging” for used equipment is 
an exhaustive subject and an ex- 
hausting job. At best we can only 
provide a few of the fundamental 
tools needed. With these you will 
have to fashion others, more com- 
plex, to do the type of “digging” 
required by your firm in your com- 
munity. 

You must’ establish many 
sources of supply and constantly 
keep in touch with them. Consult 
newspapers for financial reports. 
Mergers of large firms usually 
throw a quantity of equipment on 
the market. 


By LEONARD H. WITKIN 


Allwin Office Furniture Co., Inc., 
New York, N. Y. 


o 


Real estate news is important. 
Firms moving into smaller quar- 
ters are certain to have surplus 
equipment for sale. 

Follow news of all auction sales. 
In every kind of liquidation there 
are office furniture and allied fix- 
tures put up for sale. 

Dissolution notices and, strange- 
ly enough, obituary columns, pro- 
vide excellent sources of leads. 

Equipment suffering slight fire 
and water damage can usually be 
rehabilitated. However, don’t let 








this cause you to set off in pursuit 
of fire engines, a la Mayor La 
Guardia. Usually this type of 
equipment cannot be bought until 
insurance claims are settled. 

Scrutinize classified ads under 
headings other than “office equip- 
ment.” Many people advertise of- 
fice furniture for sale along with 
other personal effects. 

The only drawback to depend- 
ing wholeheartedly upon newspa- 
per leads is the fact that these 
advices are published long after 
the event is a fait accompli. It 
is therefore up to your initiative 
to cultivate real estate brokers, 
bankers, moving companies, ele- 
vator operators, superintendents, 
building porters, trade papers, etc., 
for more advanced information. 
Keep your name before them. 
Make it worth their while to keep 
you informed. 

Of course it pays to advertise. 
For proof take note of the con- 
sistent advertisers in the classified 
section of OFFICE APPLIANCES. Di- 
rect mail, Redbook and _ local 
newspaper classified sections are 
best mediums for local dealers. 
Telephone solicitation brings ex- 
cellent results. But first be sure 
you know the name of the person 
you want to speak to. Also have 
your little talk down pat. 

Many of the methods already 
discussed can be successfully oper- 
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ated by you from your desk. These 
means will have to suffice if you 
are running a one man establish- 
ment. Locating and buying used 
office furniture is a full time job 
for any man. For best results, as- 
sign this job to one man and keep 
him at it exclusively. Do not bur- 
den him with other responsibili- 
ties. Put him on a salary plus 
bonus basis. Often it is a long 
time between buys. Commission 
arrangements never work out. It 
is too difficult to set a standard 
of values on used merchandise. 


At all times the outside man 
must be accountable to you. He 
must be thoroughly familiar with 
your needs and facilities. This 
helps him to determine the prices 
to pay for the equipment you can 
handle. 

If this man is inexperienced, 
teach him what to look for: serial 
numbers and capacities of office 
machines; sizes, styles and finishes 
of furniture; measures and tests 
of linoleum and partitions; fire- 
proof qualities of safes, suspen- 
sions and rollers of files, ad infini- 
tum. 

Essentially his job will be sim- 
ilar to that of a news reporter. 
He will do the leg work. Through 
your various sources, such as those 
suggested, you will provide him 
with leads and follow-ups. He 
will carry out your assignments 
and report to you. 

Be careful not to reveal your 
sources to him unless it is advan- 
tageous to do so. Bear in mind 
that your contacts are your live- 
lihood. Should your legman be so 
disposed, he can easily sell you 
out to the competition. 

This legman must have sturdy 
arches and plenty of number sev- 
enteen ration coupons. In actual- 
ity, at least fifty per cent of his 
results will come from door to door 
efforts. Canvassing, while not as 
subtle or comfortable as other 
means, brings the best results. 

Impress upon him the regular- 
ity required in covering a territory 
properly. Have him make out a 
schedule and try to maintain it. 


A “Legman” Experiences a 
Feeling of Despair 


While making his scheduled call 
upon a firm, yet to be listed as a 
customer, a legman inadvertently 
heard the boss say to the switch- 
board operator, “See if you can 
locate someone who buys old fur- 
niture. There are half a dozen 
desks and some other things in 
the storeroom. We have to clear 
them out.” 


Hearing this, the legman could 
not suppress a feeling of futile 
despair. He had been trying to 
purchase equipment from this 
firm for three months, calling 
upon them every other Thursday. 
Now that they finally had some- 
thing for sale, they weren’t even 
going to call him. 


At this point in his mental me- 
anderings, the girl said to the 
boss, “Some fellow has been drop- 
ping in during the past few weeks 
looking for surplus furniture. I 
didn’t save his card but I knew 
he’ll be in today. He comes around 
every Thursday or so.” 

It is superfluous to say that this 
legman profited by adhering to 
his schedule. 

Let your buying be determined 
by your market. The genius 
doesn’t exist who knows exactly 
what will sell and what will not. 
Be comforted by this thought and 
guide yourself by past perform- 
ances. Study your old sales books, 
analyze current demands, couple 
these findings with present scar- 
cities and you will come up with 
a list of “best sellers” to guide 
your buying. Having compiled this 
list, stick to it as closely as pos- 
sible. 


Beware of “Bargains” 


Temptations present themselves 
in the form of bargains not on 
your list. These bargains are dan- 
gerous things. They make for 
haphazard buying. Office furni- 
ture and allied fixtures are bulky 
things. Pick up a few of these 
bargains every week and in a 
short time your premises will be 
glutted with unsalable merchan- 
dise. 

On the other hand, you may be 
forced to overload with equip- 
ment not on your “best seller” 
list and pay plenty for the privi- 
lege. For instance, a quantity of 
merchandise is offered for sale. 
You may need a few choice pieces. 
The lot cannot be broken up. You 
either buy it all or nothing. Com- 
petition is keen. You bid high, 
get the lot and put it in stock. 
But again your premises are glut- 
ted with the unsalable residue. 
This time with expensive “bar- 
gains.” 

What is to be done in these 
instances? One dealer completely 
ignores “bargains” that are a little 
out of the line. He would rather 
buy only what he needs and pay 
the price. Another dealer passes 
up the choice pieces, the purchase 
of which necessitates taking in 
equipment not readily salable. 
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These dealers are to be com- 
mended for their laissez-faire pol- 
icy toward equipment that is a 
little out of the line. They do 
not want to load up with “junk” 
at any price, for any reason. Junk 
means anything not on their “best 
seller” list. Their establishments 
reflect their good judgment. Their 
merchandise is all highly desir- 
able. They have sufficient space 
to handle any good buys that may 
come up. In fact everything that 
meets the eye is as it should be. 


Moving “Junk” Stock 


However, both these dealers are 
wise only in the fact that they 
did not put the “junk” into stock. 
They both would have been richer 
if they had maintained associa- 
tions with other dealers in allied 
lines which encompassed the sale 
of this “junk.” Instead of passing 
up these deals, they could have 
turned over the “junk” at the 
point of purchase to these dealers 
in allied equipment and at a neat 
profit. 

For example, Mr. Jones, an office 
furniture dealer, comes into pos- 
session of several hundred square 
yards of battleship linoleum. Mr. 
Jones does not deal in linoleum. 
He has neither the facilities nor 
the inclination. In reality, he did 
not figure the linoleum for any- 
thing in his bid. Mr. Jones, being 
a resourceful dealer, calls in his 
acquaintance, Mr. Smith, who 
deals in floor coverings. Jones 
sells the linoleum to Smith as is, 
where is. Upon receipt of Smith’s 
payment, Jones gives him a bill 
of sale and written permission to 
remove it from the building. Thus 
a quick turnover is effected. Jones 
loses no prestige with the original 
owner of the linoleum because 
when Smith removes it from the 
building he will show only the 
written permission, and the bill 
of sale. 

In this manner Mr. Jones con- 
verts the “junk” into net profit 
and puts only the “best seller” 
equipment into stock. He utilizes 
this same procedure for disposing 
of carpets, display fixtures, parti- 
tions, machinery, factory equip- 
ment and all other merchandise 
which he does not wish to stock. 

In working out deals of this sort, 
stipulate your terms as, “as is, 
where is” and relieve yourself of 
bothersome details such as truck- 
ing and the assumption of re- 
sponsibility for condition of equip- 
ment of which you know nothing. 

Of course there are many items 
not on your “best seller” list which 
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must be brought into stock. Such 
things as used desk trays, waste 
baskets, ash receivers, desk pads, 
lamps, sorting gadgets and miscel- 
laneous card cabinets should not 
be valued at anything when you 
buy out offices. 

Experience proves that a cus- 
tomer buying used furniture ex- 
pects these incidentals to be 
“thrown” in with the sale. If ycu 
expect to get a price for these 
items, put price stickers on them 
and display them independently. 

The ability of your refinishing 
and repair shop to convert equip- 
ment into salable merchandise is 
of paramount importance in de- 
termining what you should and 
should not buy. If you are not 
able to rebuild a piece and sell it 
profitably, do not take it in. 

Know what your men can do. 
If your cabinetmaker is constant- 
ly stumped by the intricacies of 
typewriter mechanisms in desks, 
make sure the typewriter desks 
you buy do not need mechanical 
repair. If it takes too long to 
transform a roll top into a flat, 
don’t buy roll tops. If you are 
stuck with some, convert them 
quickly by using linoleum tops. 

Know what you are equipped to 
handle. Buying badly worn or 
damaged steel files and lockers 
means that metal working tools 
and machines are necessary. Lack- 
ing proper facilities to recondition 
this type of equipment, you be- 
come the unhappy possessor of 
so much scrap. 

These few examples are merely 
indicative of the detailed knowl- 
edge you must have of the abili- 


<a bad 


At the left is a view of the remodeled interior of the Hamilton 
National Bank, Chattanooga, Tenn. The Gunlocke chairs are 
notable for the special curve of the back, designed for full 
natural support. The order was secured and the installation 
made by the T. H. Payne Company of Chattanooga. At right 


GUNLOCKE FURNITURE IN BANK AND BUSINESS 


ties and capacities of your shop. 

Secure in the knowledge that 
you have a good market for a 
particular offering and can re- 
store it to salable condition, you 
must decide where you are going 
to put it. 


Large Storage Space Needed 


In this business you need space, 
plenty of it. A maximum of stor- 
age space will prevent tne glut- 
ting of your showroom. Lack of 
sufficient storage space will def- 
initely cause an _ unnecessary 
amount of labor tg be expended 
on shifting about and getting at 
your stock. Each time you are 
forced to handle or move a piece, 
its cost to you increases. 

If your present space is limited 
and you are located in a high 
rent neighborhood, perhaps you 
have qualms about renting addi- 
tional space. Remember, anything 
with a roof over it is sufficient for 
storage. There is certainly a suit- 
able vacancy to be found in a 
nearby low rent area. 

There are certain precautions 
to take when buying used equip- 
ment. Be positive that the man 
who offers it for sale is the un- 
disputed owner. Make sure that 
the title is free and clear of liens, 
encumbrances, etc. 

Be doubly cautious when buying 
office machines. Check serial 
numbers with proper authorities 
when in doubt. Insist upon seeing 
original bill of sale. 

Be certain that it is physically 
possible to remove your purchase 
without resorting to dismantling 
or rigging. These are costly pro- 
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cedures. They often push poten- 
tial profits over to the other side 
of the ledger. 

Always ask the Seller for keys 
and safe combinations. There are 
often instances when original 
parts have been removed and laid 
away. These parts, such as drawer 
dividers, handles for electric add- 
ing machines, inserts and pockets 
for visible cabinets, plates for ad- 
dressing machines, etc., are all 
valuable to you and worthless to 
the seller. 

Loose parts and pieces of broken 
equipment should be kept together 
from the start. Machine parts 
should be boxed and properly la- 
beled. Drawer pulls, broken legs, 
drawer fronts and such should be 
placed inside drawers of desks to 
which they belong. Fasten keys 
to door or drawer handles. Inci- 
dentally, never order keys to be 
cut from serial numbers of locks. 
Too often locks have been reset. 

Arrange to remove purchase at 
an opportune time. Opportune for 
you, not the seller. Snoop around 
at the freight entrance and find 
out the time of day when traffic 
is slack. Have your truck there 
at that time. The less competi- 
tion you have for the freight ele- 
vator, the fewer man-hours ex- 
pended. 

Prepare sufficient storage space 
to receive the purchase. Do this 
before the truck returns. Have a 
definite place decided upon for 
each piece. The amount of time 
and labor saved by this simple 
expedient will surprise you. 

(Mr. Witkin’s informative ar- 
ticle will be concluded in April.) 





is an executive office in one of Cleveland’s war plants. The 
Gunlocke chairs and lounge furniture are combined here in 
a fine installation carrying a modern, friendly note. Complete 
layout and planning for this and several other offices was 
done by W. F. Lindner, sales manager of the Ohio Desk Com- 
pany, Cleveland, under the direction of the architect. 
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52. 52, 32, 32 
BUSINESS BUILDERS 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of:— 


CONFIDENCE ... COURAGE... 
COOPERATION 


OR several months I’ve been 

following your BUSINESS 
BUILDERS page in OFFICE APPLI- 
ANCES,” writes a retired De Forest 
Radio executive from Miami, Fla., 
“and perusing it regularly in the 
office of a relative, and office 
equipment retailer in a nearby 
city. I have felt the urge to ac- 
cept your repeated invitation and 
drop an occasional note to you at 
Box 2153 in Spokane, Wash., in 
care of your firm, The Shaw & 
Borden Company. So here goes 
for my first airmail dispatch to 
you. I'll just jump in the envelope 
myself, as it were, because I, too, 
feel I have something of value to 
contribute. 

“A few years ago The De Forest 
Radio organization, with the co- 
operation of the Business Train* 
ing Corporation, New York City, 
after arduous months of prepara- 
tion and research, issued a six unit 
handbook text on radio salesman- 
ship and service. The salient facts 
embodied in this course are so 
applicable to the successful opera- 
tion of your chosen business as 
well as my former one, that I am 
air expressing to you a complete 
set of these informative booklets 
with my compliments. Use them 
as you will and review portions of 
them in your BUSINESS BUILD- 
ERS page from time to time if 
you so elect. As a suggestion, it 
is my thought that after the care- 
ful study I Know you will give 
these BUSINESS BUILDERS, why 
not give some of the highlights 
from the sixth one first? That is 
all that I will comment at this 
time; let the factual course speak 
for itself!” 

And so we will. Here are a few 
highlights from the seething- 
with-ideas UNIT NUMBER SIX, 
“Reaching Out for Customers:” 

“Since this is essentially a sales 
and service course, it has been un- 
necessary so far to discuss many 
questions of store management. 
The subject of this final unit, 
however, ‘Reaching Out for Cus- 
tomers,’ leads us into problems 
which belong primarily to the 
dealer, although they daily affect 
also the work of the salesman and 
the serviceman. Those phases of 


story policy which have a definite 
relation to salesmanship are now 
to be taken up. They may be 
roughly divided into: (1) selling 
policies; (2) advertising policies; 
(3) service policies; and (4) finan- 
cial policies. Each of these four 
divisions will be treated from the 
viewpoint of the dealer or sales- 
man who wants to make sure that 
he is in step with the best prac- 
tical methods of successful mer- 
chandising.” 

(Note: at this point we pass 
directly to an outline precisely as 
originally arranged by the experts, 
who so deftly set-up this concise 
manual.) 


SUCCESSFUL STORE POLICIES 
1. SELLING POLICIES 
(a) Sell quality goods of na- 
tional reputation. 
(b) Sell goods strictly on their 
merits. 
(c) Develop a competent sales 
force. 
(d) Keep after business ener- 
getically. 
(e) Go after year-round busi- 
ness. 
2. ADVERTISING POLICIES 
(a) Study the local market. 
(b) Use the manufacturer’s 
facilities. 
(c) Plan local newspaper ad- 
vertising with care. 
(d) Try to get legitimate news- 
paper publicity. 
(e) Plan circularizing with 
care. 
(f) Take pains to arrange win- 
dow and counter displays. 
(g) Grasp opportunities for 
public demonstrations. 
3. SERVICE POLICIES 
(a) Carry on constructive 
service. 
(b) Make service profitable. 
(c) Handle complaints gently. 
(d) Create customer satisfac- 
tion. 
4. FINANCIAL POLICIES 
(a) Stand up for fair profit. 
(b) Watch turnover of stock 


carefully. 

(c) Use credit-granting to help 
sales. 

(d) Follow up collections sys- 
tematically. 


We are sure that the foregoing 
summary of the basic policies is 
thought provoking in itself, for 
the reason it is all there in marked 
lucidity. 

+ a * 


BUY U. S. A. WAR BONDS 
AND STAMPS 


* * a 
This month we will make one 
more quotation from the fore- 
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going text. This is picked because 
it is timely and typical of the im- 
portance of this appreciated in- 
formation: 

“Every once in a while some 
short-sighted dealer objects to 
tying up with the manufacturer’s 
advertising and goodwill on the 
ground that this is a good thing 
for the manufacturer. That atti- 
tude is just about as sensible as 
it would be for the manufacturer 
to cut off his advertising and sell- 
ing efforts for fear they might 
indirectly benefit some dealer. 
Obviously the interest of the two 
parties in building up trade are 
absolutely harmonious. Each one 
grows by helping the other. 

“The manufacturer, if he is 
wise, offers his facilities and co- 
operation in the most generous 
and friendly spirit. The dealer, if 
he is wise, accepts the offer and 
makes full use of it.” 


a” + *” 
Some Bits of Humor 


Jr. Office Furniture Salesman: 
“Why are you writing your letter 
on fly paper.” 

Sr. O. F. S.: “I want to send it 
by Air Mail.” 

=< * + 

Factory Representative (in a 
trying sales meeting): “I’m not 
going to call you a ham, because 
that can be cured.” ’ 


* * * 


Enthuse about your new “AL- 
TERNATE PRODUCTS” like the 
grade school student did when he 
was asked to compare the adjec- 
tive “cold.” ... To which he re- 
plied, “Cold, medium, HOT!” 


* * * 


(And from way down South in 
Georgia, a Georgia peach greeted 
us like this): “Vegetables inhale 
and exhale much as humans do, a 
savant finds. But must the cab- 
bage do its setting-up exercises 
in the apartment hall?” 


* * * 


. and this March of Progress 
Thought for the month of March, 
1943: “Rejoice in the fact you are 
an alert OFFICE OUTFITTER 
serving your country on the home 
front efficiently with effective 
business equipment to help all 
business keep the taxes rolling in 
to our Grand Old U. S. A., now 
engaged so earnestly in helping to 
get the world’s affairs in order.” 

Ralph B. Ortel 


ht ot 








The Forty-Eight Hour Week — 





Office Items Removed From 


Maintenance List—Pen and Pencil Order Amended — 
Low Priced Scales Released for Sale 


WORK WEEK EXTENDED TO FORTY-EIGHT 
HOURS IN CERTAIN AREAS 

On February 9, the War Manpower Commission 
issued the following statement on President Roosevelt’s 
executive order establishing the 48-hour week: 

1. The purpose of executive order is to make more 
manpower available as needed and to increase pro- 
duction. It is imperative that this be done in an 
orderly manner. 

2. Until further notice, the executive order and the 
following principles will apply to the following labor 
shortage areas only: 

Bath, Maine; Bridgeport, Conn.; Hartford, Conn.; 
New Britain, Conn.; Portsmouth, N. H.; Springfield, 
Mass.; Waterbury, Conn.; Buffalo, N. Y.; Somerville, 
N. J.; Baltimore, Md.; Elkton, Md.; Hampton Roads, 
Va.; Washington, D. C.; Akron, Ohio; Dayton, Ohio; 
Detroit, Mich.; Manitowoc, Wis.; Sterling, Ill.; Bruns- 
wick, Ga.; Charleston, S. C.; Macon, Ga.; Mobile, Ala.; 
Panama City, Fla.; Pascagoula, Miss.; Wichita, Kans.: 
Beaumont, Tex.; Cheyenne, Wyo.; Ogden, Utah; Las 
Vegas, Nev.; Portland, Ore.; San Diego, Calif., and 
Seattle, Wash. 

3. In those areas it applies to all employment. 

4. Those establishments in which the minimum 
work week is less than forty-eight hours are to stop 
recruiting at once unless they can go to a 48-hour 
week without need for releasing workers or due to ex- 
pansion or production schedule still need more 
workers. 

5. They will go on a 48-hour week in such a manner 
as will assure orderly absorption of surplus workers by 
absorption or transfer within the employers’ opera- 
tions. 

6. No employer should, prior to March 31, release 
workers for the purpose of attaining the 48-hour week. 
If by March 31, 1943, an employer has not attained 
a 48-hour week without the need for releasing work- 
ers for other employment, he will advise the area rep- 
resentative of the War Manpower Commission of what 
number need be released to attain a 48-hour week. 
The employer will at that time present a proposed 
schedule for release of workers or for further absorp- 
tion within his own plant in order to attain the 48- 
hour week. The area director will then authorize a 
proper schedule of release or absorption in terms of 
the local labor market needs. 

7. In cases where employers have not attained a 48- 
hour week by March 31, 1943, due to shortage of mate- 
rials or other special circumstances beyond their con- 
trol, their cases will be reviewed at that time by the 


War Manpower Commission area representative and 
provision will be made for proper adjustments. 

8. This order is not intended to interfere with work 
schedules designed to utilize workers who on account 
of other activities or limitations are available for part 
time work only. 

In a survey conducted by OFrFricE APPLIANCES imme- 
diately following issuance of the work week extension 
order, the opinion that shortage of help had already 
resulted in a longer than forty hour week among 
dealers in general was confirmed. Most stationers, 
office equipment and office machine dealers in the 
thirty-two areas involved have been operating on a 
forty-eight hour week for some time. Apparently, the 
order will make little, if any, difference in dealer 
operations. 

a) 


OFFICE SUPPLIES, MACHINES AND EQUIPMENT 
REMOVED FROM MAINTENANCE GROUP 
Maintenance, repair and operating supplies, as pre- 
viously defined in Priorities Regulation No. 3, are 
redefined by an amendment to that regulation, issued 
by WPB on February 16. The purpose of the amend- 
ment is to bring the definition into conformity with 
those of the Controlled Materials Plan Regulation 

No. 5. 

The changes eliminate from the definition of main- 
tenance, repair and operating supplies eight categories 
of materials, including stationery and office supplies, 
office machines and office equipment. Formerly, non- 
durable goods such as Stationery and office supplies 
were included in the P-100 general order on mainte- 
nance, repair and operating supplies and were ac- 
corded an automatic A-10 rating. From a practical 
standpoint, such a low rating was of little value. 
Elimination from the maintenance definition merely 
brings the official rule into conformity with the fact. 

The amendment leaves open to the dealer two ave- 
nues by which to secure priorities assistance. The 
first is by extending ratings secured by customers 
through filling out PD1A forms. They are for specific, 
individual orders and usually involve higher ratings 
than those of the blanket or automatic variety. 

The second method, available to most dealers in 
this field, is use of Form PD1X, which is for distribu- 
tors and dealers who buy direct from manufacturers. 
A rating issued on a PD1X application is of the 
blanket type and is for use in replenishing stock. Ac- 
cording to WPB officials, these forms are coming into 
wider use every month. 
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L-227, COVERING PENS AND PENCILS, AMENDED 

Copper may be used for alloying silver for pen nibs 
as well as for fourteen-karat gold pen nibs, according 
to a War Production Board announcement dated Feb- 
ruary 19, 1943. Four other changes are also provided 
by Order No. L-227 as amended February 19. 

As much as three gallons of finishing material may 
now be used for 100 gross of pen holders. It has been 
found that the previously permitted one gallon per 
hundred gross was inadequate. 

Production of pen holders is now permitted up to 
3144 per cent of the total 1941 production for each 
three-month period. Formerly, only 1834 of the 1941 
production was permitted in each quarter. However, 
total production of pen holders is not expected to be 
any greater because the number of manufacturers 
producing pen holders has decreased since December 
7, when L-227 was issued. The increased percentage 
of allowed production was found necessary to meet 
anticipated requirements with the curtailed facilities. 

Restrictions upon production of novelty writing in- 
struments have been removed. WPB has found that 
justifiable uses of inexpensive types exist, and that it 
is expedient to let manufacturers allocate their pro- 
duction in this direction. 

Date of required filing of Form PD-721 has been 
changed from the tenth to twentieth of each month, 
the later deadline being more practical for the in- 
dustry. 

i 


LOOSE LEAF BINDERS AND THE CONTROLLED 
MATERIALS PLAN 

In the January-February issue of The National, 
published by the National Blank Book Company, refer- 
ence is made to the placing of loose leaf binders on 
List B of the Controlled Materials Plan. This listing, 
it is pointed out, can directly benefit distributors by 
making available to them more binders than would 
otherwise be possible. But to do this manufacturers 
must have the help of dealers. 

Two important facts on CMP applications which can 
be obtained only from dealers, are information on 
priority ratings and claimant agencies. CMP makes 
no recognition of ratings below AA-5. Therefore it 
is important that wherever possible dealers secure rat- 
ings on their larger orders in the AA group and certify 
those ratings carefully on orders forwarded to manu- 
facturers. 

CMP applications list six claimant agencies—Army 
(excluding Aircraft), Navy (excluding Aircraft), Air- 
craft, U. S. Marine Commission, Board of Economic 
Warfare, and Lend Lease. The only way the manufac- 
turer can get information as to claimant agencies is 
from the dealer. 

© 


SOME SCALES RELEASED FOR UNRATED SALES 

Production of low cost postal type scales commonly 
used for household mailing purposes comes under the 
manufacturing ban on all types of household scales 
(except dietetic scales as defined in the order) ac- 
cording to a recent interpretation of Order L-190. 

The interpretation makes it clear that this type of 
scale is not included under the definition of “mailing 
and parcel post scales,”’ production of which is allowed 
on a restricted basis by the order. 

Household mailing scales include those with a retail 
list price of $5 or less and equipped with postal charts 
suitable for use in the home. 

The effect of the ruling is to make it clear that pro- 
duction of this type of scale is prohibited and that 
present stocks can be sold without a rating. 


o 


OPA ANNOUNCES TWO RULES FOR RETAIL 
PRICE LISTINGS IN NATIONAL ADS 

Producers who state the retail price of their own 
products in advertisements must follow two rules 
which are made necessary since retail prices given in 
ads of national or regional distributors cannot affect 
the ceiling prices of retail outlets, according to an 
announcement of the Office of Price Administration 
outlined in a special dispatch to The New York Times. 
These rules are listed as follows: 

1. When a national producer mentions the retail 
price of his product in newspaper, magazine and radio 
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advertisements, he need not include a statement say- 
ing that the retail price mentioned in the advertise- 
ment cannot be charged by retailers whose individual 
ceilings are below the price mentioned. But this rule 
has a qualification if the advertisement lists the names 
of the retailers selling the product at the advertised 
price. 

In case the names of the retailers are listed in an 
advertisement giving the retail price, the producer 
sponsoring the advertisement is himself responsible 
for a violation if the retailer in selling at the adver- 
tised price exceeds his own maximum price, unless the 
advertisement itself contains a statement that the 
mentioned price cannot be charged by any named out- 
let whose ceiling is below the mentioned price. Of 
course, a retailer who sells above his ceiling is guilty 
of a violation even if he sold at a price mentioned in 
the producer’s advertisement. 

2. When a producer sends a retailer “copy” or “mats” 
which mention the retail price to be used in advertis- 
ing the producer’s products for sale in the retailer’s 
store, the producer should notify the retailer that he 
can use the “copy” or “mat” with the mentioned retail 
price only if the mentioned price does not exceed the 
retailer’s ceiling. Only if the manufacturer gives this 
notice to the retailer does he free himself of any re- 
sponsibility in case the retailer violates his own ceiling 
by selling at the mentioned price. 


o 


INTERCOMMUNICATING PHONES UNDER L-204 

Intercommunicating telephone sets and systems are 
expressly made subject to the terms of General Con- 
servation Order L-204 as amended February 1. 

Manufacture of new telephone sets was om by 
the order in November, 1942, except for special types 
designed for combat use. 

Although the order was intended to apply to all 
types of telephone sets and has been so interpreted, 
a question has been raised as to whether or not in- 
tercommunicating telephone equipment of special de- 
sign was affected by the order. This point is clarified 
by today’s amendment. The effect will be to establish 
uniform procedures in respect to all types of sets 
manufactured for the domestic market. 


o 


OPA FIELD OFFICERS AUTHORIZED TO RULE 
ON RETAIL ECONOMY PRACTICES 

A February Office of War Information press release 
reports that regional administrators, state directors 
and district managers of the Office of Price Adminis- 
tration have been specifically authorized to rule on the 
reasonableness of curtailment which retail stores may 
make in services or deliveries without reducing ceil- 
ing prices as a part of the Retailers’ Economy for Vic- 
tory Plan. 

The action was taken through issuance of General 
Order No. 44 entitled, “Delegation of Authority to Act 
for the Price Administrator in Approving Retail Econ- 
omy Practices under Supplementary Order No. 29.” 
The general order became effective February 3. 

Under Supplementary Order No. 29, issued in con- 
nection with the Retailers’ Economy for Victory Plan, 
retailers were allowed, without reducing their ceiling 
prices, to curtail and in some instances eliminate de- 
livery and store services which had been considered 
customary in the pre-war period but which, in the 
opinion of OPA and the retailers it consulted, became 
actually luxury services in wartime. The new order 
gives OPA field officers authority to approve retail 
economy practices in cases of doubt. 


o 


INVENTORY CONTROL AND CONSUMER GOODS 
BUREAU TO MOVE TO NEW YORK 

Newspaper reports from Washington announce that 
headquarters for the inventory control program for 
wholesales and retailers, and the consumer goods 
bureau which administers the stock limitation order 
will be moved from that city to New York, not only to 
help alleviate the office space and housing problems 
in the nation’s capital but to place government offi- 
cials “near the major merchandising centers.” 

Lewis S. Greenleaf, Jr., director of the Consumer 
Goods Bureau, said that his organization will occupy 
the fourteenth floor of the Columbian Carbon Com- 
pany building, Forty-second Street and Madison Ave- 
nue, New York City. 
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EDITORIAL 


Commerce Field Offices May Close 


@@ SHOULD Congress adopt a recommenda- 
tion of the Bureau of the Budget for the fiscal 
year of 1943-1944, it will make no appropriation 
for continuing the domestic field offices of the 
Bureau of Foreign and Domestic Commerce, and 
these offices, which have been in constant opera- 
tion in important commercial centers for twen- 
ty-five years or more, thus will be forced to 
close June 30. 

This move has brought a vigorous and well- 
founded protest from many members of the 
office equipment and supply industry in which 
OFFICE APPLIANCES joins. Numerous business- 
men, representing companies both large and 
small, have written their congressmen pointing 
out the able and valuable assistance given by 
the bureau field offices and emphasizing, fur- 
ther, the major part they would have in recap- 
turing export business after the war. 

The useful service to business and industry 
of the highly experienced and specialized staffs 
of the field offices would be difficult to estimate 
in terms of dollars and cents. Certainly, it would 
appear that this service heavily outweighs the 
savings that would be accomplished by their 
elimination, according to the Bureau of the 
Budget’s estimate. 

This saving is reported at $430,000, which is 
the total annual cost of operating all twenty- 
seven commerce field offices throughout the 
country. It is suggested that the information 
supplied by the offices could be obtained direct 
from Washington. Obviously this would involve 
a larger work load in the nation’s capital and 
also would involve substantial expenditures in 
telegrams and long distance telephone calls if 
information is needed in a hurry, as is often the 
case. So the saving actually is not $430,000, but 
much less. 

But even taking the budget bureau’s figure, 
the sum is small compared to other govern- 
mental expenditures, both war and non-war. 
Without questioning other appropriations, espe- 
cially those for war purposes, it would neverthe- 
less seem that the lopping off of well under half 
a million in this particular instance might be 
regarded as a “penny-wise” action which not 
only would work an additional hardship for the 
businessman but would be oft-regretted when 
the war is over. 

Right now, export business to South America 
is no small item, and the tremendous world de- 
mand sure to develop when the current unpleas- 
antness has ended will provide a large and 
profitable volume for the office appliance indus- 


try. This post-war market should be cultivated 
in every way possible and the Bureau of Foreign 
and Domestic Commerce has and should con- 
tinue to supply the information necessary for 
such cultivation. 


_—_eco- 


GOOD WILL is the one and only asset that com- 
petition cannot undersell or destroy. 
—Kreolite News via It’s Said and Done, 
Dictaphone Corporation. 


—_em- 


"E's'' For Office Workers 

@& UNDOUBTEDLY, the most important 
phase of the war program on the home front 
is production of war materiel. But to the aver- 
age individual, the symbol of production is a 
goggled worker with a welding torch who is on 
the spot in the factory where guns, or planes, 
or tanks are rolling off the assembly line. 

When the Army and the Navy award their 
“K’s” for outstanding production accomplish- 
ments, it is the men and women in the factory 
who hold the spotlight. Though the office work- 
ers of the “E”’ concerns certainly are meant to 
share in the recognition, they are largely for- 
gotten when congratulations are in order. 

Yet office functions are as integral a part of 
war production activity as factory functions. 
Before the war, the office was called the control 
room of industry and that term never has been 
demonstrated so fully as it is today. 

The suggestion has been made that the gov- 
ernment devise some method of recognizing the 
efforts of office employees in the war program. 
Because they are “just white collar workers” in 
the eyes of the casual observer, it is believed that 
their work and their efforts should be shown in 
their true light as vital in winning the war. In 
that suggestion, OFFICE APPLIANCES concurs, and 
in so doing feels that it speaks for the entire 
office equipment and supply industry. 


—_<-—--- 


WHEN there is a “sellers’ market” we can shift from 
sales promotion to customer conservation. 

—‘Ideas,”’ Melbourne, Australia. 

Women in Service Departments 
@ REPORTS from the West Coast and from 
numerous other sources indicate the hitherto 
undisclosed ability of women in various mechan- 
ical and service occupations, including those 
having to do with the rebuilding and repair of 
office machinery. 

Large companies in other fields have learned 
that women can do many service operations, 
formerly regarded as ‘“‘work only a man can do.”’ 
In a recent survey of its experimental training 
schools, the Studebaker Corporation, for ex- 
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ample, reported that women can be trained as 
helpers or specialists to perform approximately 
ninety per cent of the mechanical service opera- 
tions on a passenger automobile. 

These are facts that should be kept in mind 
by dealers faced with worker shortage in their 
service departments. The time has passed, ap- 


HERE AND THERE 


HAROLD HAMPTON IS LEARN- 
ING TO WRITE 


On an icy Monday in January 
Harold Hampton, president of the 
Indianapolis Office Supply Com 
pany, Inc., Indianapolis, Ind., and 
former president of the National 
Stationers Association, tried to ne- 
gotiate a slippery spot, but he was 
not successful, He fell and broke his 
right arm. Since that time his letters 
have all been signed by his secretary. 
A communication dated February 
|7, however, indicates that Harold 
is going to learn to write again. He 
says also that the doctor promises 
that he will be able to play the piano 
as well as he did before. Something 
tells us this was a safe promise. 





BILL BROWN IS FURNITURE CLUB 
DIRECTOR 

Bill Brown, Chicago and Midwest 
representative for Jasper Chair 
Company, Jasper Desk Company 
and Jasper Cabinet Company, is a 
modest, unassuming gentleman 
whose association activities may be 
little known to his friends in the 
trade. 

On February 19 Bill played host 
at a luncheon in the Furniture Mart 
Restaurant, Chicago. Among those 
present was Arthur Barth of Jasper 
Chair Company, who was in Chicago 
attending a convention. At the 
luncheon it was discovered that Bill 
was recently elected to the board of 
directors of the Furniture Club of 
the Furniture Mart. Our congratu 
atiens to Bill and the club. 





"HITTING THE SILK" AD 
HITS THE SPOT 

The striking illustration of an 
American paratrooper about to “hit 
the silk" from an army plane which 
featured the January advertising of 
the Underwood Elliott Fisher Com 
pany now is hanging, appropriately 
framed, in the recreation room of a 
paratroop infantry battalion in a 
Georgia camp as a result of a unique 
demonstration of the pulling power 
of wartime advertising. 

Shortly after the ad appeared in 
national magazines, Underwood El 
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parently, when dealers can summarily dismiss 
the idea of using women for mechanical or shop 
work. When vacancies occur, careful and serious 


thought should be given to women, even though 


liott Fisher received a letter from a 
spokesman of the Georgia para- 
troopers which read: 

"This battalion has taken partic- 
ular notice of your picture de 
troopers. If this advertising illustra 
tion is suitable for framing, we would 





Underwood Elliott Fisher ad picture re- 
quested by Georgia paratroopers 


appreciate your codperation in 
sending it to us. We want to use it 
in our recreation hall as it would 
liven up the room and also be a great 
aid in building the men's morale." 

Purpose of the ad was to show the 
part Underwood Elliott Fisher is 
playing in war production. The para 
trooper in the illustration is carrying 
a new type army carbine which, 
according to UEF, is ‘one of the 
items we're making now instead of 
office machines." 

The ad also appeared on the back 
cover of the January issue of Office 
Appliances. 





HAMMERGREN  POTENTATE 
OF ‘FRISCO SHRINE 
Islam Temple of the San Fran 
cisco Shrine—''playground" order 
of Masonry in the Bay City—will 
be headed during 1943 by F. Albert 


Hammergren, well known to station 


no woman has ever done the work before. 
Women would have to be trained, certainly, but 
so would inexperienced men. 


ers and office supply dealers in 
Northern California. He is presi- 
dent of the Hammergren & McEl- 
fatrick Company, dealing in carbon 
papers and typewriter ribbons, 
whose business is conducted under 
the style "'H & Mc Company, Inc.’ 


Under the impressive fez, long- 
tasseled and ornate, which only a 
Shrine potentate may wear, the 
past president of the Carbon & 
Ribbon Dealers Association of 
Northern California was _ photo- 
graphically and otherwise featured 
in San Francisco newspapers. A 
Shriner for twenty-one years, he 
was a cofounder of the Shrine 
Luncheon Club. He is also a mem- 
ber of the Free Masons, Scottish 
Rite Consistory; Rotary, Common- 
wealth and Family Clubs; American 
Legion, and the Elks. 





IT'S STILL "THE PARADISE 
OF THE PACIFIC" 


Well over a year of vicious war 
—not war as we in the United 
States know it, but actual bombing, 
continuous military rule, and con- 
tinuous blackout—has not damp- 
ened the spirit of Hawaii. It re- 
mains, now as ever, the ‘‘Paradise 
of the Pacific," and its monthly 
magazine which boasts that very 
name vividly reflects the courage 
and morale of the islands, unequaled 
anywhere in the world. 

In proof of these facts, OFFICE 
APPLIANCE'S old friend, W. G. 
Huston, vice-president and genera! 
manager of Alexander Brothers, 
Ltd., office supply and appliance 
distributors in Honolulu, sends us a 
copy of the 1942 holiday number 
of "Paradise of the Pacific,"’ which 
fully maintains in colorful presenta- 
tion and interesting editorial style 
the high standard established over 
fifty-five years of continuous pub- 
lication. 

This issue is devoted primarily to 
Hawaii's part in the war effort and 
to life in the islands under the terri- 
tory's strict martial law, as such 
article titles as these reveal: "The 
Show Goes On," "Youth in War- 
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time Hawaii,’ ""Kona—Before and 
After,’ "'Honolulu's Victory Gar- 
dens,'’ and even "Effect of the War 
on Hawaiian Birds." 

In its leading editorial, "The Old 
Order Changeth,"’ the publication 
gives the Hawaiian picture in a 
nutshell. 

"Hawaii, which used to lounge 
like a lazy, graceful and beautiful 
woman, has discovered she has a 
backbone," the editorial says. 
“Bomb shelters, barbed wire and 
machine gun nests have marred 
somewhat her pictorial charm, but 
she has developed a character of 
unsuspected strength. A _ stimulat- 
ing, almost electrifying, atmosphere 
has replaced the former mood of 
Hawaii, where ‘nothing ever hap- 
pened.’ Things have been happen- 
ing in the islands during the past 
year with breath-taking pace, and 
instead of being a remote lotus 
land for tourists and the easy way 
of life, Hawaii finds herself a cen 
ter of world shaping events." 

Another article, ‘'Postoffice 
Pangs,'’ vividly illustrates the impor 
tance of V-mail, the current cam- 
paign to promote which was de- 
scribed in the February issue of 
OFFICE APPLIANCES. 

"One of the minor hazards of life 
in Hawaii during the past year has 
been the erratic arrival and dis- 
patching of mail. Service men, war 
workers and civilians have suffered 
many a pang of doubt and anxiety 
as weeks have gone by with no sign 
of mail from the mainland. Letters 
from home, the chief source of sol 
ace for many a lonely man, have 
been maddeningly unpredictable in 
their arrival." 

As the article points out, ‘'instal- 
lation of the V-mail service had dis- 
appointing results, but its use has 
been gradually increasing, with a 
corresponding easing of the pres 
sure on regular post office facili 
ties.” 

The words of "Paradise of the 
Pacific’ add still another reason for 
V-mail's importance—another force 
ful argument for its promotion by 
every stationer and office supply 
dealer. 





J. B. McCORMICK PASSES THE 
HALF-CENTURY MARK 

J. B. McCormick, vice-president 
of L. C. Smith & Corona Type- 
writers, found a beautiful basket of 
flowers on his desk the morning of 
February 5. It was placed there by 
other iicaes of the concern because 
the occasion was Mr. McCormick's 
fiftieth birthday, and the day was 
made completely appropriate by 


congratulations from a_ host of 
friends and associates. 
Entering the employ of the Cor 


ona Typewriter Sales Company, 


Chicago, in August, 1919, Mr. Mc 
Cormick was placed in charge of the 
sub-office in Davenport, la., in De- 
Shortly afterward, 


cember, |920. 





J. B. McCORMICK, Smith-Corona vice- 


president, and anniversary flowers 


however, he returned to Chicago to 
be in charge of wholesale opera- 
tions for Illinois, lowa and Indiana 
in which capacity he continued until 
after the merger of L. C. Smith and 
Corona in 1926. 

In January, 1927, he was appoint- 
ed Milwaukee branch manager; in 
1928 became St. Louis branch man- 
ager, and in 1929 was promoted to 
division manager with headquarters 
at Boston. After 1931 he was asso 
ciated with the home office sales de 
partment and was made vice-pres 
ident in charge of domestic sales in 
1935. 





EIGHTY-ONE ON BIRTHDAY OF 
LINCOLN; STAYS ON JOB 
While the Nation was observing 

Lincoln's Birthday February 12, 

William Foshag celebrated his own 





WILLIAM FOSHAG 
. on eighty-first birthday 
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eighty-first birthday in a fashion of 
his personal choosing at the factory 
of the Weis Manufacturing Com- 
pany, Monroe, Mich. He put in a 
full day's work. 

Once Mr. Foshag retired. That 
was in 1937 when he felt he had 
earned a rest. But when World War 
Il came, he felt he wanted to do his 
part for his country—his adopted 
country, at that. So he went back to 
work at the Weis factory, and now 
has a total of twenty-six years of 
service with the Weis organization 
to his credit. 

Born in Hessen, Germany, in |862, 
Mr. Foshag came to the United 
States in 1884 leaving the girl he was 
to marry behind him. He sent for 
her two years later, however, when 
his finances would permit, and in 
|886 was married in Detroit. He was 
naturalized in 1894. 





A PICTURE OF SOLDIERS' LIFE 
“SOMEWHERE IN AFRICA" 
An_ interesting picture of life 

somewhere in Africa''—life, that is, 

as it affects the American soldier on 
the dark continent—comes from 

Pete Masterson, former traveler for 

Acco Products, Inc., in the territory 
from Minnesota to Texas west of the 

Mississippi River, and now a sergeant 

with the American Army in Africa. 

Writing E. J. “Gene Mitchell 
manufacturers’ representative of St. 
Louis, Mo., Sergt.’ Masterson ob- 
serves: 

Everything here is so different 
from life in an American city. The 
universal language is French and you 
would get quite a kick out of my 
French vocabulary (fifty necessary 
words) and a limited amount of 
Arabic. 

| had a pass a few weeks ago and 
went to town with two buddies, one 
of whom speaks and writes French 
and who was a great help. We got 
along famously with the local folk 
and became acquainted with a lady 
about thirty and her two children. 
She invited us to New Year's dinner 
and it was quite a feast. She had ¢wo 
other ladies there, one whose hus- 
band had been a prisoner in Ger- 
many for several years, and the other 
whose husband was a sergeant in the 
French army somewhere in Africa. 

"We had lots of fun and food. 
The boys and | brought a carton of 
American cigarettes, a box of Her- 
shey chocolate bars and some chew- 
ing gum, all of which was very much 
appreciated as such items are scarce 
and usually cannot be had at all. 
French girls react to a package of 
gum the way American girls react 
to a diamond ring. Stockings are a 
thing of the past. The homes and 
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apartments are comfortable but 
ninety per cent on them are without 
heat. Everybody and his brother 
lor sister) wears at least one sweater. 

‘The Arabs wear a part monk's 
cape with the hood slung over their 
shoulders. This is used as a knapsack 
or market basket. It is a twenty-four 
hour garment. A good percentage 
of the Arabs actually are in rags. 
The Germans milked the country of 
everything before we arrived. We 
did arrive in time to stop several 
shiploads which were destined for 
Germany. 

“When we settled in our tents 
shortly after our arrival we had an 
air raid which lasted from 3 a.m. to 
4 a.m. It was more excitement than 
4 stationers' convention going full 
blast. An anti-aircraft shell missed 
one of the bombers, landed twenty 
feet (measured) from my tent and 
exploded. We were all sleeping i 
our tents at the time and very 
shortly after the alarm hopped in 
our air raid trenches, from which 
point we watched the balance of the 
raid. It was like a fireworks display 
at a state fair. 

"Everything is going well and I'm 
hale and hearty. Just received a 
Christmas check from dear old Ac 
which | intend to use on a birthday 
celebration in town. My birthday is 
January |5 and I'll be over twenty- 
one years of age. 

"Give my regards to Jack Ellis, the 
Kansas Adonis and all our dealer 
friends and any of our traveling 
friends you may meet. | often think 
of our deals together while traveling. 
Told the story of our trip with Junior 
Yeager through the Dakotas and 
aughed as hard as did my listeners.’ 

Sergt. Masterson's letter was 
dated just two days before his 
planned birthday celebration. Jack 
Ellis to whom he refers now is himself 
in the service as reported elsewhere 
in this issue. And incidentally, the 
sergeant's number is 32003857. 





WHATAMAN MANN NOW IN 
LEAD BY TWO POINTS 

The first hunter just hasn't got a 
hance in this, the open season for 
hunters in the office supply business. 

What's more, the hunters in this 
business take along their trusty 
kodaks and will brook no arguments. 

We don't know just when it all be 
gan, but there was President Dick 
Healy of NSA who bagged an Elk 
as reported in the January issue 
and then in the February issue the 
Cleggs of San Antonio were des- 
cribed (and pictured) with sundry 
trophies including a buck and a 


turkey gobbler, and Merrill Hasty 


of Milwaukee came to bat with 
another buck (picture, too). 

But now comes O. D. Mann, 
manufacturers’ representative of 
Houston, Tex., whose entry is another 





bd Vaasa ye Kings. 


O. D. Mann counts the points. The 
total is ten. Count ‘em yourself 


buck—no, not another buck, a TEN 
POINT buck. 

Why does Mr. Mann make his 
entry? Well, you see the Hasty and 
Clegg bucks were mere eight 
pointers. 

So at this writing and lacking re 
ports from our many other nimrod 
correspondents the game stands at 
two points in favor of O. D. Mann. 
lt may be the last half of the ninth 
with two out, for all we know, but 
then the bases may be loaded. 





SOME, BUT NOT ALL, THE FACTS 
ABOUT GUS TRAHAN 
A. M. Weems, manager for L. C. 


1 


Smith & Corona Typewriters, Inc. 





GUS TRAHAN 


in Birmingham, Ala., who styles him 
self as ‘unofficial reporter'’ for OF- 
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which appears to extend as far south 
as Lafayette, La., sends us an up-to- 
the-minute sketch of one of the 
most interesting personalities in the 
trade—Gus Trahan, proprietor of 
the General Office Supply Com- 
pany in the Louisiana city. 

But Mr. Weems instantly arouses 
our curiosity by pointing out that 
the information he sends is by no 
means complete. ‘Other things | 
know about him (Mr. Trahan),"’ Mr. 
Weems says ‘are a military secret, 
and besides | don't think he would 
want them told." 

So there you are. We want to do 
full justice to Mr. Trahan but evi- 
dently we can go only so far. 

We can tell you, for example, 
that Gus has just been elected pres- 
ident of the Lafayette Chamber of 
Commerce after a long period of 
activity in his community's civic 
affairs, and that he operates the 
largest stationery and office equip- 
ment store in Southwestern Louisi- 
ana. 

We can say that Gus was born 
on a Louisiana farm, was educated 
in Louisiana public schools, received 
a degree at the Southwestern Louisi- 
ana Institute, taught school for a 
time, traveled for a number of years 
for the Southern Seating Company, 
New Orleans in.Louisiana, Missis- 
sippi and Alabama, and established 
his own business in 1932. 

Then we can recall that Gus 
played basketball in college, was an 
A-| track man, and even played on 
the same football eleven as did 
Chris Cagle who later became a 
grid hero at West Point. 

And we can report that Gus is 
married, has two daughters, and 
is a Rotarian. 

That's all we know about Gus and 
we think it's enough to establish 
him high in the ranks of the trade. 
lf you want to know more, don't ask 
Mr. Weems. He won't tell. About 
the only thing to do is write direct 
to Gus. 





FROM RUBBER STAMPS TO RAT 
TRAPS IN NORTH AFRICA 
Writing in a recent issue of The 

Reader's Digest,’ Don Wharton re- 

ports that "the quartermaster sup- 

ply list for the expedition was an 
amazing document (which) included 

100 alarm clocks, stepladders, rat 

traps, rubber stamps, butchers’ 

equipment and steel safes.’ 

And thus is revealed still another 
example of how the everyday things, 
sold in the office appliance trade, 
actually and definitely are essential 
to the war program. 
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BETTER VISION COPY RACK DESIGNED BY 
LOUISVILLE CONCERN 


The Franklin Table Company, 2020 Village Drive, 
Louisville, Ky., has announced the new “Sightly” copy 
rack, constructed of attractive Paldao wood from the 
Philippines and priced to retail at $2.00. 

Providing better vision for copyists and thus speed- 
ing work, the rack has three distinct uses, according 
to the manufacturer. The first is that the rack holds, 





NEW “SIGHTLY” COPY RACK.—Using the rack announced 

by the Franklin Table Company, Louisville, is Miss Mary Lee 

Kelly, daughter of William Kelly, of the Office Equipment 
Company, Louisville. 


in a natural line of vision, loose sheets, legal size or 
smaller, and has a line indicator which is held by a 
steel clip and which moves up or down like a tee 
square on a drawing board. The second is that the 
rack holds a stenographer’s note book at the proper 
angle and thus protects eyes and promotes correct 
posture. Lastly, the device can be used as a book 
rack or dictionary stand. 

Having a heavy wood base, 834 x 7 inches, the 
tilted panel fits at two overall heights, thirteen and 
one-half or eight and one-half inches. When not in 
use it will fit flat in a desk drawer. 

oe 


WILSON JONES 1943 STUDENT RING BOOKS 
HAVE NON-METALLIC MECHANISM 
Non-metallic ring mechanism is a feature of the 
Wilson Jones line of student ring books for 1943. 
Rings of formed fibre spring into “T” slots in the 
chassis and may be opened at front or back of book 


HOW WILSON JONES NON-METALLIC 
RING MECHANISM OPERATES 








for inserting or removing sheets. This provides a flat 
writing surface the same as in steel mechanism ring 
books. The new Wilson Jones circular, No. D1201, 
gives a complete description and can be obtained by 
writing the company at Chicago, New York or Eliza- 
beth, N. J. 


*—- 
NEW LOW-PRICED “ADJUSTOOL” ANNOUNCED 
The Metalstand Company, 1615-25 Melon Street, 


Philadelphia, Pa., has announced the new “Adjustool 
available in three sizes, all adjustable six inches up 
and down in one inch steps. 
ished hardwood, seats are fourteen 


Made of naturally fin- 
inches in diam- 


eter and backs are made of Bentwood. Seats are avail- 
able either square or with rounded corners at no 
difference in price. Legs have rounded corners. The 
Model 71A has a normal seat height of eighteen inches 
which may be raised to twenty-four inches. The 72A 
has a twenty-four to thirty inch range, and the 73A 
a thirty to thirty-six inch range. 


—— 2 2 


“KEYS TO SUCCESS” BOOK SERIES RELEASED 
BY ROYAL TYPEWRITER COMPANY 


Aware that dealers are looking for new products to 
sell during the war period, and eager to aid them in 
every way possible, the Portable Division of the Royal 
Typewriter Company has introduced a group of five 
self-improvement books for sale to the general public. 
They comprise what is known as the “Keys to Suc- 
cess” series. 

Tested in several key cities before their general 
release, the books met with instant success. Accord- 
ing to Royal officials, the results clearly demonstrated 
that the new series presents typewriter dealers an 
immediate opportunity for additional sales volume and 
profit. 

The books were compiled from a vast fund of knowl- 
edge about the typewriter and its uses, gathered for 
Royal over a period of many years by such authorities 
as Albert Tangora, several times holder of the world’s 
typing record; Stella Willins, one-time woman’s record 
holder; Cortez Peters, holder the world’s portable 
typing record; Florence Barry, prominent touch-typ- 
ing teacher, and Florence Wirtenson, noted employ- 
ment expert. 

All new and never before offered to the public the 
books bear these titles: “Touch Typing in Five Easy 





NEW ROYAL BOOK SERIES 


Lessons;” “The Secretary’s Guide Book;” “Twenty-five 
Ways to Earn Extra Money with a Typewriter;” “Fic- 
tion-writing for the Beginner,” and “Fifty Common 
Typing Faults and How to Avoid Them.” 

In releasing the books, Royal makes this statement 
to dealers: 

“The demand for educational self-instructional 
books is at its peak today. This is particularly true in 
the typing field. The demand for secretaries is nation- 
wide. Touch typing itself is a valued asset in every 
line of endeavor today, and particularly in certain 
branches of the fighting forces. These new books, the 
finest of their type ever published, are written to 
meet just this demand for self-teaching information 
on the typewriter and various subjects associated with 
the typewriter. 

“The ‘Keys To Success’ series will be particularly 
advantageous to the dealer in that they will bring 
new traffic into his store and thus increase his sale 
of supplies and other articles he has to offer. There 
are thousands of typewriters in homes today. Their 
owners are anxious to put them to good personal use 
in the war effort. Practically all of them are machines 
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A MESSAGE TO PARENTS 


about your son’s or daughter’s high school 


course this semester 


Never has schooling been more precious— 
every hour, every subject of it. ... More is be- 
ing asked of youth at earlier ages and on 
shorter notice than ever before. ... What sub- 
jects are you advising them to take? 

* * * 
Superior opportunities await both boys and girls 


who can “cover more ground” mentally these 
days. In uniform or out, never has being able to 
do a job been more vital; never have its rewards 
been more certain. 

Schools are equipping their graduates with as 
many practical skills as possible. New emphasis 
has been placed on science and mathematics. The 
slide rule has really come into its own. 

Many short but intensive vocational courses 
are being offered better to equip graduates for 
war uniforms and war industry. 

It is impossible, of course, to create a chemist or 
an engineer in one semester. 

There are, however, many subjects which can 


be mastered in comparatively short time, and 


Mime eograph duplic -ator 


Chicago, reg e U.S. Pat. Off. 


MIMEOGRAPH «of A. B. Dick Company 





ability to doa 


which give the student “extra” 
wartime job. 

Typewriting, for example, can be learned at a 
modest outlay of time and is an added skill of 
obvious value, in uniform or out. 

Learning to operate the Mimeograph duplicator 
provides another “plus”, and countless times it 
has helped both men and women up the salary 
and promotion ladder. 

Just a few hours daily over two weeks will teach 
an ambitious student to prepare Mimeograph 
stencil sheets and to operate and care for the 
Mimeograph duplicator. 

Eleven thousand American high schools have 
the Mimeograph « 
them already offer instruction in 


luplicator, and a majority of 


its use. Even though this semes 
ter has started, we suggest that 


cy 
we" 


parents still suggest a course on 





Mimeograph duplication to their 
sons and daughters in high school. 


A. B. Dick Company, Chicago. 
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which are not acceptable by the government for the 
Army and the Navy. The material presented in the 
‘Keys To Success’ series offers the owners of these ma- 
chines just the information they need to get the 
most value out of their typewriter and these people 
represent one large segment of the market for the 
books. 

“Royal makes the books available to its dealer or- 
ganizations as another Royal wartime dealer service. 
Prices and full information on ordering the books can 
be obtained from the Portable Division of the Royal 
Typewriter Company in New York. Royal can make 
immediate delivery.” 

fa i x 


DENNISON ANNOUNCES NEW LABEL TO SPEED 
PACKAGES TO SERVICE MEN 
The Dennison Manufacturing Company, Framing- 
ham, Mass., has introduced an attractive new “Pack- 
age for a Man in the Service” label designed to expe- 
dite postal handling of packages to members of the 
armed forces. 


It has a bright red background with 





New companion labels for servicemen’s packages just an- 
nounced by Dennison Manufacturing Company 


reverse white letters and the illustration of Miss 
Liberty in the corner is in black. 

Already popular is the Dennison parcel post label 
for mailing to service men which has spaces for rank, 
name, serial number, company and regiment, location 
of the cantonment and return address of sender. Sta- 
tioners should be able to sell the two labels as a 
“team” and thus boost sales volume considerably, the 
manufacturer says. 

—>-— 

















NEW STURGIS MODEL NO. 140-CA.—This number is a part 
of the new line of Sturgis solid maple swivel posture chairs 
described in the February issue. The No. 140-CA has a deep, 
comfortable seat, 15 x 17 inches, which is upholstered over 
curled hair pads. Back is 16/2 x 10 inches and is form fitting. 
Seat height is adjustable, and a noiseless all-wood swivel 
is used. The chair is offered with either casters or gliders. 
Manufacturer is the Sturgis Posture Chair Co., Sturgis, Mich. 
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ALEXANDER BROWN ANNOUNCES PACKAGED 
STOCK LABELS FOR STATIONERS 
A new line of standard stock labels is announced 
by Alexander Brown, 9 West Illinois Street, Chicago, 
designer and producer of all types of labels for ten 
years. Feature of the line is that the labels are 
packaged in a convenient manner for stationers to 





SOME OF ALEXANDER BROWN’S NEW LABELS 


handle, and packages are attractive and colorful in 
appearance, giving them unusual sales appeal. 

The line will be complete in every detail, and labels 
are so designed that the customer’s name and address 
can be imprinted. They are manufactured in the 
centrally situated Brown plant which is equipped in 
the most up-to-date manner. A new label catalog, 
showing the full line in actual colors and sizes, soon 
will be issued. 

oo —____—. 
“MY VICTORY FINANCES” BOOK DISTRIBUTED 
NATIONALLY BY ELMER KRUMWIEDE 

The new thirty-two-page record book, “My Victory 
Finances,” is enjoying widespread acceptance on the 
part of customers of stationery stores, it is reported 
by Elmer Krumwiede, 316 Sibley Street, Park Ridge, 
Ill., who has been appointed national distributor. 

The book, which has a durable white cover attrac- 
tively printed in two colors, comprises thirty-two pages 





NEW RECORD BOOK 


of ruled forms designed for recording all essential en- 
tries covering income, war bonds, interest, insurance, 
donations and other personal items of finance. It 
retails for twenty-five cents, and a two-color display 
card is packed in each box of 100. 

Mr. Krumwiede says that the book has demonstrated 
its advertising appeal for outside salesmen of sta- 
tionery stores. Also, it can be sold with firm name and 
address imprint for distribution as a gift. 

— >. 


CRAMER COMPANY INTRODUCES TWO NEW 
MOTOR DRIVEN RESET TIMERS 

The R. W. Cramer Company, Inc., Centerbrook, 
Conn., has announced two new models—the RS4 and 
the RS5—of its synchronous motor driven timers of 
the reset type, available for time ranges of five hours 
or longer. These devices have a wide range of applica- 
tion for accurately timing any electrical circuits, and 
are used, for example, in photographing machines 
such as the Hunter Electro Copyist. They repeat their 
time cycle upon manual operation of a built-in starter 
button and indicate through a progress indicator, 
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SECRETARY OF WAR! 


No uniform adds glamor to her job. There’s 
no publicity, no medal. . . she’s just in there 
slugging. Of course you say of her, comfort- 
ably, ‘‘1 don’t know what I’d do without her’’ 
... but man, don’t be silly! Without her you’d 
be sunk! 

Those endless accurate pages of estimates, 
specifications, contracts, productiop schedules 
...those neat conference digests...that blizzard 
of forms...the appointment lists... the end-of- 
the-day dictation...think how she handles it all, 
and comes in smiling next morning for more. 

Of course we’d like to urge you to give her 


a brand new L C Smith, to help make her typ- 


org Se 


ing job easier. But that’s out for the duration, 
as you know. One thing you can do is see that 
her typewriter is properly serviced...and here 
our branch office or dealer can help. 

But most of all we want to pay just a word of 
tribute because*we know it 1s richly deserved. 
Here’s to a girl doing one grand job... your 


b 


own private ‘‘secretary of war.’ 


SMITH-CORONA 


A ’ . , . 
lypewriter Service 
LC SMITH & CORONA TYPEWRITERS INC SYRACUSE NEW YORK 


W War production entrusted to us is precision work call- 
ing for craftsmanship of the highest order... skill won 
through years of making America’s finest office and port- 
able typewriters. 
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which moves toward the zero mark of a scale, the 
expired and unexpired time cycle as well as the setting 
time. 

The new Cramer timers operate a single pole, double 
throw switch with a capacity of ten amperes at 115 
volts or five amperes at 220 volts A. C. non-inductive 
load, and will control a one-third horsepower motor 





NEW CRAMER MODEL RSS TIMER 


load, a heater load of up to 1200 watts, a lamp load 
of up to 250 watts or a relay load which does not 
exceed fifteen amperes inrush at 115 volts A. C. Both 
the RS4 and RS5 models are encased in black bakelite 
cases designed for flush panel mounting. Unusually 
compact, they are three and one-fourth inches in 
diameter and four and one-half inches in length, 
overall. 
°—- 


A. W. FABER PRODUCES NEW 10-CENT PENCIL 


After a survey of the field which disclosed a wide- 
spread need for a quality indelible copying pencil in 
the i0-cent field, A. W. Faber, Inc., Newark, N. J., has 


announced a product in that classification, named 
the “Winner” Indelible Copying Pencil. 
The new pencil is offered in four degrees—medium, 


medium hard, hard, and extra hard. Emphasis is 





CARTON DISPLAY CONTAINER FOR NEW FABER PENCILS 


placed on the claim that the lead is strong and smooth 
and does not crumble or flake under pressure. A high 
ink content is said to permit clear, indelible transfer. 
The wood sharpens easily and each degree is polished 
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a different color to prevent confusion or delay in use. 
The pencils are packed twelve to the box, and six 
dozen to the carton. 


—o——o-— 


GOVERNMENT BOOKLET SHOWS PANORAMA 
OF FOREIGN PATENTS FIELD 


Attractively bound and titled, “Patents at Work,” a 
booklet has been issued by the Alien Property Cus- 
todian, Leo T. Crowley, outlining the policies of the 
Government toward some 50,000 patents formerly 
owned by residents of enemy and enemy-occupied 
territory. 

It is announced that lists of these patents, under 
standard classifications, are available on payment of a 
small fee. An index of these classifications is in- 
cluded in the booklet. It should be remembered by 
those who write to Mr. Crowley for the booklet itself 
that full information on these patents is available, 
that they represent much research abroad, and that 
industrial and research laboratories far and wide are 
already exploring their possibilities. 


o—-e «+ — 





NEW CHALLENGER STENCILS.—The Windsor Duplicator 

Supply Company, 125 Windsor Street, Detroit, Mich., has an- 

nounced a new line of stencils under the name of Challenger 

which, it is claimed, prevent filling in of type and eliminate 

swelling of feed roll. Above is the cover of the Challenger 
package. 


*—- © 
IMPORTANT MERGER IN KANSAS CITY 


With the retirement of Trice Bryant from active par- 
ticipation in the commercial stationery field, two well 
known Kansas City, Mo., stationers have merged as 
one. C. S. Demaree Stationery Company has acquired 
the Bryant & Douglas Company. At the time this item 
was written Mr. Bryant had no plans developed for the 
future other than to take a well earned vacation. It is 
understood that the business of the two companies will 
be concentrated in the Demaree store. 


<-> ~ 
PORTLAND, ORE., BUYERS ON ANNUAL TRIPS 


J. W. Wolford, buyer of wholesale stationery, and 
John Hawkins, in charge of holiday merchandise for 
the J. K. Gill Company, Portland, Ore., have left for 
New York on their annual buying trips. On the same 
mission is W. W. Roberts, manager of the company’s 
camera and fountain pen department. 
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Our fighting forces require many 
things besides guns in modern 


warfare. 


PANAMA-BEAVER 
is proud to play its important 
part in supplying our Army 
and Navy with carbon products 
for the vast behind-the-front 


typing and copy work 


Ask you Panama-Beaver Man! 











MANIFOLD SUPPLIES COMPANY 


Manufacturers .. Coast-to-Coast Distributors 


Identified Ink and Fabric Products Which 
Meet All Possible Of fice Conditions 
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IN 


OPER LANDS 








Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 


of this journal their headquarters 


The staff at the main office, 600 IV. 


Jackson Blvd., Chicago, and the staff at 


the branch in charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St.and Park Ave., New 
York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 


there will be 


found the same desire to serve. 


LONDON NOTES AND NEWS 
By Mrs. S. S. Elliott 


Assistant Secretary, Office Appliance Trades Association of Great Britain and Ireland, 
5 St. Bride Street, London, E. C. 4 


N OCTOBER 27 last, the Office Appliance Trades 

Association held its twenty-third annual meet- 
ing and election of officers and re-elected the chair- 
man and executive committee en bloc for a further 
term of office. The executive committee has appointed 
a special “Ways and Means” investigation committee 
to consider the re-organizing of the association in the 
light of possible post war problems. 

The names of the gentlemen comprising the com- 
mittee are as follows: Chairman, S. C. Downes, Powers 
Accounting Machines, Ltd., (Accounting, Calculating 
& Bookkeeping Section); E. H. Gardner, Addressall 
Machine Company, Ltd., (Addressing, Duplicating and 
Office Printing Section); H. V. Schofield, Royal Type- 
writers, (Typewriter Section); B. B. Dyer, Milners Safe 
Company, Ltd., (Steel Section); W. S. Brown, Cope- 
land-Chatterson Company, Ltd.; C. W. Cave, C. W. 
Cave & Company, Ltd.; J. Adams Keene, National 
Loose Leaf Company, Ltd., (Production Control and 
Accounting; Systems Section). 

The committee members are free to make any in- 
vestigations they wish, to ask anybody to attend their 
meetings and to ask members any questions—whether 
as groups or as individual members—without referring 
to the executive committee. They have been given 
very wide terms of reference and have to report direct 
to the-members and not to the executive committee. 

It is a most important piece of work on which they 
have embarked and will set the course of the O.A.T.A.’s 
career for years to come. Their combined knowledge 
of the industry and of the association’s activities in 
the past should prove a guide to their recommenda- 
tions for the future. 

Lord Forres has been appointed the new Director 
of Office Machinery, Board of Trade, in place of the 
Hon. Geoffrey Cunliffe. As November 30 was St. An- 
drew’s Day, Patron Saint of Scotland, and, Lord Forres 
being a Scotsman, a business luncheon meeting was 
arranged by the O.A.T.A. to enable members of the 
industry to meet him and hear first hand something 
of his intended policy in relation to the office appli- 
ance trade’s wartime problems. A suitable Scottish 
menu was provided and the chairman—Mr. W. G. 
Gledhill, T.D., M.A.—presided. Introducing Lord Forres, 


he remarked that the members of the industry whom 
his distinguished guest had so far met had been those 
members interested in importation and Lease Lend, but 
there was also an equally interesting set of members, 
those handling the manufacturing and export side of 
the business. Whilst the department of the D.O.M. 
were at present chiefly concerned with the importa- 
tion of office machinery, the industry had suffered 
severely in the limitation of exports. In due course, 
he said, when the state of present affairs is over, no 
doubt Lord Forres’ Department would be doing the 
reverse thing and urging the industry to export as 
much as possible. 

Lord Forres, in reply, thanked the industry for its in- 
valuable co-operation and said there was no intention 
to change the past policy of close co-operation and 
frank discussion with the trade which has worked so 
well. The job of controlling or directing an industry 
was not an easy one, and without the sympathetic help 
of the industry itself, the task might become impos- 
sibly difficult. Thanks to the helpful attitude of its 
members that had not been the case with the office 
appliance industry. The purpose of the directorate was 
to see that the best use in the war effort is obtained 
from the limited number of machines available. The 
office machinery trade is not a trade that is perhaps 
very widely known in this country, but their uses are 
better understood today over here than they have 
been. Those who understand the complex problems of 
production on the administrative side fully realize the 
need for mechanization and it was from an apprecia- 
tion of this vital need that the directorate of office 
machinery arose. 


In pre-war days, without doubt the United States 
of America was the most highly mechanized country 
in the world. We may anticipate that after this war 
this country will be more mechanically inclined in the 
administrative side of its industries than it has ever 
been before. In peacetime the volume of production 
will depend largely on how we progress in the field of 
export. Imports and exports cannot be divorced in any 
discussion of international trade. You will have to 
sell machinery to a mechanically-minded market here, 


(Turn to page 103, please) 
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THESE DEPENDABLE AND EFFICIENT WOOD 
FILING CABINETS WILL FULLY MEET YOUR 
CUSTOMERS REQUIREMENTS IN WAR TIME 


‘“Defender’’ wood files will give long and an organization that “knows how” enables 
satisfactory service. They are carefully de- us to offer you and your customers a com- 
signed and made of the best materials that plete line of wood files. In this emergency, 
are available . . . excellent examples of fine the Globe-Wernicke franchise is again prov- 


wood craftsmanship. ing its worth. 


Manufacturing wood filing and office equip- Dealers find it pays to feature merchandise 
ment is not a new war-time development made by Globe-Wernicke. 

with Globe-Wernicke. For over half a cen- Upon request, we will gladly send you full 
tury this company has been a leader in this details of our attractive proposition to 
field. Extraordinary production facilities and dealers. Write us today. 








‘Defender’ wood files are furnished in 2, 3 and 4-drawer letter and 
legal sizes . . . also with insert drawers for various filing combinations. 
Available in beautiful imitation walnut .. . or attractive dark green 
finishes. Equipped with progressive type wood suspension with fibre 
rollers that permit drawers to glide easily and quietly. 














Globe-Wernicke is the world’s 
largest manufacturer of de- 
pendable wood filing and office 
equipment. 























Standard Height Counter Height Desk Heigh 


' Globe-Wernicke 


BUY MORE — 
Cincinnati, Ohio 


WAR BONDS MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 
* Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions-—Specia! Stee! 
and Wood Equipment for Libraries, Schools and Public Buildings—-Filing Supplies, 
Stationers’ Products; Storage and Visible Record Equipment and Steel Shelving. 
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REPORTS OF IMPORTANT EVENTS AND ACCOUNTS OF NOTEWORTHY 





ACTIVITIES OF THE MONTH IN EVERY DIVISION OF THE INDUSTRY 








MISCELLANY 





TREASURER OF VICTOR ADDING MACHINE 
ACCEPTS IMPORTANT WPB POST 

After making valuable contributions to the many 
financial problems connected with the complete con- 
version to war production of the facilities of the Victor 
Adding Machine Company, Harry M. Gustafson, treas- 
urer and a director of the concern, has accepted the 
position of assistant to the director of the Controlled 











e 





HARRY M. GUSTAFSON 


Materials Plan of the War Production Board. Given a 
leave of absence by the company, he took over his new 
duties in Washington January 18. 

Mr. Gustafson was one of the leading figures in 
formulating Victor’s Buehler Employee's Security Fund, 
which is one of the most noteworthy programs of its 
type in the country. Prior to his association with Vic- 
tor, he was president of Wilson & Bennett, and before 
that was vice-president of the Northern Trust Com- 
pany, Chicago. 

<-> —— 
PRATT & WHITNEY SHARES “E” AWARD WITH 
ROYAL TYPEWRITER COMPANY 

The Pratt & Whitney division of the Niles-Bement- 
Pond Company which recently received the Army- 
Navy “E” for high achievement in war production has 
expressed the desire to share this recognition with 
the Royal Typewriter Company for “the fine perform- 
ance of (Royal) and its employees in supplying parts 
(which) has helped materially to increase our pro- 
duction.” 

In a letter to C. B. Cook, Royal’s vice-president in 
charge of production, Clayton R. Burt, president and 
general manager of Pratt & Whitney says: 

“We are proud of this recognition by the two armed 
services of the nation. . . . We wish to share this 


honor with you, as without the able assistance of our 
subcontractors, this award of merit to our employees 
would not have been possible. On behalf of this com- 
pany and its employees, I wish to extend to your com- 
pany and employees our sincere gratitude for their 
vital efforts in producing our tools, which are so 
vital in the manufacture of essential equipment for 
our armed forces.” 
—————_—= > 0—_ 


HARDING PLANT, DESTROYED BY FIRE, NOW 
FULLY REBUILT AND OCCUPIED 


The Milo Harding Company, manufacturers of 
Tempo duplicating supplies, has fully completed mov- 
ing back into its own building at 432 West Pico Boule- 
vard, Los Angeles, Cal., which was destroyed by fire 
last September. 

Milo Harding, president, has advised all Tempo deal- 
ers that while the company was manufacturing sup- 
plies within forty-five days after the fire, the rebuild- 
ing of the plant was finished only a short time ago. 

“Now we’re back at the old stand and ready to go,” 
Mr. Harding said. “The structure has been entirely 
rebuilt and the interior redesigned to provide consid- 
erably more space in all departments. The manufac- 
turing has been transferred to its own separate build- 
ing just a few doors away. Under this arrangement we 
now have double the former floor space, plus 3,000 
square feet.” 

Eastern headquarters of the Harding company are 
at 316 Fourth Avenue, Pittsburgh, Pa. 


-—_——— 2-2 





WEBSTER BROADENS ADVERTISING IN 1943 


The F. S. Webster Company, Cambridge, Mass., 
carbon and ribbon manufacturers, has planned an 
even broader advertising program for 1943 than was 
successfully employed in the fall of 1942 when the 
Saturday Evening Post, Time, Newsweek, and numer- 
ous trade, school and insurance publications were used. 


cease 2S. Fit As & 


On page 13 of the February issue in the article en- 
titled, “Are You Puzzled About the Growing Type- 
writer Shortage?” the following sentence was used, 
“Adding machine production ended December 31, and 
calculators will be out on March 31.” John M. Lund, 
vice-president of Friden Calculating Machine Com- 
pany, Inc., calls attention to an inaccuracy in this 
statement. The governing WPB order, L-54-C, as 
amended on November 11, 1942, permits manufacture 
of calculators on a limited basis up to and including 
December 31, 1943. The error is sincerely regretted. 
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| hear Roytype Carbon Paper is 
selling so fast that they’re taking 
on EXTRA DEALERS! 














4 DEALERS! 


If you are interested in handling 
Roytype Carbon Papers and Rib- 
bons, write us today about the Roy- 
type’ dealership in your territory. 
Address: 
J a . 
Roytype Division 


ROYAL 


TYPEWRITER COMPANY 
2 Park Avenue 








New York, N.Y. 
Ss S 


*Trade-Mark Registered U. S. Pat. Off 
Copyright 1943, Royal Typewriter Company, Inc. 























Are YOU interested in handling 


this complete, fast-moving line? 


—— CARBON PAPER is really 
selling! The demand is grow- 
ing by leaps and bounds .. . and 
we need more dealers! 


Roytype offers a complete line 
of quality carbon papers, includ- 
ing every popular price range, for 
every carbon-paper need. Made by 
the Royal Typewriter Company, 
the line also includes finest-qual- 


ity ribbons. 


We have dealer openings avail- 
able in a number of important 
centers in the United States. 

Write us... today! The swing 
to Roytype is a boom! We’ re help- 
ing it along with intensive national 
advertising that makes Roytype 
the most strongly promoted of 
all carbon papers! 

Result . . . a field day for dealers 
...and YOU can still get in on it! 
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MEETINGS—CONVENTIONS—DINNERS 





BAINBRIDGE, KIMPTON & HAUPT, INC., HOLDS 
THIRD ANNUAL DINNER IN NEW YORK 
Counting noses at the third annual dinner of Bain- 
bridge, Kimpton & Haupt, Inc., wholesale stationers, 
distributors and manufacturers in New York, officials 
uncovered the unusual coincidence that attendance 
represented exactly one person for each of the firm’s 
ninety-eight years of existence. The ninety-eight peo- 
ple present all were associated with the company. 
Presided over by Harold P. Hecken, sales manager, 
who acted as toastmaster, the event was one of the 
most successful ever hold by the company. It took 
place January 20 at the Downtown Athletic Club in 
New York, and was arranged by a committee consist- 
ing of Edward Rapp, member of the board of directors, 
who was chairman; Mrs. Florence Lind, secretary to 
the president; Miss Edna Remhild; Mr. Hecken, and 
William H. Greenleaf, executive in charge of publicity. 
Ceremonies honoring the twenty former staff mem- 
bers of the company now in the armed services were 
featured by a talk by John G. Bainbridge, chairman of 





“UNCLE GEORGE” ONCE A BAINBRIDGE MAN 


The late “Uncle George” Olney, a real old-timer in 
the trade, once was a member of the Bainbridge organ- 
ization. Seeing the article referring to Uncle George’s 
album in the February issue of OFFICE APPLIANCES, 
D. M. Reynolds, of Reynolds Bros., stationers and office 
outhtters in Scranton, Pa., wrote, “I got to know Uncle 
George very well for he sold us our first bill of mis- 
cellaneous stationery nearly fifty-one years ago when he 
was with the firm of Henry Bainbridge and Company 

. so the article brought back to me very pleasant 
remembrance of Uncle George.” 





the board, and singing of the National Anthem under 
the leadership of Martha Bolte, a former opera singer 
who has appeared before Queen Wilhelmina and other 
European notables. Later, she gave a vocal solo. 

Mortimer H. Chute, Jr., president, and Mr. Green- 
leaf were other program headliners. Mr. Chute spoke 
on “The Meaning of 1943,” and Mr. Greenleaf gave 
“A Toast to a Spanish Lady.” Following the dinner, 
motion pictures of the 1942 Bainbridge outing were 
shown, and “The Bainbridge Players” gave a program 
of entertainment in which Arthur Fleischman, Char- 
lotte Wagner and Edward Thoden took part. Music 
and dancing concluded the affair. 

Bainbridge, Kimpton & Haupt, Inc., started business 
in 1845 under the name of Bainbridge Bros., later be- 
coming Henry Bainbridge and Company, and assum- 
ing the present name in 1923. 


REGIONAL CONVENTION OF FIFTH DISTRICT 
ON N.S.A. IN DETROIT MAY 3 

Announcement has been made that the Fifth Dis- 
trict of the National Stationers’ Association will hold 
its regional convention in the Book Cadillac Hotel, 
Detroit, on one day only, Monday, May 3. General 
chairman for the event will be C. W. (Neal) Leonard, 
of Leonard and Company, Detroit, who has selected 
the following committee chairmen: 

Finance, T. Walter Bussing, Bussing’s, Detroit; re- 
ception, Walter Clark, Lynn B. Emery, Inc., Detroit; 
hotel, banquet and entertainment, Harry Koehn, 
Gregory, Mayer & Thom Company, Detroit; publicity, 
William B. Gregory II, W. B. Gregory & Son, Inc., 
Detroit; registration, Jack Harris, Yates, Burns & 
Harris, Detroit; program, Art Fontaine, fifth regional 
governor, Decker Brothers, Inc., Lafayette, Ind., and 
travelers, Harry Nichols, Weis Manufacturing Com- 
pany, Monroe, Mich. 

sia a, 
CONNECTICUT ALLEY STATIONERS OBSERVE 
TWENTY-FIFTH ANNIVERSARY 

King Winter tried but failed to take the upper hand 
in the Silver anniversary celebration of the Connecti- 
cut Valley Stationers Association at the Kimball Hotel, 
Springfield, Mass., February 15. But high winds, snow, 
ice and sub-zero temperatures were no match for 100 
New England constitutions and the meeting was pro- 
nounced a great success by 100 voices belonging to the 
Stationers in attendance. 

Despite the cold, it might be said the meeting ‘got 
off to a hot start. The lunch, of course, was hot, and 
then there was a telegram of congratulations from 
James E. Feeley, of the Springfield Office Supply Com- 
pany, who was at least warm when he wrote it on the 
sands of a Florida beach. 

Then a warm reception was given a suggestion by 
Percy Jacobs, of the John R. Rembert Company, New 
Haven, Conn., the association president, that the best 
way the association could celebrate the anniversary 
would be with a substantial purchase of war bonds. 
This reception was warm enough for members to vote 
a $500 purchase from the association’s treasury. 

No hot contests, however, developed in the election 
of officers, for the report of the nominating committee 
headed by Bert Mulford, of Kilbourn Brothers, New 
Haven, was accepted unanimously, and the following 
new officers and directors were chosen: 

President, Edward W. Granfield, Edward W. Gran- 
field, Inc., New Haven; vice-presidents, Sidney Chal- 
lenger, Frank F. Fargo Company, Bridgeport; James 
E. Feeley, Springfield Office Supply Company, Spring- 





THIRD ANNUAL DINNER OF BRAINBRIDGE, KIMPTON & HAUPT, INC., HELD AT DOWNTOWN ATHLETIC CLUB, NEW YORK. 
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RECORD WEEK ENDING 


DATE OF PAYMENT 


TIME AND PAYROLL 
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The New Victory Tax Law re- 
quires new Payroll Records. 
These new National Forms 
and Payroll Books meet 
requirements for Old Age, 
Victory Tax and other 


















deductions. 

LOOSE LEAF PAYROLL FORMS EARNINGS AND DEDUCTION SLIPS 
“Eye-Ease” Ledger Paper, ruled in restful brown For inserting in pay envelopes — 100 sheets to a 
and green. No. 7178H, Size 11 x 14. No. 7188H, pad. No. 7110, Size 2% x 5. 
sae x i? TUMBLER BOUND PAYROLL BOOK 

VISIBLE PAYROLL FORM Wage and Hour Social Security and Victory Tax. 
All-printed form on “Eye-Ease” Paper. No. 942W, No. 561%. Thickness, 62 leaves of “Eye-Ease” 
Size 6% x 10%. Paper. Size 10% x 10%. 





ORDER BY NUMBER 
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field; Elmer W. Pape, Adkins Printing Company, and 
Arthur C. Shearman, Boorum and Pease Company; 
secretary, S. Ford Chidsey, Bradley and Scoville 
Company, New Haven; treasurer, Bert Mulford, 
Kilbourne Brothers, New Haven; auditor, Thure 
Bengston, Adkins Printing Company, New Britain, 
and directors, Otto Kavanaugh, Plimpton’s, Hart- 
ford; John B. Molloy, John B. Molloy Company, 
Meriden; Harry Ferry, National Blank Book Company; 
Ted Hargen, Yawman & Erbe Manufacturing Com- 
pany; Gustave Fisher, Gustave Fisher Company, Hart- 
ford; D. D. MacDonald, Bradley and Scoville, New 
Haven; Leo Burt, Leo Burt and Company, Hartford; 
Tom Stonehouse, W. A. Sheaffer Pen Company, and 
William Driscoll, The Carter’s Ink Company. 

Named on the membership committee for 1943 were 
E. A. Kramer, E. A. Kramer Company, Bridgeport; 
Gordon P. Walker, Joseph Dixon Crucible Company; 
James Hobart, Eberhard Faber Company, and Mr. 
Driscoll and Mr. Stonehouse. 

First on the program following the luncheon was 
Richard Towne, president of the National Blank Book 
Company, who spoke on the limitations with which 
the loose leaf industry is confronted. He showed how 
the industry had maintained an excellent record of 
co-operation with the various governmental authori- 


ties and the manufacturers, through their ingenuity, | 


had been able to offer satisfactory substitute mer- 
chandise. 

Next on the program was Harold P. Redden, Spring- 
field area director of the War Manpower Commission, 
who explained the overall manpower requirements of 
the country, and told how the commission was setting 
up area directors who will use existing facilities and 
agencies to determine manpower needs and effect a 
proper distribution. Local committees, who know and 
sympathize with local needs and conditions, also will 
be utilized, he said, with the area directors and local 
boards having broad discretionary powers. 

Charles P. Garvin, general manager of the National 
Stationers Association, followed on the speakers’ plat- 
form and proceeded to give his audience what he 
termed “a ringside seat on a day’s activity at the asso- 
ciation’s headquarters in Washington.” He chose the 
day on which he appeared before the Senate Small 
Business Committee (see OFFICE APPLIANCES for Feb- 
ruary), and reported, in the course of his talk, that 
the new Congress appears to be taking a genuine, 
active and conclusive interest in the affairs of the 
small business man. Said Mr. Garvin: 

“The small business man, and I am including all in 
our field who does a genuinely good job, is going to 
have Congress squarely behind him because Congress 
knows that to succeed abroad the home front must be 
kept in sound economic condition.” 

A prominent portion of the program was devoted to 
reminiscences of the association’s first meeting twen- 
ty-five years ago. Secretary Chidsey read the first 
minutes which disclosed that G. E. Nelson, Jr., of the 
Joseph Dixon Crucible Company opened the initial 
meeting as chairman pro tem. It was further recalled 
that the first president was E. E. Tucker, of the H. W. 
Carter Paper Company, and that R. P. Towne, of the 
National Blank Book Company took an active part in 
the early formation of the association. Members voted 
that a special word of appreciation be sent to Mr. 
Towne. 

In the spotlight at the gathering were four members 
of the association who were present at the first meet- 
ing. They were H. B. Van Dorne, Joseph Dixon Crucible 
Company; D. D. MacDonald, Bradley and Scoville 
Company, New Haven; Frank Chaffee, Springfield 
News Company, and W. Donnelly, Modern Stationer. 
On behalf of the four, Mr. Chaffee, now retired, ac- 
knowledged the recognition given them. Also intro- 
duced was Howard Sanders, executive of the Stationers 
and Publishers Board of Trade. 

The Silver anniversary celebration closed with a 
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HOW THIS DEALER 
GETS FASTER SERVICE 
ON PARTS ORDERS 

















No. 1 


of a series 


e@ ERNIE PARKS doesn't expect war-time service to be as 
speedy as peace-time service. Ernie knows, though, that there 
are many things he can do to help us give him the fastest 
service today's conditions permit. 


Every time Ernie sends us an order for typewriter parts he 
lists the part numbers, descriptions, and the make and model 
of the machine for which each part is intended. This takes 
Ernie a minute or two longer, but it prevents errors and helps 
us get his orders to him more promptly! 


We are doing our best to give prompt service. You can 
help by showing complete information on your parts orders! 












The new AWMS 
Catalog is the 
only complete 
Catalog of Type- 
writer parts! 





AMERICAN 


WRITING MACHINE STORES 


DIVISION OF REMINGTON RAND INC. 
115 Worth St. New York City 
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MICHIGAN 3 


Greatest Contribution 


to the Nation 





and its dealers 





No. F 5 Filing Cabinet. Height 52”, Width 15”, 
epth 28". Made in letter and legal sizes, fin- 

Depth 28°. Mad lett 1 legal f 

ished in green or walnut finish. 

Beautifully finished, excellent quality and per- 

fect machine work throughout. All hardwood 

construction, plastic trimmings. 

A low priced file yet fulfilling all the require- 


ments of any higher priced file. 


List Price $45.00 
F.0.B. FACTORY 


Michigan Desk Co. 


GRAND RAPIDS, MICHIGAN 
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steak dinner with vocal selections by Mr. Stonehouse 
between courses, and talks by Mr. Van Dorn, Mr. Gar- 
vin, and President-elect Granfield. 


oo~Re .— 


EIGHTH DISTRICT N. S. A. WAR CONFERENCE 
CALLED MOST VITAL IN HISTORY 

In a bulletin calling attention to the importance of 
the Eighth District N. S. A. war service conference to 
be held at the Muehlebach Hotel, Kansas City, April 
2 and 3, Leonard B. Wilcox, district governor, declares 
that “the meeting is planned to help each of us do 
our full job in shortening the war and keeping our 
civilian economy workable.” 

Some of the subjects to be discussed at the confer- 
ence, as listed by Mr. Wilcox, are Shortage of Man- 
power, and How to Meet It; Inventory Shortage, and 
How to Avoid Its Dangers; Preparation for Taxes, and 
How to Do It, and Post-War Plans and How to Formu- 
late Them Now. 

Saying that “of all meetings in our history, this one 
probably will be the most vital,” Mr. Wilcox declared: 

“The Office of Defense Transportation is urging that 
meetings be cancelled which are not necessary to the 
effectuation of the war effort. This association feels 
that its meetings are a real contribution to the effectu- 
ation of the war effort as our goods and supplies and 
services make it possible for offices to operate at their 
highest efficiency.” 
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AT DINNER HONORING A. A. FRASER.—Described in the 
February issue was the elaborate observation of the forty- 
sixth anniversary of the association with Remington Rand, 
Inc., of A. A. Fraser, New York branch manager of the 
firm’s typewriter division. Highlighting the celebration was 
a dinner at which Mr. Fraser is pictured above in the center. 
At his left is C. B. “Duke” Waters, general sales manager 
of the Remington Rand typewriter division, and at his right 
is John A. Zellers, vice-president of the company. 


——_—_ 9-9 ——___—_— 


STATIONERS’ CREDIT EXECUTIVES HOLD 
MID-WINTER MEETING IN CHICAGO 

Western credit executives representing outstanding 
firms in the loose leaf, blank book, pen, pencil, ink 
and office supplies industries held their first meeting 
of the year on the afternoon and evening of January 
29 at the Bismarck Hotel, Chicago. The meeting was 
well attended, many credit executives from Illinois 
and adjoining states being present. 

The afternoon session was principally devoted to 
discussing the credit responsibility of many customers 
in which the credit executives were mutually in- 
terested, and the wartime problems confronting them. 

Guest dinner speaker was Howard S. Sanders, credit 


| advisor and secretary of the Board of Trade, who 


stressed the fact that war conditions impose the 
necessity of increased watchfulness on slow pay 


| accounts. Also, he pointed out that stationers’ cus- 


tomers are hampered in conducting their business by 
the bewildering array of regulations, such as inven- 
tory controls, withholding requirements for taxes, 
etc., and prompt payments of bills thus may suffer. 
“A slow pay account always requires watching, but 
under present more difficult conditions, he requires 
watching more particularly than ever,’ Mr. Sanders 
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You Can Get Business 

Like This If You Are 

Selling Neva-Clogs 
To War Plants 





MODEL J-30 STAPLING PLIER $3.85 
Model J-30 is light in weight, yet rugged. Requires but little space 
and can be put into desk drawer or pocket when not in use. Indis- 
pensable for vertical filing or for attaching material to a perma- 
nent card. Uses DJ340 NEVA-CLOG Staples. 











Yes—Neva-Clog is in the war effort. To be 
sure, we must use critical materials in the 
manufacture of Neva-Clog Machines and 
Staples, but in turn Neva-Clogs are essentials 
in the production of many products that are 


in the war service. 


Neva-Clogs are not only to be found in 
production lines but will be found also in 
factory offices of war plants and in field 





offices of our armed services. 


MODEL B-100 STAPLING PLIER $5.25 


For heavy duty and for fastening of tough materials, this machine : y ° 
uses a broad flat staple. Fastens such materials as fibre, softwood As long os this wer lasts Neva Clogs will 
baskets, veneer wood, leather and belting. Used for sealing heavy : - 
paper or cloth bags, packages of corrugated board, and similar be in the service. To assure prompt delivery 
difficult operations. Powerful leverage, durable, fool-proof. Sta- on your orders you must send us priority 


ples used: NEVA-CLOG B-%. 
ratings properly extended. 


Many dealers have made such profitable 
contacts and many more may be made with 


well directed sales effort. 


“Fasten Things Together” 
with Neva-Clog Stapling Pliers 





* 





MODEL S-100 STAPLING PLIER $4.75 
A rugged, powerful Stapling Machine with 4 to 1 leverage. 


Particularly designed for production work and hard usage, but 7. 

can be used for any stapling operation within its capacity. Clog- NEVA<©LOG PRODUCTS. Inc. 
proof so that it will give constant production. Uses NEVA-CLOG 

A-1000 or L-1000 Staples. BRIDGEPORT. CONN. 
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, REAL REG. U. 5. PAT. OFF 


A PRODUCT OF COLUMBIA RIBBON 


PERFORATION FOR EASV 
SEAARATION AFTEO ci gan EDGE 
TVEINe \ TOP AND BOTTOM 
of 
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ISSUE TO KEEP 
MASTER CLEAN 
(REMOVE BEFORE 
TVPING) 








COLUMBIA RIBBON & CARBON MANUFACTURING CO., INC. 


Main Office and Factory: Glen Cove, L. I., N. Y. 


New York Sales and Export, 58-64 West 40th St., New York City Kansas City, Mo., Dwight Bldg. 
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said. “The war has benefited many businesses tre- 
mendously and has injured others seriously; there are 
few in between the extremes. If, after a year of war, 
the slow pay account is still slow pay, he either has 
been injured by the war or is not competent enough 
to avail himself of the benefits that are within his 
reach. 

“But irrespective of whether accounts are slow pay 
or prompt pay, credit executives must recognize the 
fact that presently we are going through a period 
that will tax the ingenuity and ability of every busi- 
ness, whether it be large or small. In this period of 
government regulations, increased costs, frozen com- 
modities, limited production, or all-out-for-the-dura- 
tion items, and last but not least, high taxes, it can 
be expected that many will do a lesser volume of 
business in 1943.” 

Following Mr. Sanders’ talk, J. P. Templeton, credit 
manager of the Joseph Dixon Crucible Company, Jer- 
sey City, N. J., and William Rossway, credit manager 
of the Eberhard Faber Company, Brooklyn, were intro- 
duced, and both gave brief talks. 

The group elected A. J. Mueller, credit manager of 
the Associated Stationers Supply Company, as chair- 
man for 1943 to succeed Robert Kramer, credit man- 
ager of the Wilson Jones Company. The latter was 
given a rising vote of thanks for his strenuous efforts 
as chairman in 1942. 


SS EEE 


BOSTON STATIONERS HOLD FIFTY-FIFTH 
ANNUAL BANQUET; HEAR GARVIN 

Despite gasoline ration restrictions in the Eastern 
states, the Sheraton room of the Copley Plaza Hotel, 
Boston, was filled to capacity by members of the Bos- 
ton Stationers Association and their friends who 
gathered for the fifty-fifth annual banquet February 
16. 

On the same day, stationers from Boston and the 
surrounding territory and representatives of manufac- 
turers attended a special luncheon at which the prin- 
cipal speaker was Charles P. Garvin, general manager 
of the National Stationers Association, who told of his 
recent appearance before the Senate Small Business 
Committee and also declared that in his opinion 
Congress is realizing the important contribution being 
made by the industry in the war effort. He also spoke 
at the banquet. 

Other banquet speakers were James R. Armington, 
Eberhard Faber Pencil Company and D. L. MacDonald 
of the company bearing his name in Lynn, Mass. 
The latter paid special tribute to James P. Davidson 
who is leaving the industry to assume an important 
war post. 

The regional governor, George R. Hayes, of Hayes 
Groom and Company, Boston, presided at the lunch- 
eon, which was held in the Hawthorn Room of the 
Parker House, Boston. 


—>-  -— 


SCHOOL SUPPLY MANUFACTURERS AND 
DISTRIBUTORS GATHER 

The twenty-sixth annual convention of the National 
School Supplies & Equipment Association was held 
February 17 to 20 inclusive at the Palmer House in 
Chicago. Nearly the entire tenth floor of the hotel 
was occupied by manufacturers’ exhibits. 

Among the distributors in attendance were several 
prominent in National Stationers Association activi- 
ties, including William Kelly and Edward Le Blanc 
of Office Equipment Company, Louisville; Arthur J. 
Walker of Farnham Stationery & School Supply Com- 
pany, Minneapolis; P. H. Effertz, St. Paul Book & 
Stationery Company; and S. A. Christenson, Sioux 
Falls Book & Stationery Company, Sioux Falls, S. Dak., 
who served a year as president of the association. 

Some of the exhibitors likewise are prominent office 
supply and equipment manufacturers, the list includ- 
ing the following: Automatic Pencil Sharpener Co., 
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SOLID MAPLE 
CONSTRUCTION 


/ 
WOOD CHAIRS 


* 
DESIGNED TO LOOK LIKE STEEL 


No. 110-CA 
STURGIS ARM 
SWIVEL CHAIR 






3 
No. 140-CA 
STURGIS SWIVEL 
CHAIR A: 
e 
%’ 
No. 175-GL 


SIDE CHAIR 


No. 125-GL 


SIDE ARM 
CHAIR 





These new STURGIS Wood Chairs are different, smart, 
modern. 

They harmonize well with installations of Steel Office 
Furniture and are available in a wide range of color 
combinations. 

All the chairs are equipped with deep, saddle, comfort- 
able seats and form fitting backs. Upholstery is in 
either Genuine Leather or duPont Cavalon. 

Sold exclusively through Office Equipment Dealers 


Write FOR PARTICULARS 


STURGIS POSTURE CHAIR CO. 


STURGIS . MICHIGAN 
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STAYING POWER 


When a hundred pounds or more of in- 
furiated fish square off against one man 
with light tackle, the test is one of staying 
power and fighting hearts. Neither man 
nor fish can afford to relax. The one that 
eases up first is the one that loses. 


Similarly, we as a nation and as individuals 
would lose all if we were to relax ever so 
briefly in our war effort. The big three re- 
quirements at home are production, dis- 
tribution and transportation. All have 
enlisted. Successful prosecution of global 
war cannot include “business as usual.’ 


Although we regret our inability to serve 
you in our accustomed fashion, there is sat- 
isfaction in your cooperation under the new 
scheme of things as being truly symbolic 
of the American will to win. Every one of 
us who prizes freedom of thought, soul and 
business is ready to show the world the 
staying power that means success. That is 
why we shall be there fighting all the way. 


When the battle is over we shall busy our- 
selves with “Andy units of steel" offered 
with a stepped up measure of dealer 
service. 


ERSON-HickEY Go. 


INC. 
” 


GENEVA 
ILLINOIS 


Dancy oi 
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Ditto, Inc., Joseph Dixon Crucible Co., Heyer Corp., 
Higgins Ink Co., C. Howard Hunt Pen Co., Indiana 
Desk Co., Jasper Chair Co., Jasper Seating Co., Levison 
& Blythe Mfg. Co., Louis Melind Co., New Indiana 
Chair Co., Norcor Mfg. Co., E. W. A. Rowles Co., 
Speed-O-Print Corp., Squires Inkwell Co., Wallace 
Pencil Co. 

The program included addresses by government 
authorities and leaders in educational equipment. 
Bert Cholet, advertising manager of Higgins Ink 
Company, presented an interesting talk on “Put Your 
Catalog to Work.” The meeting was climaxed with a 
dinner on the night of the nineteenth, with a final 
session including the election of officers on the morn- 
ing of the twentieth. The following slate was chosen: 

President, Clarence McGuire, Hoover Brothers, Kan- 
sas City, Mo.; first vice-president, H. F. Martin, Bar- 
deen’s, Inc., Syracuse, N. Y.; second vice-president, 
E. N. Hale, Eau Claire Book & Stationery Company, 
Eau Claire, Wis.; treasurer, William A. Parker, Ideal 
School Supply Company, Chicago; recording secretary, 
Frank Bruce, Bruce Publishing Company, Milwaukee, 
Wis., and executive secretary, L. E. Parmenter, Chi- 


cago, Ill. 
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5,102 CLASS A TYPEWRITERS PLEDGED BY 
NEW YORK ASSOCIATION MEMBERS 

Members of the Office Machine Dealers Association 
of New York, Inc., handed “Form 10’s” and pledges 
for a total of 5,102 Class A typewriters to James P. 
Ward of the Typewriter Procurement Division of the 
War Production Board to highlight their February 
meeting which was so large it required the use of the 
grand ball room of the Hotel New Yorker. 

The association had a drive for 5,000 machines as 
its contribution to “Jim Ward Month” in the procure- 
ment campaign, and when final returns are tabulated 
it is expected that the number in excess of the quota 
will be far greater than the 102 indicated at the 
meeting. 

The forms and pledges were presented to Mr. Ward 
by Nicholas H. Fucci, president of the Business Ma- 
chine Service Company, Inc., and head of the asso- 
ciation, and he gave assurance of further co-operation 
by members in the months to come. Mr. Ward, in re- 
sponse, thanked the dealers and paid tribute to their 
spirit and aggressiveness. 

Another feature of the meeting was a talk by W. G. 
Turquand, of the WPB used equipment and machine 
branch, who explained the need for typewriters and 
urged the dealers to continue their efforts to obtain 
machines from all available sources. 

Several out-of-town visitors were introduced by 
Mr. Fucci. These included a former dealer, H. M. 
Baxman, who now is a First Class Machinists’ Mate 
in the Coast Guard, and who gave a short talk on the 
need for typewriters in the armed services. 

-- eo 
CHICAGO TYPEWRITER MEN NAME MARCH ARMY 

AND NAVY MONTH IN PROCUREMENT DRIVE 

At the regular monthly meeting of the Chicago 
Typewriter Dealers Association held in the Sherman 
Hotel, Chicago, on Monday evening, February 8, unani- 
mous approval was given to a suggestion made by 
President Robert Goldblatt that the association or- 
ganize a special typewriter procurement campaign to 
be staged during the month of March. This decision 
was reached after reports of the successful activities 
of local associations in other cities. 

Mr. Goldblatt pointed out that the Chicago group 
was the largest in point of membership of any local 
association in the typewriter field and consequently 
should be able to sponsor an effective procurement 
campaign. Ray Priest of the local WPB staff in charge 
of typewriter procurement spoke briefly about the 
projected campaign presenting the suggestion that 
March be designated as Army and Navy month. 

On motion, Mr. Goldblatt appointed the following 
committee to arrange details: J. L. Macon, J. L. Macon 
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Peace Unplanned 
Could be a Disaster 
Worse Than War 


American 


THE WEIS MANUFACTURING COMPANY 


MONROE, MICHIGAN 
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If you will demonstrate to your 
customers the advantages of our 
Duo-Topped Filing Folders, you 
will find them easy to sell; your 
customers will like them better 
than single top folders and you 
will make more money per thou- 
sand. Get our salesmen’s sample 


sets for demonstrating purposes. 


Monroe Michigan 
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If your salesmen will carry one 
of our CELL-U-SEAL sample sets 
and show your customers the ad- 
vantages of CELL-U-SEALING 
you will sell fewer plain guides 
but more that are CELL-U- 
SEALED and make more per 
individual sale. 


Monroe “ff Michigan 
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LEELA PY PEO. 
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Now very popular numbers made of fibre 
board. Strongly contructed. Compact and 
dust proof. Three depths (front to back) 
in Letter size and one in Cap size. Handy 
Letter Files when equipped with A-Z folders. 


Useful as transfers without the folders. 


MONROE y MICHIGAN 
NEW YORK CHICAGO BOSTON 
The Weis Manufacturing Co., Inc Associated Stationers Adams, Cushing & Foster, 


64-56 Franklin Street Supply Company Incorporated 
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OKLAHOMA CITY Carpenter Paper Co OMAHA 
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Office Machines Company, Chairman; W. L. (Bill) 
Clausing, International Typewriter Exchange; Arthur 
J. Lyons, Reliable Typewriter & Adding Machine Com- 
pany; Thomas J. Stack, Stack Typewriter & Supply 
Company; Hazen R. Ames, Ames Supply Company; 
E. Wagner, Wagner Typewriter Sales & Service; Luis 
de Olazarra, Shipman-Ward Manufacturing Company; 
Elmer L. Young, Young Office Equipment Company; 
E. A. Hug, University of Chicago Book Store; H. H. 
Kingery, Kingston Service; Wesley Beutler, Type- 
writer Specialists, and Frank D. Kline, Manufacturers 
Typewriter Clearing House. 

Another important action taken at the meeting was 
amendment of the bylaws to permit manufacturers’ 
representatives to become honorary members of the 
Chicago Typewriter Dealers Association, if the head- 
quarters of the manufacturer is a member of the 
National Typewriter & Office Machine Dealers Asso- 
ciation. All local representatives of typewriter pro- 
ducers are to be invited to join the association on that 
basis. 

Some time was given to discussion of the so-called 
“black market” in typewriters and a committee was 
appointed to make investigation of reported cases. 
Time was also devoted to presentation of information 
about the availability of bank loans for dealers en- 
gaged in the typewriter procurement activities. 


dant <—->e—____ 


106 ATTEND NEW ENGLAND MEETING 
One hundred and six members and their friends were 
in attendance at a recent meeting in Boston of the 
New England Typewriter Dealers Association. W. G. 
Turquand, James P. Ward and Harvey C. Mansfield 
were on the program. 


a? 


ROYTYPE SALES AND ADVERTISING PROGRAM 
ANNOUNCED AT NEW YORK MEETING 


With J. F. Vreeland as chairman, the Roytype Di- 
vision of the Royal Typewriter Company announced 
its plans for 1943 at a sales meeting at the Commo- 
dore Hotel, New York, which was attended by Roytype 
district supervisors, sales executives and advertising 
and promotional officials. 

The program introduced plans, policies, products 
and advertising material developed to further the 
merchandising of Roytype carbon paper and ribbons 
in the coming months which will be featured by 
monthly ads in Life, Collier’s and Saturday Evening 
Post. 

Many new Selling aids were announced at the meet- 
ing, and Roytype supervisors now are touring the 
country, holding meetings in key cities to present 
the 1943 program in detail to local representatives 
and dealers. 





o~Se 


KANSAS BOOK DEALERS ASSOCIATION MEETS 
IN TOPEKA; OFFICERS RE-ELECTED 


Although attendance and size of the stationers’ 
show were limited by wartime exigencies, the twenty- 
seventh annual meeting of the Kansas Book Dealers 
Association in Topeka, Kans., February 17 and 18, 
nevertheless, was representative of every section of the 
state, and was regarded as unusually successful con- 
sidering the times. The meeting was devoted primarily 
to a discussion of present-day problems, and Phil M. 
Anderson, who in twenty-seven years has succeeded 
himself twenty-four times as president, conducted the 
session in “war conference” style. 

Commenting on displays lining the assembly room 
at the Hotel Kansas which showed merchandise now 
available and what’s new in substitute materials, 
Charles Mitchell of the Crane Company, former presi- 
dent of the National Stationers Association, spoke 
appreciatively of the eye-salesmanship exhibit pre- 
sented each year in Kansas by the manufacturers. 
These men, he pointed out, even in war years, carry 
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DEALERS— 
Do not give 


your customers an 
inferior, reground 
platen when you 
recondition their 
machines. 


Supply NEW 


TRUE-MARK 
UNIVERSAL 
PLATENS 


Available from AMES 
the supply house who is 
ALWAYS 
YOUR FRIEND 
NEVER 
YOUR COMPETITOR 


~ = s 2 ue Sie ee oe - LE Sr EM 


WE HAV 
EN 


E 
PLATENS 











Ames Supply Company 


564 W. Randolph St., Chicago 


583 Market St., 
AGENCIES San Francisco 





37 Murray St., 
New York 


IN 
PRINCIPAL CITIES 11 Pryor St., 
Atianta 


1905 Commerce St., 
Dallas 























When the task of designing and building 
for victory comes to an end, another 
vital job will begin... the designing 


and building for peace. 


Fortunately for the modern business 


office, the craftsmanship that has gone 


THE GENERAL 






into GF business equipment in the past, 
is not lost... mot even temporarily... 
for the same efficient and dependable 
equipment is now constructed of wood, 


releasing vital metal for our war needs. 


The future business office will not have 
lost its modern appearance nor its 
efficiency, since GF wood desks, files 
and tables will maintain the traditional 


GF advantages. 


FIREPROOFING 
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A DESH WHICH WILL 
PLEASE YOUR CUSTOMERS 
and the GOVERNMENT, TOO 


This practically all-wood Pedestal Type- 
writer Desk, Model No. 195-W, demon- 
strates the ingenious spirit of America in 
wartime. 









” 





To make a “space-saver” typewriter desk 
with “space-saver” mechanism without 
metal was difficult enough; but to achieve 
this and not sacrifice utility was a challenge. 







We accepted this challenge, and our No. 
195-W is an indisputable proof that we 
succeeded in giving our dealers an all-wood- 
mechanism desk which they will be proud 
to sell. 








We'll continue to sell No. 195-M with No. 
10 SENGLIDE mechanism until our supply 
is exhausted; then we'll fill orders with 
the latest Model, No. 195-W, equipped with 
No. 12 SENGLIDE, all-wood mechanism. 








Prices on No. 195-W and similar Models in 
Nos. 200-M and 2000 series will be an- 
nounced as soon as OPA approval is re- 
ceived. 
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OFFICE APPLIANCES 


on their research so as to keep civilian and industrial 
merchandise flowing into retail stores. 

Part of the time in the two days was given to iron- 
ing out problems arising in the handling of Reading 
Circle books for both teacher and school-library use. 
State Superintendent George McClenny and members 
of the School Book Commission, were headline speak- 
ers, and a forum discussion clarified matters of per- 
centage of mark-up, postal arrangements, indirect 
sales, and insurance on state books in dealer hands. 

Every salesman present had an opportunity for pre- 
senting the features of his 1943 line. Leather goods 
men reported that for every five pieces sought, one 
would be available, with stock piles dwindling and 
abnormal demand against subnormal supply. Dealers 
were urged by the educators present, as well as by 
the pen company representatives, to help in establish- 
ing fountain pens in popular prices, as an essential 
part of school equipment for the grade school and 
high school pupil. One pen salesman urged retailers 
to be analytic of repairs, not asking for new ink sacs 
unless actually needed. Filing equipment men urged 
Kansas stationers to stick to the catalogs, work to- 
ward standardization, and avoid special orders. 

All manufacturers and jobbers present pledged to 
take care of old accounts in every possible way. They 
suggested market trips rather than phone or mail 
orders, because the retailer who actually sees a sub- 
stitute material may find it really acceptable. 

How to compete with post exchanges and defense 
area stores which, it was reported, undersell retail 
stores and undermine the whole retail price structure, 
came up for much discussion. Dealers welcomed the 
news that some camps have withdrawn the privilege 
of buying on credit while others have issued directives 
to buy for personal requirements only. Firms whose 
limited inventories of critical items like pens were 
allocated to camps, lend-lease and retail channels, 
with major emphasis on the first two, were glad to 
report a more equitable distribution set-up for 1943. 

The whole slate of officers, re-elected by acclaima- 
tion for the coming year, include president, Phil M. 
Anderson, Newton; vice-president, John A. Crow, 
Topeka; secretary-treasurer, George Geiger, Leaven- 
worth, and acting-secretary-treasurer, Mary S. Ander- 
son, Newton. Another tradition maintained: Topeka 
has been chosen as the 1944 convention city. Date 
set for the first Tuesday after St. Valentine’s Day.—AG. 

icone <= eee 

HALL COMPANIES IN TOPEKA GIVE ANNUAL 

DINNER TO THEIR EMPLOYEES 


Officers and directors of the Hall Lithographing 
Company and the Hall Stationery Company, Topeka, 
Kans., were hosts at the annual dinner for the per- 
sonnel of the two companies February 16 in the Hotel 
Jayhawk, in the Kansas city. 

Master of ceremonies was Merl Tabor, secretary- 
treasurer and general manager of the lithographing 
firm and treasurer of the stationery concern. Par- 
ticular tribute was paid to the nineteen members of 
both organizations now in the service. 

The House of Hall was founded by Willard N. Hall 
in 1878 and Mrs. Hall continues as chairman of the 
boards of the two companies. The employee’s yearly 
dinners have become noteworthy events over a long 
period of years. Richard N. Hall heads both concerns. 

—— > o— 

WHOLESALE STATIONERS TO HOLD MEETING 

IN NEW YORK MARCH 4-5-6 


The twenty-eighth annual meeting and customers’ 
club of the Wholesale Stationers’ Association will be 
held March 4, 5 and 6 at the Hotel Biltmore, Madison 
Avenue and Forty-third Street, New York City. 

Speakers include Herman C. Nolen, special con- 
sultant of the distributors’ branch of the Office of 
Civilian Supply, War Production Board; Alvin E. Dodd, 
president of the American Management Association, 
J. Edwin Pasek, vice-president of the American Tech- 
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MACHINE POSTING TRAYS=WOOD 





All the time saving advantages of Columbia Steel 
Trays are provided by these trays of hardwood con- 
struction. The operating mechanism is the same as 
used in steel trays, and the smooth sanded surface 
is finished in olive green to match the steel trays. 


Ask For Circular D1189 


- <.ss a Side Dropped 
Closed ; we Se For Offset 


Position 


COMPLETE 
POSTING UNIT CUSTOM 
BUILT 
4s 


Hood hangs on back 
of stand out of the 
way when not in use. 


WILSON JONES Co. «¢<¢ 


ELIZABETH CHICAGO NEW YORK 
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EFFICIENCY is ESSENTIAL 


Lack of system and order, and the re- 
sulting slow-down in a war production 
plant, could be equal in destructiveness 
to output with that of a “block-busting” 
bomb dropped squarely among its 
machines. 

Thanks to the thousands of products 
proved essential to the conduct of busi- 
ness by years of utility—the ultra 
efficiency of American War Plants re- 
mains unimpeded and they are turning 
out the tools for Victory at a rate that 
staggers the imagination. 

The design for a new fighter plane 
means nothing as a factor in winning 
the war until the plane is actually “off 
the line” and in the air. Accomplishing 
this takes materials, machinery and 
manpower multiple sets of blue- 
prints ... thousands of material records, 
production records, and time records. 


_ It takes an office staff to handle these 
thousands of records involved in paying 
the manpower; buying, servicing and 
repairing the machinery; buying, stor- 
ing and routing materials ... then 
checking, sorting and eventually storing 
the records for future reference—a prac- 
tice accepted as good business conduct 








in many cases a requirement by law. 

Liberty Boxes hold a ranking place in 
the list of secondary products necessary 
to the war effort. This truth is brought 
out more clearly than ever by the tre- 
mendous number of Liberty Boxes that 
are being shipped to concerns engaged 
wholly in war work. 

Considering the vital necessity for 
conserving strategic materials, it is a 
fortunate circumstance that Liberty 
Boxes, so essential to war industry, re- 
quire but a minimum of critical mate- 
rials—in fact—rely upon waste for the 
bulk of their raw material. Yes, the tough, 
punishment-taking fiber-board from 
which Liberties are made is manufac- 
tured from waste, and yet neither the 
fiber-board nor the completed box is a 
makeshift but a product proved 
staple by twenty five years of service 
to industry. 
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We will be glad to give our dealers 
any assistance that we can in help- 
ing war production plants establish 
and maintain an efficient record 


storage system. 
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PURCHASE 





These concerns are typical “War Production Plants” using Liberty Boxes for storing their valuable records 


Caterpillar Military Engine Company 
Aluminum Company of Amer'ca 
Glenn L. Martin Co., Aircraft 
Bellanca Aircraft Corporation 
American Can Company 
A C Spark Plug Division—CG. M. C. 
International Cellucotton Products Co. 
Aviation Engine Plant—Buick Motor 
Inland Steel Co. 

Baldwin Locomotive Works 


General American Tank Car Corporation 


Browne & Sharpe Manufacturing Co. 
Illinois Ordnance Plant 
Carnegie-Ilinois Steel Corporation 


Stewart Warner Corporation 
Dow Chemical Company 
Allison Division—General Motors Corp. 
Fairchild Engine & Airplane Corp. 
United States Rubber Company 


General American Transportation Corp. 


American Optical Company 
Goodyear Tire and Rubber Company 
United American Bosch Corp. 
Great Lakes Steel Corporation 
Chevrolet Motor Corporation 
Grumman Aircraft Engineering Corp. 
Pontiac Motor Division 
North American Aviation 


Ingalls Shipbuilding Corporation 
Timken Roller Bearing Co. 
Liberty Aircraft Corporation 
United Airlines Transportation 
Bell Aircraft Corporation 
Western Electric Company 
Scintilla Magneto Division 
Wright Aeronautical Corporation 
Truscon Steel Company 
Otis Steel Company 
Newport News Shipbldg. & Dry Dock Co. 
American Airlines 
Boeing Airplane Company 
Westinghouse Electric & Mfg. Co. 





BANKERS BOX COMPARY csrrousieo i 536 South Clark Street + Chicago, Ill. 
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nical Society and others connected with government 
wartime agencies. 

The sixth floor of the Biltmore will be given over 
to the association’s customers’ club and leading man- 
ufacturers will show new goods and substitute lines 
and will be on hand to confer with the distributors. 
The annual dinner of the body will be held on the 
evening of March 5 at the Biltmore. Headquarters of 
the association are at 250 Fifth Avenue, New York. 
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INSTITUTE TO MEET MARCH 11-12 


The Wood Office Furniture Institute announces that | 


its next meeting will be held at the Statler Hotel, 
Washington, D. C., March 11 and 12. This meeting 
will be devoted to the discussion of war problems and 
the planning of programs for the future. 

ee ee 





ILLINOIS RIBBON AND CARBON MEN CELEBRATE 
WASHINGTON’S BIRTHDAY 


The regular luncheon meeting of the Illinois Inked 
Ribbon & Carbon Paper Association was held at the 
Atlantic Hotel, Chicago, on Washington’s birthday. 
Practically every member of the organization was 
present to participate in the good-fellowship and dis- 
cuss current problems of the industry. The next 
regular meeting is scheduled for the second Monday 
in April. 

> 
EAGLE OFFICE EQUIPMENT CONCERN BUYS 
ITS “MOTHER COMPANY” IN BUFFALO 





The Eagle Office Equipment Company, printers and | 


office outfitters, 33 South Division Street, Buffalo, 
N. Y., has purchased the assets and assumed the lia- 
bilities of what might be termed its “mother com- 
pany,” the Eagle Stationery Corporation, of Buffalo, 
and on or before May 1 will occupy new quarters at 
265-7 Main Street in the heart of the city’s business 
district. E. H. Geisendorf is president of the Eagle 
Office Equipment Company, and Russell Koen is vice- 
president. 

The Eagle Office Equipment Company is an out- 
growth of the older company and its officers and most 
of its employees formerly were part of the Eagle Sta- 
tionery Corporation. Charles Christmann, president of 
the latter, decided to complete the transaction to re- 
duce wartime business responsibilities but will con- 
tinue to serve his own customers with the equipment 
company. 

The new home of the company will be in a five- 
story building formerly occupied for some sixty years 
by the Barnum Company of Buffalo and regarded as 
one of the city’s landmarks. The building was pur- 
chased by the Eagle company which will make numer- 
ous changes and alterations. Six thousand feet of 
floor space on the first floor will be used as a retail 


store as soon as necessary display equipment is ob- | 


tained. 
>> © — 


NATIONAL BLANK BOOK SHIFTS TWO MEN AND 
CUTS TRAVEL MILEAGE ONE-THIRD 


In a move to cut travel and thus co-overate in the 
war program, the National Blank Book Company has 
revised the territories of two of his best known field 
representatives, reducing the mileage covered by each 
by about one-third. 

The two men are Harry J. Ferry and J. Sidney Croke 
both of whom operated in New York and New Eng- 
land with Mr. Ferry formerly assigned to the main 
cities and Mr. Croke covering the more distant points. 

Now, Mr. Ferry has taken over the entire New Eng- 
land region aside from the area served by the com- 
pany’s Boston Office and Mr. Croke is covering the en- 
tire New York State area. Both are National old- 
timers and are well known in the territories in which 
they are now operating. 
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HERE’S ONE 


PROFIT MAKER 
NR 2 4 eX 4 


EVERY 


OFFICE NEEDS IT 


ror EVERY 


TYPEWRITER! 


FITS ALL 
TYPEWRITERS 
RETAILS AT 


g00 


SMARTLY PACKAGED 
FOR COUNTER DISPLAY 


ps up needed volume 
by featuring KIL- 
KLATTER, the typewriter 
pad that really deadens 
sound, cushions against 
typing finger shock, re- 
duces danger of type- 
writer slipping off desk! 
Recommend KIL-KLAT- 
TER with every type- 
writer you rent out, sug- 
gest it to every office buyer. KIL-KLATTER outsells 
all other typewriter pads ... and you can get prompt 
replacements of your stock! 


Made of famous OZITE ALL-HAIR Felt with 
treated top to keep machine legs from digging in and 
non-skid bottom to prevent sliding. Size 11 x 13 in. 
fits all typewriters and many other business machines. 


FREE DISPLAY CARDS: With orders for a dozen or 
more pads we'll send you FREE a colorful display 
card and a quantity of 2-color mail enclosures im- 
printed with your name. 





IL-RLATIE 


THE SCIENTIFIC TYPEWRITER PAD 





DEALERS: PIN THIS TO YOUR LETTERHEAD FOR FREE SAMPLE 








AMERICAN HAIR & FELT COMPANY 
Dept. D-3, Merchandise Mart, Chicago 


Send FREE sample of KIL-KLATTER Typewriter pad and full informa- 


tion about prices and discounts 

FIRM NAME 

ADDRESS 

cITY STATE... 
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A secretary makes an error and breaks out in tears — an 
accountant bungles an account—the boss ruffles his hair or 


pounds the desk—the whole office develops a case of nerves. 


An exaggerated case, perhaps, but inaccuracies and _ ill- 
temper are office hazards which should be avoided. They are 
often caused by a physical condition—but don’t recommend a 
doctor or a vitamin ration. Check up the E. Q.* of your cus- 
tomer’s office chairs. If a chair is uncomfortable, it can cause 


nerve fatigue and interfere with clear thinking. 


Sheboygan Chair Company Chairs have a high E.Q. They 
are designed for comfort, convenience and efficiency that helps 
maintain full-time production in office or drafting room. The 
sturdy qualities of our chairs have made them in demand for 
the military service, but we shall continue to serve you as best 
we can, 2nd always, you may be assured of that high quality 
which has been typical of Sheboygan Chairs for 75 years. 


Recommend Sheboygan Chairs to your customers. Our 
diamond trade-mark is a symbol of quality—assurance of cus- 


tomer confidence and dealer satisfaction. 


*Efficiency Quotient 











SHEBOYGAN CHATR COMPANY 


Designers and builders of good chairs since 1868— 
for homes, offices, schools and institutions 


SHEBOYGAN, WISCONSIN 
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| Merchandising Memos 





O NEED to remind the sales-minded dealer that 
spring is here or just around the corner. 
Seasonable items should, of course, be featured, and 
for want of merchandise with definite March and April 
appeal, window and store displays should be given 
attractive, fresh, spring-like backgrounds which are 
easy and inexpensive to arrange and which lend them- 
selves to displays featuring stationery items and kin- 
dred merchandise. 





St. Patrick's Day, April Fool's Day and Easter are events to 
consider for special displays or merchandising events. 





Circumstances of the times affect the variety of 
articles in stationery stores and typewriter stores as 
well, just as they affect distribution in many other 
trades. Dealers everywhere are adding things they 
would not consider under other conditions, and a 
thorough study of the varieties of merchandise that 
are being sold by retailers in almost any line would 
be a major undertaking. 

Stationers and office supply dealers have not been 
affected to as large an extent, perhaps, as dealers in 
some other lines because countless articles for office 
use still are available and new products to replace 
others temporarily discontinued are being offered. 
Concerning typewriter dealers, however, the story is 
different. They have a definite need for new merchan- 
dise and many of them are bolstering their sales vol- 
ume with greeting cards, gifts, novelties, wood furni- 
ture and other products. 





The alert dealer is continually on the lookout for new 
and alternative products, but all the while he does not 
overlook the plus sales possibilities of the products he 
already handles. How many office and business items, 
for example, make outstanding gifts? Pens ... pencils 
... brief cases ... lamps... furniture . . . smokers’ 
articles . . . desk accessories. These are only a few. 
Special gift departments and displays are good sales- 
makers. Don’t overlook their possibilities. 





The 1943 Victory Book Campaign for service men affords a 
means of attracting prospective buyers. Why not establish 
yourself as a book collection depot, and advertise the fact? 





New tax laws, certain to be enacted by the current 
congress, are sure to create a need for new forms. 
Traffic forms, too, are in demand at this time, and it 
goes without saying that payroll forms are continued 
good items. Buyers of traffic forms are good prospects 
for folder binders, and payroll form users are logical 
purchasers of loose leaf binders. 





The V-mail campaign, as described in the February 
issue, has had tremendous effect on the public. Its results 
in sales will be felt for months to come, and probably 
for the duration. It looks like V-mail departments have 
become wartime fixtures in modern stationery stores. 





“Cafeteria style” selling and merchandising have 
been featured many times in OFFICE APPLIANCES. Today 
they deserve more attention than ever if for no other 
reason than lack of help. Countless items sold by sta- 
tioners and office supply dealers lend themselves natur- 
ally to open displays. Government and other forms, 
laid out on tables or counters, often do a better job 
of selling themselves than could be done by the most 
experienced sales person—and no one knows any better 
than the dealers just how inexperienced new store 
help is today—unless it is the customers. 
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FOR TODAY'S 


_____ HEAVY DUTY SERVICE 3 
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Now is the time to push YawmanotE. Every business 


Made of tough, sturdy stock, the ““Y and E” red rope 
organization is a prospect and your sales possibilities 


YawmanotE line is in great demand for today’s ex- 
tremely active files. All items in the line are durable, light are unlimited. 


weight and water resisting. They are designed and built for 

hard usage and will not dog-ear, tear or slump in the file. Y f 
Your profit opportunities in selling YawmanotE in- ‘ ae 

clude complete lines and sizes of red rope folders; binder I E 

folders; five piece file pockets and expanding wallets, La M g 

with red rope or cloth gussets; attorney’s file pockets; made P tchases of y E D ELiy 

panel label holder envelopes; mailing envelopes; one _~ ‘vee eal epecifinnotE Stock ER Y 
. cai , i ; i 

piece wallets and pockets, etc. per . awmanotty livery. Qracnables — is 


YAWMAN AND ERBE MFG. CO. 


1099 JAY STREET + ROCHESTER, N. Y. 
ee ee ee > © R om | 
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Of course distributors ‘of SPEED 
PRODUCTS cannot always cash, in 

on the demand these days -:-° Priority 
Ratings usually determine 


acceptance of an order --- But SPEED 


dealers a5 well as ourselves can find encouragement 


in the knowledge that SPEED 
PRODUCTS have been giving such a 
good account of themselves in the war 
effort .-- It is even more encouraging 
to reflect on the position SPEED 
PRODUCTS will hold after 


the war is won--° A great 


many more users have become SPEED- 
conscious and you may be sure that when 


peace time business is resumed -- « 





———_1< 


WILL CONTINUE — THE ORDER OF THE DAY 








SPEED PRO 
DUCTS COM 
PA 
NY, 37-18 Northern Boulevard, L 
, Long Island City, N 
» me F. 
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MONROE COMPANY RECEIVES CITATION AS | 
LEADING ORGANIZATION FOR 1942 | 
A distinguished service citation, outlining the organ- : 
ization’s “invaluable contributions to the community i: - 
and meritorious achievements on behalf of the war | 


effort,” was presented to the Monroe Calculating 
Company as the outstanding organization of the com- TRADEMARK 
munity of the Oranges and Maplewood, New Jersey, 
for the year 1942. U. S. Senator Albert W. Hawkes Fi BRE BOARD FILES 
bestowed the high recognition—a traditional com- 
munity honor—on the Monroe company at the twen- 
tieth annual dinner of the Chamber of Commerce and 
Civics of the Oranges and Maplewood, February 17. 
The citation was accepted on behalf of the Monroe 
organization by E. F. Britten, Jr., president. 

The citation, outlining the Monroe company’s con- | 
tributions to community welfare and progress and its 
accomplishments in war production, also contained 








MODEL W 





















CONGRATULATIONS.—U. S. Senator Albert W. Hawkes (left) 
shakes hands with E. F. Britten, Jr., president of the Monroe 
Calculating Machine Company, Orange, N. J., on occasion of 
the company receiving the Citation for Distinguished Service 
to the community of the Oranges and Maplewood, N. J. 


special recognition of the research and development 
work of Mr. Britten for the National Defense Re- 
search Council on secret war projects. Senator Hawkes, 
in making the presentation, paid personal tribute to 
the Monroe company and Mr. Britten. He said: 

“The splendid production achievements of the Mon- 
roe company have been a fine a contribution to the 
war effort of the United States. This company has 
also helped to hold firm the cornerstone of free 
enterprise and preserve the American way of life. 

“From many sources in Washington I have learned 
of the very significant work performed by the presi- 
dent of this company, my good friend, E. F. Britten, 
Jr. His work on behalf of the National Defense Re- 
search Council’s program of secret weapons and proj- 
ects is an outstanding contribution which places him 
among the top men of industry who have used fore- 
sight and skill to accomplish the things needed to 
equip our armed forces for full victory.” 

The citation referred to Mr. Britten’s work as “of 
especial significance and far beyond the call of duty” 
and paid tribute to his “distinctive leadership” of the 
Monroe organization since 1937. 

In responding to the citation, Mr. Britten told an 
audience of more than 500 industrial, civic, religious 
and social-welfare leaders of the North Jersey com- 
munity who comprised the dinner audience that a 
“victorious America will emerge from this global 
conflict geared to produce post-war prosperity, if the 
philosophy with which this nation was forged—the 
principle of private enterprise is embraced by the 
Federal government.” 

Discussing industry’s role in the war, Mr. Britten 
said the “wonders of man and machine that will come 


Yes sir! Every bit of the sliding friction be- 
tween the drawer and the case has been elim- 
inated in the new war-time Model W. 
TRANSFILE File. 
drawer operation on the market today. The 


It is the smoothest, easiest, 


heavier the load the easier it rolls. 


The steel drawer front has gone to war but 
your customers won't miss it when they see 
and use the new Masonite drawer front. It 
is a keen looking job and in many ways 
better. 


All the other famous TRANSFILE File features 
that have made so many satisfied customers 


are still maintained. 


If you haven't a stock of these new files on 
hand, NOW is a good time to order them. 


GUIDE SYSTEM & SUPPLY COMPANY 


335 CANAL ST., NEW YORK, N. Y. 





THE REGULAR 
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POLAR Accessories 
make business more 
productive...... 


Every desk worker's time is 
money. When you save his time 
you increase his capacity. And 
every office manager knows that 


means more money in the bank. 


POLAR office accessories are de- 
signed to increase the capacity 
of all desk workers from the top 
executive to the lowly clerk. These 
are the tools business needs to 
ease the pressure caused by more 
desk work with less help. 


Look through your POLAR catalog 

now and put your force to work 

on these profitable items. 

POLAR MANUFACTURING CO. 
323 N. 13th Street, Philadelphia, Penna. 


POLAR Wood Desk Trays tong the 
favorites of many desk users—in all 
standard finishes 
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| out of this war will stagger the imagination.” With 


war’s end, he said, will come a fuller, more comfort- 
able life for all men, wider opportunities, and bigger 
rewards for initiative and ingenuity and industry. 

“But if we are to realize these human and economic 
triumphs of tomorrow,” asserted Mr. Britten, “we must 
return now to the philosophy with which America was 
forged. The principle of private enterprise and its 
regenerative power must be unshackled now and given 
full opportunity, so that when peace comes men of 
ability and vision will find outlets for the nation’s 
war fostered productive capacity. Individual initiative 
must be encouraged and men must be assured a fair 
share of the fruits of their labors.” 

The citation commended as noteworthy the Mon- 
roe company’s relations with its employees and recom- 
mended the organization’s “liberal and progressive 
program” on behalf of its workers as a “model worthy 
of consideration by all in industry.” There was added 
significance to the selection of the Monroe company 
as the outstanding organization of the community, 
in that previous annual citations had recognized the 
work only of social-welfare and character-building 
organizations, rather than a commercial enterprise. 

eS SS ee 

STANDARD MANIFOLD MOVES TO NEW AND 

LARGER QUARTERS IN CHICAGO 


After eleven years at 509 South Franklin Street, 
Chicago, the Standard Manifold Company, originators 
and manufacturers of Repeat-O-Pak carbons for con- 
tinuous forms, moved February 1 to new and larger 
quarters at 162 North Franklin Street. The company 
also is a jobber for non-curl and regular carbon 
paper, and silk and other ribbons. 

Affording improved facilities and a far more central 
location, Standard’s new home has 5,000 square feet 
of floor space and occupies the entire fourth floor of 
the building. Moving operations, which included re- 
installation of all the concern’s cutting, folding and 
other equipment, were entirely completed in only a 
few days. 

William Fleischmann, co-owner of the business, has 
just returned from a six weeks’ Eastern business trip 
and reports some of the best business in the com- 
pany’s thirteen years of existence. His brother, Lester, 
recently joined the Navy. In their absence, Chester 
Levine was in charge. 

é ii i ae 
WILEY TO LEAVE ALL-STEEL-EQUIP 

B. G. Wiley, assistant general sales manager of All- 
Steel-Equip Company, Aurora, and as such in charge 
of advertising and sales promotion, has taken to the 
other side of the fence. Formerly having placed many 
pages of advertising to sell various ASE products, he 
plans to join the staff of McGraw-Hill Publishing 
Company, New York, about the middle of March and 
in particular to occupy himself with duties on Engi- 
neering & Mining Journal. Mr. Wiley will be missed 
by a host of friends among the office equipment 
dealers whom he contacted in his travels for All- 
Steel-Equip and at various conventions. For years 
active in the Chicago Industrial Advertisers Associa- 
tion, Mr. Wiley is president of that organization and 
has conducted some conspicuously successful meetings. 
Previously he had served as chairman of the program 
committee. His capacity as demonstrated by his record 
indicates excellent results in his new connection. 

ace tae 


VISIT TRAVELERS CLUB MEETING 


G. L. Pippette, in charge of sales promotion for 
The Carter’s Ink Company, was a guest at the Great 
Lakes Travelers meeting on February 19. It happened 
that with President Hy Linden absent, Bill Cox, an- 
other Carter’s ink man who is first vice-president of 
the club, presided. Other visitors included Al Schu- 
macher of Siekert & Baum Stationery Company, 
Milwaukee, and J. W. Paxton of Paxton Typewriter 
Company, Bloomington, Il. 
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ARTWOCD DESK—available in THE “AIRLINE” ARTWOOD FOUR-DRAWER ARTWOOD FILE 


flat-top and typewriter styles —’America’s No. 1 Desk” —in letter or cap sizes 





Art Metal skill and ingenuity translated into wood 


THE ART METAL CONSTRUCTION COMPANY « JAMESTOWN, N. Y. 


» Art etal ~ 


STEEL WreriIcCeE OS 5 a Bb 
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The V Number 
Jasper Chair Company 


All Wood Pedestal for the Duration—NOW more than 
ever “The Right Chair at the Right Price” 


TTT 











Extra Height Unit 


—Now supplied with every pedestal chair, at 
tached to the spider plate. If user prefers a 
higher than standard 18-inch seat height, he 
removes the set screw on the side of the base 
hub and lifts the chair off the base. He than 





No. 88 stenographer pos- detaches the height unit and places it in the 

ture chair. Solid walnut, age ——. hub a yee asap Res — oe 

s ; chair on le Dase and secures 1 »y putting qe 

No. 100 quartered oak. No. 104 quartered oak, birch in seainanees Moke tx Sates. 21 > inure alien 

birch, walnut or mahogany fin- walnut or mahogany fin- x” ment is desired, the unit is easily cut down to 
ish. No. 104T with turned posts. ish. correct height. 


GOOD JUDGMENT in effective quantities must be added to any combination of 
materials where a new product is being developed and perfected. 


Building on the experience of more than twenty years’ manufacture of wood 
office chairs, we completed this new V Number all wood pedestal line and have 
begun to make deliveries. 

Pleasing, dignified designs, strong construction, elimination of critical material, 
service built in that it reaches far beyond the present situation—these features 
point out and recommend the V Number. 


These are times when every one who speeds the war effort is a friend .. . and 
every one who attempts to put his own personal or business preference first, is a 
misguided individual. Like all others, Jasper Chair Company must attend priority 
demands even though it may result in delaying an order from a good, old friend. 
We always regret such a necessity and we very much appreciate the fine spirit 


Pr ue So N . ’ 
ayer” of cooperation that is expressed whenever the situation is explained. 
en Before very long, we expect to improve the situation with reference to shipment of 
YASPER, INY orders. At all times, your inquiries and requests have our careful consideration. 


APER_ CHATS 
Ss IRS 








JASPER INDIANA 
REPRESENTATIVES: Geo. A. Litchfield, Sales Mar. 
E. W. Thomas (Southwest) James S. Fowls, (Southern) W. H. Brown, (Chicago-Midwest) S. H. MacDonald, (West) R. J. Freeman, (Eastern) 
Box 3493 Peninsula Station 3414 Euclid Heights Blvd. 6708 Glenwood Ave., Chicago 405 Orpheum Bldg. 383 Madison Ave. 


Daytona Beach, Florida Cleveland, Ohio (Phone ROGers Park 3644) Seattle, Wash. New York, N. Y. 
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Calendar of Industry 
Activities 


Chronological Arrangement of Major 
Events For Easy Reference 


March 4, 5 and 6. Wholesale Stationers’ Association 
of America— Wartime Conference and Customers’ 
Club, Hotel Biltmore, New York. 

« » 

March 28-29. National Stationers’ Association, Dis- 
trict 9, at San Antonio, Tex. Johnny Wright, Gov- 
ernor. 

« » 

April 2-3. N.S.A., District 8, Muehlebach Hotel, Kan- 

sas City, Mo. Leonard B. Wilcox, Governor. 
« » 

April 5. N.S.A., District 10, Denver, Colorado. E. G. 
Hopper, Governor. 

« » 

April 9-10. N.S.A., District 12, Los Angeles, Cal. 
E. H. Wobber, Governor. 

« » 

April 12-13. N.S.A., District 12, Northern section, San 
Francisco, Cal. E. H. Wobber. Governor. 

« » 

April 16-17. N.S.A., District 11, Portland, Ore. J. L. 
Cooke, Governor. 

« » 

April 26. N.S.A., District 7,. Minneapolis, Minn. 
Charles Regan, Governor. 

« » 

April 29-30. N.S.A., District 6, at the Palmer House, 
Chicago. Homer Jacquin. Governor. 

« » 

May 3. N.S.A., District 5. at Book Cadillac Hotel, 

Detroit. Arthur Fontaine, Governor. 


(Previous announcements reported that the N.S.A. 
District 10 meeting would be held in Santa Fe, N. M.; 
that the District 7 convention would be April 22 and 23, 
and that the District 5 meeting would be April 26 and 27. 
This information which was published in the February 
issue of Office Appliances is incorrect. Please note the 
correct places and dates of these three events as listed 


above.) 


SMALL ROLL PAPER SPECIALTIES OFFER 
GOOD OPPORTUNITIES FOR SALES 

Manv stationers throughout the country are over- 
looking an excellent profit, particularly under wartime 
conditions by neglecting to feature small roll paper 
specialties for business recording machines, according 
to G. Nelban, president of the Lynn Paper Products 
Manufacturing Company, Detroit, Mich. 

“The market is vast, the demand is enormous, and 
the sales possibilities exceptionally bright,” Mr. Nelban 
said in pointing out that the importance of using only 
quality machine supplies ranks with proper machine 
care and attention in making equipment last for the 
duration of the war. 

Mr. Nelban believes that stationers have an un- 
precedented opportunity to sell small roll specialties 
to war industries and for civilian needs. 

“Today with our country at war, the relationship 
and importance of business recording equipment to 
small roll specialties cannot be stressed too strongly,” 
he declared. “Accuracy and speed are the watchwords 
today. We must not waste time and we must not make 
mistakes. And the jobs we are doing can only be 
checked properly with recording equipment of all 
kinds—business machines, meters, registers, teletype- 
writers, police and fire department signal systems, 
etc.” 

The Lynn Company, which has its main office and 
factory at 2000 Howard Street in Detroit, claims the 
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Mr. Dealer: 
Let Coo- Patented “CARBON GRIPPER” 


(a flexible backing sheet) 


SELL CARBON PAPER FOR YOU! 


“Te imswre clean, strong copies . . . USB THIS > 


There is a 
Carbon Gripper 
backing sheet in 

each box of 
our NEW 


SUPER" TREATED 


Typewriter Carbon 


Chee 


“Carbon Gripper” 
flexible backing sheet is a life saver for old 
and new platens. It also saves excessive 
wear on both typewriter ribbons and carbon 
paper. 








CODO’S “CARBON GRIPPER” IN USE 


A trial order of our NEW Super-Treated typewriter 
carbon will convince you. Send that order TODAY. 
Samples may be had on request. Additional Carbon 
Grippers may be purchased. 


SAAAAAAASAAAAAAAAAAAAAAAAAAAAA DAA AAAAARAAAY 
GUARANTEE 


Should Codo Products for any reason not prove entirely 
satisfactory, any purchases will be replaced with new 
goods or your payment refunded. Codo Carbon Papers 


are guaranteed not to dry out nor deteriorate for a period 
of 5 years from date of sale. Records made with Codo 
Carbon Papers last as long as the paper on which they 
are made. Codo Inked Ribbons are guaranteed for 
satisfactory performance under all working conditions. 





There is also a Codo “Carbon-Gripper” backing sheet 
in each of Super-Kote and Keen-Rite carbon paper. 








' / MANUFACTURING CORP. 
Sams 


270 Lafayette St., 
New York 


529 South Franklin St., 
Chicago 
Factory: Coraopolis, Pa. 
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RATION BOOK 
HOLDER, an effective ad- 

vertising medium that any business can 
use to good advantage. Will hold the new 
ration books. 





| : eee, | A new 
eax se | WAR BOND 
ENVELOPE 


attractive in design 
and thoroly practi- 
cal in purpose, a 
business builder for 
the financial insti- 
tution selling War 
Bonds. Recom- 
mended too for the 











firm whose employees purchase War Bonds 
on the payroll deduction plan as an em- 
ployee goodwill builder. 


BOTH OF THESE ITEMS ARE PRINTED 
with distinctive design, with space for cus- 
tomers name and address, etc. 


WRITE TODAY FOR SAMPLES and prices 
on both of these timely, fast selling and 
profitable specialties. 


QUALITY PARK ENVELOPE CO. 


General Office & Factory Chicago Office and 
Quality Park Warehouse 
St. Paul, Minnesota 564 W. Monroe St. 
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distinction of being the only exclusive manufacturer 
of specialized paper rolls for mechanical machines. 
Range of Lynn products covers practically every need 
from very narrow to very wide widths. 

Organized in 1935, the Lynn company maintains 
warehouse stocks in several cities throughout the 
country, and therefore usually makes deliveries within 
twenty-four hours. 

SESE 
GOODWILL CARD BRINGS GOODWILL TO 
CLEGG COMPANY, ITS PRODUCER 

The Clegg Company of-San Antonio, Tex., has built 
up a tremendous volume of goodwill through the pro- 
duction and distribution among local business firms of 
a wall card carrying a brief, pertinent message on 
courtesy. The message is as follows: 

“What am I...? I am a little thing with a big 


meaning ...I help everybody ...I unlock doors, 
open hearts, do away with prejudices ... I create 
friendship and goodwill . . . I inspire respect and 
confidence .. . Everybody loves me .. . I bore nobody 
...I violate no law ...Icost nothing ... Many have 
praised me, none have condemned me...I am pleas- 
ing to everyone ...I am useful every moment of the 
day...Iam... COURTESY.” 


The message is printed on a 10 x 14 inch card, and 
carries the name of the firm in the lower left hand 
corner. Several thousand of these cards have been 
distributed among San Antonio business firms.—BCR. 

ee a 
HENRY B. HOLMES IS ELECTED DIRECTOR 

Henry B. Holmes, Eastern sales manager of the Co- 
lumbia Ribbon & Carbon Manufacturing Company, 
Inc., Glen Cove, Long Island, has been elected a di- 
rector of Columbia’s Canadian associate, the Canada 
Ribbon & Carbon Company. The action was taken at 
the annual meeting of the latter concern. 

————2- 


JERNBERG WITH CARTER’S 


Verne H. Jernberg has joined the sales force of 
the Carter’s Ink Company. He has been assigned to 
territory in the Kansas City, Mo., district. Many 
dealers will remember Mr. Jernberg from his activities 
as a salesman for Minnesota Mining & Manufacturing 
Company. 








ee eee 
GF NEWS HAS 5TH ANNIVERSARY EDITION 


With Issue No. 1, Vol. 6, published in January, the 
GF News, factory publication of the General Fire- 
proofing Company, Youngstown, O., celebrated its 
fifth anniversary with a special edition devoted to 
news and pictures of individual members of the GF 
organization engaged in the war effort. 

The entire center spread in the sixteen page issue 
is “crammed” with pictures of GF employees in the 
armed forces. Just preceding this spread is a full 
page of pictures of factory employees with the heading, 
“Some of the boys who back up the boys in the Armed 
Forces,” and just back of the spread is a similar layout 
of pictures of “Some of the girls who back up the 
boys in the Armed Forces.” Then comes a page of 
pictures of a few of the more than 200 members of 
the GF “Health for Victory” Club entitled, “Army in 
Aprons.” 

A complete listing of all GF employees in the service 
is given, and an appeal is made to learn the camp 
addresses of more than seventy-five GF servicemen 
whose present addresses are not known. 

———_*—=>-—__ 
EFFECTIVE STORE DISPLAY 

E. L. White & Company, Ft. Worth, Tex., has one 
large display table near the entrance to the store with 
nothing on it but office ash trays—copper, wood, glass 
and many other kinds—all big, roomy, typical men’s 
ash trays. Very few men can pass without thinking, 
“Well, here’s just the kind of ash tray I’ve been want- 
ing all these years. Believe I’ll get myself one, and I 
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Exaggerated? Of course, But isn't it true, Mr. Office Manager, that one of your headaches in con- 
nection with multiple-copy forms is the weak copies? Ask your Purchasing Agent to get you the facts on 
Old Town Dupli-Forms. Whether you are concerned with a ten part form or a hundred part form, Dupli- 
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wuat Wupl-form is 


Have 


as you require on your fluid process duplicator. 


any multiple copy form set up on an Old Town DUPLI-FORM. Your typist fills in the DUPLI-FORM ... 


then runs off as many copies 


wat Luph-form voes 


No More Large Printing Bills! On a 25-copy form, 1000 DUPLI- 
FORMs will replace 25,000 printed forms! 


No More Weak Copies! Whether you want a dozen copies or hun- 
dreds, DUPLI-FORM wall give them 


distinct with photographic accuracy 


to you every one clean and 


No More Speciai Machines! With DUPLI-FORM every typewriter 
a billing or manifolding machine Make 


writing without register or special pen il 


becomes s copies of pencil 


Old Town 


No More Fear of Errors! Instead of having to correct every copy, 
just correct the original DUPLI-FORM 


No More Collating! Only the original DUPLI-FORM goes into 
your typewriter. No aggravation and waste of time to stuff forms 
with carbon paper and crowd into the typewriter. 


No More Slipping! DUPLI-FORM guarantees precision reg 
istry right down to the last line of the last 
The form itself is dupli- 
cated along with typed-in-data. 
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To beat the best the Axis can put in the air, our fighting planes must have everything plus DA WN 
carbon 


. speed, manouverability, firing power, cruising radius and every other air fighting quality. 
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There is a parallel in carbon papers. Some carbons are claimed to have exceptional wearing guaranteed 

quality, some to be especially good at making extra copies and some to be clean to handle. not to Curl 

DAWN saves time, tem- 

Old Town DAWN. per, and typographical 
errors because it will not 


curl under any working 
conditions. 


If you want all these features wrapped up in a single sheet of carbon, send for samples of 


DAWN has everything. Compare DAWN with all others in the field for wearing quality, for 
cleanliness of handling, for sharper copies and for extra copy making. You will see why 
DAWN has become one of America’s biggest selling carbon papers. 

a profitable merchandising investment for you. It is widely advertised and 


DAWN is a profitable investment for your customers 
a plus product on every count. Write for details about DAWN, the 


backed by intensive factory merchandising support 


Old Town 


RIBBON & CARBON CO. wwe. 


carbon that has everything-plus. 











Foremost makers of ribbons and carbons for every use 


750 PACIFIC STREET, BROOKLYN, NEW YORK, N . Y. 
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know Sam could use one, too!” Sales reports show 
that a majority of Ft. Worth Sams have an E. L. 
White & Company office ash tray by this time. 

On a table adjacent to the one displaying ash trays 
are placed all sort of desk calendars, memo pads, 
appointment books, and, of course, the pen and pencil 
display case is nearby. Usually every office needs one 
or more of these small items, and temptation so 
enticingly arrayed makes the most economical office 
manager yield to his better judgment.—Bart 

. <-> — 
POSTAGE COMPUTER MAILING BRINGS HEAVY 
RESPONSE TO PITNEY-BOWES 

Acting on the belief of W. R. Greenwood, vice- 
president and general sales manager, that mailings 
today should be either functional or factual, the 
Pitney-Bowes Postage Meter Company, Stamford, 
Conn., recently enclosed a small and simple postage 
computer in a mailing to its customer and prospect 
list. A remarkable response was reported by W. E. 
Smith, sales promotion manager, who said that com- 
pany received hundreds of personally dictated replies 
commenting on the usefulness of the computer and 
pledging wartime co-operation with the postal service. 

Of convenient size to fit into pocket or desk drawer, 
the computer is both useful and time-saving and gives, 
at a glance, postal rates for all classes of mail. It 
includes a zoning chart and general information on 
special classifications of mail that often is hard to find. 

In the accompany direct-mail letter, the company 
points out that “the war weighs heavily on the postal 
service,” and continues: “‘So, do everything you can 
to help the Post Office help you. A few things like 
mailing early and often, facing up and tying your 
letters into bundles, adjusting your mailings to train 


schedules .. . all these will help.” 
—— Oi © 


BACK TO LONGHAND IN CHICAGO 


Chicago had a wave of freak robberies recently in- 
cluding one in which burglars, perhaps with ambitions 
to become speed typists, made off with two typewriters 
and a stop watch. If they were the same bandits who 
held up the Crown Office Supply Company, 133 North 
Wacker Drive, Chicago, however, it appears that they 
may have decided to return to old-fashioned longhand. 
In that robbery, 180 pen and pencil sets valued at $610 
were taken. 





cane gg ee 
FIFTY TYPEWRITERS TO GUNNERY SCHOOL 
The Garcia Typewriter Company, Laredo, Tex., has 
completed delivery of fifty new Royal standard type- 
writers to the gunnery school at the Laredo Army Air | 
Field.—_RRV 





SHAW-WALKER EQUIPMENT IN MUNICIPAL SERVICE.—The 
Shaw-Walker Space-Saver Expandex Index pictured is help- 
ing to save man hours (and taxpayers’ money) in the offices 
of the water department at Kansas City, Mo. This Expandex 
installation provides top-speed reference to meter records. 
The index was sold and installed by the Schooley Printing & 
Stationery Company, exclusive Shaw-Walker representative. 





This may be true of some pencil 
advertising but never Dixon’s 
Ticonderoga! Ticonderogaout- 
advertises other 5¢ pencils with 
an outstanding advertisement 
every week of every year! Yes, 
the demand is for Ticonderoga 
more than ever in 1943. It’s the 
first name that flashes into mil- 
lions of minds when a pencil 
purchase is made. 
JOSEPH DIXON CRUCIBLE CO, * 


Pencil Sales Dept. 98-J3 
Jersey City, N. J. 











A fine American Pencil with a fine American name 


TICONDEROGA 


The Advertised Pencil 
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FIFTY YEARS A STATIONER 


By HARLEY J. WANTZ, 


Manager, Stationery Department, 
Skinner & Kennedy Stationery Company 
St. Louis, Mo. 


FTER nearly fifty years have irresistibly rolled 
by, one can almost hear the chimes ringing out 
the half century year. That is my experience now. 
When I began in March, 1893, no one could have 
dreamed of this fiftieth year, which history will record 
as the most terrible since Noah’s Ark started its long 
float and the most inhuman since Adam and Eve. 
In 1893 my “work time” was sixty-eight hours per 
week as “inside handy.” Now we pay errand boys twice 
as much for forty hours. Two-thirds of my wages 
went for room and board. Now, some play policy and 
others operate automobiles and some support “Night 
Clubs.” But they don’t enjoy the work like we did 
in the old days. 
We were open till six in the evening, closed all day 
Christmas and half day on other holidays. Uncle 





FIRST AND THIRD 
GENERATIONS 





1943 
Left, the author of this article, as he appeared in 
March, 1893, when he started in the stationery 
business as an “inside handy,” working sixty- 


eight hours a week. Right, his grandson, Harley 
Wantz, III, recently commissioned a lieutenant. 





1893 











George Olney was the “High Priest” of the traveling 
men. Travelers took the “boss” next door while the 
clerk made up his order. Uncle Dave Tower told sta- 
tioners how to make money (in real estate). Not many 
of today’s beginners will ever meet as many of the 
grand fellows in their vocations as I have in the sta- 
tionery business or will be able to say fifty years hence 
that they never lost a day’s wages or changed employ- 
ers but once. 

Business was built on friendship more than prices. 
I hope I may be pardoned for bragging about my 
friends, but I have so many of them of such fine 
qualities that I feel justified. The friendships in busi- 
ness in those days were, many of them, lasting friend- 
ships. The closest friendships I have were formed 
years ago right in the stationery business. It is well 
to have as friends one’s competitors. Both are bene- 
fitted and association with them will be profitable in 
business, as well as a real pleasure. A man who is 
not on friendly terms with others in his line is losing 
a great deal unless his sole aim in life is to make 
money. Such a man forfeits many of the things which 
make life worth while. 

I know of no other line of business in which one’s 
closest and warmest friends are his competitors. Fifty 
years ago most stationers, figuratively, would “reach 
for the hip pocket” if they met a competitor on the 


Doubly 


IMPORTANT 
TODAY! 


“GRAND 
PRIZE" 


TYPEWRITER RIBBONS and 
CARBON PAPER 


Are Helping To Speed 
The Paper-Work Of Production 
And Victory! 


* 


URING war-time especially do type- 
writer ribbons and carbon paper 
prove their importance as essential 
products! More than half of the output 
of ‘Grand Prize” Ribbons and Carbon 
Paper now goes to answer the needs of 
the United States Government, the 
armed forces and war industries. In 
thousands of new ways, “Grand Prize” 
quality and dependability are showing 
their worth to America! 











BUY U.S. WAR BONDS 
and SAVINGS STAMPS 
EVERY PAYDAY! 


PACIFIC CARBON and 
RIBBON MFG. Company 


J. FRANCIS O’CONNOR, Pres. 











Head Office and Factory: 
1451 Harrison Street, San Francisco 
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Announcing The 


2 Drawer 
Desk High File 
in Wood 





in practically every office of our Army and Navy 
Departments and War Plants, there are important 
papers which are vital to the war effort and must 
always be systematically filed at “arm’s reach.” 
Many of our dealers have discovered this need 
which they felt could be met by a Desk High file 
to be placed next to a desk, thus bringing the vital 
record and the executive in close association. 

We agree, and to meet this need and help in the 
war effort are here presenting the Desk High File, 
the new member to the already famous line of 
Browne-Morse Wood Files. It is made in letter 
and cap sizes. For greater privacy it can be equip- 
ped with automatic lock. 

Send your order in today or write for information 
and prices. 


A big market is waiting. Better do it now. 


Browne-Morse Company 
Michigan 


Muskegon 
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street, but twenty-five years later, “what a change’— 
probably due to the local associations and contacts at 
conventions. 

I have catalogs and theatre programs thirty to forty 
years old in my files. Items in the catalogs and illus- 
trations in the ads in the programs are real curiosities. 

Fifty years ago fountain pens were rare and crude 
and I remember Mark Twain’s recommendation of 
this fountain pen—‘with the aid of my fountain pen 
my spelling has been much improved.” When I began, 
blank books were sold by the quire, and it was a 
mystery to me that a quire was eight pages instead 
of ninety-six; a ream was 480 sheets, afterwards 
changed to 500 sheets. Old-fashioned gold pens with 
fancy gold-mounted holders were staple stock. 

There were queer names for some articles: a 
“Schmear Book” was a record for a German Ladies’ 
Club in which the secretary ‘“schmeared” down what 
money she took in and “schpent out.” 

A few weeks ago a customer asked to see the man 
who knew all about stationery, but I declined to admit 
that I could classify. He wanted “sermon paper” and 
complimented me for knowing what he wanted, say- 
ing he had asked in several stores, of about a dozen 
salesmen and had aroused only “blank stares.” We 
semi-centenarians saw the birth of “loose leaf,” ‘“ver- 
tical filing,’ columnar books and pads, postal scales, 
stapling machines, visible records, mechanical pencils, 
road maps, and many other innovations which now 
seem to have always been here. The first presentation 
of “loose leaf’? sometimes evoked the question, “What 
kind of tobacco @is that?’ Children in school first 
learned their ABC’s. Now it seems psychology comes 
first, driving an auto next. 

Business today is strenuous and my work is much 
harder than ever before, but I know that everyone 
in this business is under the same strain and I enjoy 
it as much as ever. 

In the old days the game was to sell what you 
could get. Now it’s a bigger game to get what you 
can sell. 

I am sure that on March 28, 1943, I can say, “I’ve 
had a glorious fifty years.” I hope those who have 
been going fewer years will be able to say as much 
when they reach that point. 

ted from The National, published by the National Blank Book Con 
Mass. Written August |, 1942 
et —— 


J. H. STAPLES JOINS L. C. SMITH-CORONA 
After being associated with the Woodstock Type- 
writer Company for many years, J. H. Staples has 
joined the service department of L. C. Smith & Corona 
Typewriters, Inc., in Birmingham, Ala. 





NEW ENCLOSURE IN HIGGINS INK CARTON.—As men- 
tioned in the February OFFICE APPLIANCES, the Higgins 
Ink Company, Inc., Brooklyn, is listing service notes for 
users on a new insert going into all cartons containing the 
company’s well-known three-fourth ounce bottles of Amer- 
ican drawing inks, such as the one shown above. 
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. Year Old 


And going places 
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‘Biead edge for strength and easy insertion of the index. 
IC|omes with a generous supply of blank inserts. 
'G|rease-proof. 

[Miade of non-inflammable material. 

sn-srarving 

Reinforced gummed linen skirt holds tabbing securely. 
Will not crack or discolor with age. 


5|\complete sets of ready-printed inserts. 


Justrite index tabbing is offered in three sizes: 
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ONCE YOU TRY Notte YOU'LL SPECIFY 
LOUIS MELIND COMPANY 


NEW YORK...CHICAGO...SAN FRANCISCO 
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Fast 


Winning more friends 
every day has been the 
experience of Justrite 
Index Tabbing. Already 
a “hit” though it has 
been “out” only a year. 





Those who have used Crystal Clear 
Standard Justrite Tabs in any of the 
seven beautiful transparent colors — 
“Firetruck” Red, Yellow (Amber), Blue, 
Green, Orange, Pink, or Clear, have 
been amazed by the ease with which 
they may be used. Here’s all you do: 





1. Select index or print on blank insert 


2. Insert in tabbing and cut to desired 
length. 


3. Moisten skirt and attach. 


CUSTOM STYLE 


For the user who prefers tabs of 
assorted and interchangeable colors. 
Package contains 5 ft. of clear tabbing 
and | foot of transparent celluloid 
acetate in each of the following colors: 
red, blue, green, orange, yellow, amber 
and pink. Color strips may be changed 








from one tab to another at will 
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An Immediate Success 


SECURITY'S 








Tine 


Introduced but a few short months ago, 
the Wood Line by Security has already 
gained enthusiastic approval. Our back- 
ground of 25 years’ experience in the 
manufacture of office furniture, has 
again proved itself. The quality, design, 
efficiency and appearance on which our 
reputation is based, are important fac- 
tors in the prompt acceptance which has 


been accorded the Wood Line by Security. 





It merits your confidence. We shall be 
glad to send you our new catalogue which 


gives complete details and specifications. 
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WAGE-HOUR LAW AND PUBLIC CONTRACTS ACT 
(Continued from page 22) 

and following this, a public hearing on _ the 

recommendation was held October 21, 1942. It is 

thought that the Administrator will act on this rec- 

ommendation in the near future. 

September 29, 1942, another industry committee 
recommended a forty-cent hourly minimum wage for 
the printing and publishing and allied graphic arts 
industry. A public hearing on this recommendation 
was held on November 9, 1942, and continued on De- 
cember 2, 1942. The Administrator probably will take 
early action on this recommendation. 

November 30, 1942, still another industry committee 
made a forty-cent recommendation for the manufac- 
ture of pens and pencils. A public hearing on this 
recommendation was held on January 12, 1943. Par- 
ticipants were given until March 5 to present written 
briefs on all arguments to the Administrator in New 
York City. On March 12 another hearing will be held 
and a decision rendered. 

Both the Wage and Hour Law and the Walsh-Healey 
Act have certain exemptions and exceptions which 
give these laws added flexibility. Section 13(a)(1) of 
the Fair Labor Standards Act exempts from its mini- 
mum wage and overtime requirements any person 
employed in “a bona fide executive, administrative, 
professional, or local retailing capacity, or in the 
capacity of outside salesman,” as these terms are 
defined and delimited by the Administrator in Title 
29, Chapter V, Code of Federal Regulations, Part 541.* 

Without discussing all of the requirements for ex- 
emption in these categories, it may be said that ex- 
ecutive employees must be paid a salary of at least 
$30 a week to qualify for exemption; for administra- 
tive and professional employees the salary test is $200 
monthly, except in the case of lawyers and physicians, 
for whom there is no salary requirement. There is no 
salary test for outside salesmen. It should be empha- 
sized that in addition to the salary requirements, the 
duties of these employees must coincide fully with the 
official definition given in the regulations. 

In general, the Walsh-Healey Act does not apply to 
office and supervisory employees, to custodial em- 
ployees or to certain maintenance workers. A foreman 
who does no manual work and has no direct physical 
contact with the goods furnished the Government will 
be exempt even if he occasionally lends a hand in the 
course of his purely supervisory duties. 


When the Act Applies 


This act does apply to employees engaged in occupa- 
tions connected with the manufacture, fabrication, 
testing, handling or shipping of goods furnished the 
Government in amounts above $10,000. Thus it will 
apply to laboratory technicians, draftsmen, (except 
supervisory draftsmen), tool and die makers and other 
employees whose work is closely associated with the 
productive processes involved in the manufacture of 
products required by the Government. 

The terms “custodial” and “maintenance” refer to 
employees whose duties are directed to the upkeep of 
the plant and who do no work on the commodities 
furnished the Government. Firemen engaged in pro- 
ducing heat and power for plant operation, telephone 
operators, janitors and watchmen usually would fall 
into this exempt category. 

Section 13(a)(2) of the Fair Labor Standards Act 
exempts from both its minimum and overtime pro- 
visions any person “engaged in any retail or service 
establishment the greater part of whose selling or 
servicing is in intrastate commerce.” 

How does the Wage-Hour administrator define “re- 
tail establishment” and “retail sales,” for the purpose 
of Section 13(a)(2)? This matter is discussed in detail 

*These regulations and other informative publications con- 
cerning the Walsh-Healey Act and Fair Labor Standards Act 
are available without cost at all offices of the Wage and Hour 


and Public Contracts Divisions, including the National Office, 
Desk MSS, 165 West 46th Street, New York, N. Y 
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@ Just as an automobile won't run without gasoline, 
so an Adding Machine is utterly useless without its 
roll of paper. 

@® SO... in your selling activities, don’t overlook 
the importance of the Rockwell-Barnes line of Add- 
ing Machine Rolls . .. ALL wound with the patented 
SPOTSEALD feature. 

@ EXELL is our popular “quality” roll—stocked in 
“eye-tint” green as well as white. 

@ AUDIT is inexpensive in price ... yet entirely 
satisfactory in quality; meets Federal Specifications 
for Type 2 computing machine paper rolls. 

@ OTHER GRADES of adding machine paper also 
available. 

@ All rolls furnished in standard sizes; wound 250 
feet in length; marked with red signal about 3 feet 
from end of roll; firmly wound and unusually free 
from lint. 

@ We also manufacture TELETYPE and other spe- 
cial rolls. 

@ Consult with us on your roll paper requirements. 


JOGCKWELL-BARNES C 
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in Interpretative Bulletin No. 6, issued by the divi- 
sion. Very briefly, a retail establishment is character- 
ized by numerous small sales to the general public. 
It sells merchandise in small quantities and at prices 
which are higher than the prices involved in sales by 
wholesalers or jobbers. 

A retail sale is a sale of goods for direct consump- 
tion and not for purposes of resale or redistribution 
in any form. Thus sales to wholesalers, jobbers, or 
retailers for resale by them are not retail sales, re- 
gardless of the price or quantity involved. Similarily, 
the distribution of goods from a warehouse to a retail 
store is not a retail distribution and the warehouse is 
not considered a retail establishment. 

Even this thumb-nail description will identify the 
vast majority of retail establishments. They are quite 
typical. But many dealers in the office equipment 
field do not fit into such a simple pattern. A number 
of them sell to the general public at retail and also 
supply business and industrial concerns, selling in 
large quantities at discounted prices—transactions 
that are clearly non-retail. 

Yet these dealers are apt to consider themselves 
retailers. So will the Wage and Hour Division, pro- 
vided that the volume of non-retail selling does not 
exceed twenty-five per cent of the establishment’s 
gross receipts in the prior six-month period ending 
June 30 or December 31. Thus retail dealers may 
take on non-retail business up to one-quarter of their 
total sales volume without losing their exempt status 
under Section 13(a) (2). 

Here a word of caution is in order. Discussing deal- 
ers in stationery and office supplies, Interpretative 
Bulletin No. 6, points out that the general consuming 
public buys at retail such goods as school supplies, 
pens, pencils, carbon paper, loose-leaf binders and 
many other items which are also sold to business, 
commercial, and institutional purchasers. Sales to 
the latter will not be considered retail unless the price 
or quantity involved is similar to the quantity and 
price involved in sales to the general consuming 
public. 

The bulletin adds that the sale of items not nor- 
mally purchased by the general consuming public 
(calculating machines, general accounting record sys- 
tems, dictating machines and similar equipment) may 
not be considered retail sales for the purposes of 
Section 13(a) (2). 


Stationers Who Operate Printing Plants 


A further word of caution should be given stationers. 
They often operate printing plants and carry on other 
work such as engraving, die stamping and ruling. 
Plainly plants doing such work or engaging in any 
manufacturing operation are not retail establishments 
and employees working in them will not be exempt 
under Section 13(a) (2). 

Since each physically separated place of business is 
considered a separate establishment for the purposes 
of enforcement, employers may exempt the selling or 
distributive part of their business by properly segre- 
gating the non-exempt activities. However, employees 
who “crossed the fence” and engaged in work which 
related to both establishments would not be exempt 
under Section 13(a) (2). 

Both the Wage and Hour Law and the Walsh-Healey 
Act require covered employers to keep certain time 
and payroll records which must include the following 
information: Employee’s name, address, occupation 
(and age in the case of minors); time of day and day 
of week on which employee’s workweek begins; regular 
hourly rate of pay; hours worked each workday and 
tutal hours worked each workweek; total deductions 
from or additions to employee’s pay; total daily or 
weekly straight-time earnings; total weekly overtime 
excess earnings, that is, the amount paid solely as 
overtime, above all straight-time earnings; total 
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Filing Supplies 
that count! 


Imperia? 
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IMPERIAL Filing Supplies. 
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*Under-tabbed—Round Cornered. 
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Write VICTOR Today 


If you are interested in these 


@ ITEMS you can sell without 


priority ratings 





THE VICTOR 
@ ITEMS on which you can get A Better Wood File 


ed 








PROMPT SHIPMENT from our factory 


@ ITEMS you can easily demonstrate... 


save time and labor for your customers 


@ ITEMS for which you can obtain 


result-producing sales helps 






ee VICTOR 
Non-Metal Visible 
Equipment and Supplies 


@ |TEMS which are nationally 
advertised 


@ ITEMS which pay you an 


attractive profit 





MAK-UR-OWN 
Indexing Products, Nationally Advertised— 
Strips, Tabs, Hinges, Index Sheets. 


SA 








@ |TEMS which are sold ONLY 
through stationery and office 


equipment dealers 


Let the Victor Knight remind you... 


Victor Helps YO U Sell Victor Filing Supplies, including the famous 
Angle Tab Guides and Folders. 














THE VICTOR SAFE & EQUIPMENT CO., INC. 

















NORTH TONAWANDA, NEW YORK 





CONSUMER APPROVED PRODUCTS SOLD ONLY THROUGH DEALERS 
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wages paid each pay period and the pay period cov- 
ered by each payment. 

Though education and voluntary compliance have 
featured the administration of these two laws, both 
Acts have “teeth” in them. Penalty provisions of 
the Wage and Hour Law include for wilful violators 
fines up to $10,000, and, in the case of a second offense, 
imprisonment up to six months, a fine or both. Dis- 


abilities that may result from failure to comply with | 


the Walsh-Healey Act include cancellation of the con- 


tract, and, where flagrant violation is found, employ- | 
ers can be blacklisted from Federal contracts for a | 


period of three years. 

With so much talk of “high wages” it may seem that 
the relatively low minima established under these two 
Acts would have little practical application today. Yet 
the record of Wage-Hour inspections since Pearl Har- 
bor shows that some 488,000 employees in more than 


25,000 establishments had failed to receive minimum | 
wages and overtime compensation in accordance with 
the provisions of the Fair Labor Standards Act. As | 


a result of this check-up restitution amounting to 


about $22,000,000 has been agreed upon. This sum | 
represents the difference between the amounts due | 
employees under the Act and what they actually were 


paid. 

No discussion of labor standards should overlook 
their effect on war production. Industrial progress is 
a matter of men and machines. Nowadays there is 
pretty general agreement that improved labor stand- 
ards point the way to improved production. Our in- 
dustrial history proves that progress is swiftest where 
payrolls and profits keep step. The mounting number 
of ships, guns, planes, tanks and other war machines 
that we are rolling out is a further proof. 

Nor should we forget that decent labor standards 
help to remove one speculative element in business 
costs and place the competitive emphasis where it 
belongs—on better production techniques and sound 
merchandising. 

a eS 


AMES MESSAGE BRINGS THIRTY-SIX NEW 
MEMBERS TO NTOMDA 

A recent count disclosed that thirty-six typewriter 
dealers in all parts of the country became new mem- 
bers of the National Typewriter and Office Machine 
Dealers Association as a result of the message which 
occupied the front page and entire inside spread of 
the January issue of “Your Man Friday,” the publi- 
cation of the Ames Supply Company, Chicago, manu- 
facturers and distributors of typewriter parts and 
platens. 





NEW USE FOR KUM-KLEEN STICKERS.—A new method of 
attaching drawings and blueprints to drawing boards, elim- 
inating the necessity of moving the T-square over thumb 
tack heads, is to use Kum-Kleen stickers, according to the 
manufacturer, Avery Adhesives, 451 East Third Street, Los 
Angeles, Cal. Paper thin, the stickers will lie flat, are 
applied without moistening, and can be peeled off easily 
without affecting the surfaces to which they are attached. 
They are made in a variety of sizes and shapes. 










A. W. Faber’s New 


WINNER 


COPYING PENCIL 


For months we have received ‘‘memos’’ 
from A. W. Faber field representatives in- 
dicating wide demand—so here it is, Mr. 
Dealer, a new complete Copying Pencil 
Service in the 10c field. WINNER Copying 
features more quality characteristics than 
any 10c item you have seen since the old 
Pre-War days. To name just a few: 


1. Strong, smooth lead that does not 
flake or crumble under pressure. 


2. Clean, clear, indelible impression. 


3. Sharpens easily, holds its point for 
as many duplicates as desired. 
. High ink content. 
5. 4 Degrees — MEDIUM, MEDIUM 
HARD, HARD, EXTRA HARD. 


6. Each degree polished a different 
color to prevent-confusion or de- 
lay in use. 


Beautifully packaged, 12 
pencils to the box, 6 dozens 
to the carton. Dealers are 
urged to place their orders 


promptly. 





GSPrABERY. 
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Here’s the Answer 
to your requests 
for a TOP QUALITY 
10c Copying Pencil! 


Wy. COPY] 
MEDIUM 






HARD 


















es oer 


ee oat a 
othe Aaah sPeaae 


reaenenane ay 


“ ae ——— me 
SOE SPRAIN. Oe UR 


ES ere 





88 





Right Ylow.. at Bolens.. 


A famous ORTHOPEDIC SURGEON 
is designing YOUR Post-War 


SYNCRO-TILT 
POSTURE CHAIR IRONS 


Your Post-War Posture Chairs will offer a 
NEW idea in body-comfort, relaxation and 
working efficiency! 


The SYNCRO-TILT Chair Iron that will 
make this post-war “Comfort-engineering” 
possible is in the BOLENS Laboratory NOW. 
It will be the last word in the application of 
modern science to practical living and work- 
ing. .. . The development of a Nationally- 
known ORTHOPEDIC SURGEON, working 
in collaboration with Bolens designing 
engineers. 


The result of this exacting and scientific 
approach to Office Chair Design will be new 
accurate body-fit, new muscle relaxation, 
new working support heretofore unheard-of 
in Posture Chair engineering. When Victory 
is ours, and war production is replaced by 
Peacetime progress, watch for this new 
SYNCRO.TILT Development. 


Watch for the Post-War 
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OFFICE APPLIANCES 


The Guest Book 


Howard S. Sanders, executive secretary of the Sta- 
tioners & Publishers Board of Trade, was a Guest Book 
signer January 29. He was accompanied by William 
Rossman, credit manager of Eberhard Faber Pencil 
Company. Joe Templeton, secretary and credit man- 
ager of the Joseph Dixon Crucible Company, made the 
trip with them safely all the way from New York but 
failed to solve the mysteries of getting out of the 
Chicago “Loop,” so it was suggested that he be reg- 
istered in the Guest Book by proxy. 

The men were in Chicago to attend a credit con- 
ference with members of the Western Division of the 
Stationers & Publishers Board of Trade. Their taking 
time out to pull our latchstring invested the day with 
a sense of satisfaction. A large part of the good we 
receive comes to us as a result of conversations with 
friends. They open our viewpoint and give our faculties 
more vigorous play. Come again, friends. 


Raphael Blessinger of Jasper Desk Company signed 
the Guest Book January 30. A member of the Sta- 
tioners & Publishers Board of Trade, he had come to 
Chicago for a meeting of that organization and to 
attend to other business before returning to Jasper. 
Demand, he says, continues at top speed, with priority 
business accounting for most of the output. 


A. H. Stricker of the General Electric Company, 
Nela Park, Cleveland, Ohio, was a special visitor on 
February 2. Mr. Stricker’s name will be familiar to 
readers because of the several articles presented in 
recent issues from his book entitled, “Office Science.” 
As always, it was stimulating to talk to Mr. Stricker 
and learn more about the methods he has put in prac- 
tice at Nela Park to lower office operating costs and 
reduce paper work errors almost to the vanishing 
point. He left us with the conviction that much can 
be done by the office equipment industry through the 
army of sales representatives to introduce the same 
kind of efficiency in the office that is now common 
in the production division of industry. 


William B. Hall, dealer and broker in office furni- 
ture and supplies, with office and warehouse in Cin- 
cinnati, signed his name in the Guest Book February 3. 
The trip to Chicago was purely for business purposes 
and involved both the purchase and sale of office 
equipment. Mr. Hall’s trade area is extensive, in- 
cluding the principal cities in Ohio and other impor- 
tant centers from Chicago to New York. Much of 
his current business is with government agencies and 
contractors, some of it with other dealers. 


Mr. and Mrs. John Drucquer of Berkeley, Cal., called 
at the office of this journal February 5. They had 
been East as far as New York on a buying trip and 
were on their way home. Mr. Drucquer is well known 
to many office appliance men in this country and 
abroad. For fifteen years he was representative of the 
Burroughs Adding Machine Company in Manchester, 
England. Later, for five years he represented the same 
company in Vancouver, B. C. Besides looking after 
affairs of business he found ample time for reading 
and was particularly interested in the works of 
Charles Dickens. He was good enough on a visit 
some years ago to give the writer of these lines a 
rare set of six volumes of Archer’s Charles Dickens— 
Gossip about His Life, Works and Characters, liberally 
illustrated with excellent steel engravings. Since 
leaving the office appliance field he has been engaged 
in the business of tobacco and smokers’ accessories, 
a calling which has been actively pursued by the 
Drucquer family for more than 100 years. Probably 
the last call Mr. Drucquer made before boarding the 
City of San Francisco was the exhibit of McDonald 
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Business Carries on Better 


with Shaw-Walker Products 


OR many years, Shaw-Walker, through its nationwide 

dealer and branch sales organization, has been telling 
American Business how to save filing cabinet space and how 
to organize records for top-speed finding. 


Today, business men and Shaw-Walker representatives 
are deriving greater benefits than ever, as a result of Shaw- 
Walker’s years of research and educational effort. 


Because offices cannot get all the filing cabinets — and 
personnel — they need, thousands more office executives are 
discovering that from no other single source can they buy so 
many of the record-keeping systems and the supplies that 
are needed to save filing cabinet space and speed work. 


That’s why so many Shaw-Walker dealers are doing an 
abnormal business — even now while the Shaw-Walker steel 
plant, and the vital metals formerly used to fabricate Shayy- 
Walker Fire-Files, the New Low Desk, Wobble Block Visibié’ ~ 





and hundreds of other time-savers are producing “life savets™ 
for the armed forces of the United Nations. 


SHAW-WALKER 


Home Office, Muskegon, Miche 


, Built Likea 
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LARGEST EXCLUSIVE MAKERS OF OFFICE FURNITURE AND FILING EQUIPMENT IN THE WORLD 
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HARTER WOOD CHAIRS 
For War Time Office Use 











% Harter Wood Chairs are exactly what you would 
expect from the leader in the steel chair field. They 
are good looking, well designed, made for comfort. 
They are strikingly like Harter Steel Chairs, especially 
in appearance. 


The Harter Posture Chair—No. W-35, illustrated 
below—is offered with confidence and pride. Here is 
a wood posture chair that has the predominant Harter 
features, including self-fitting adjustments. The seat is 
well cushioned and comfortable; the back rest insures 


positive support. This wood posture chair will match 
up well with any recent steel posture chair, bearing 
the Harter nameplate. 


At the left below is the W-1510, an arm chair that 
is similar to the arm chair in the Universal Suite, 
except as to materials. W-1520, shown at the right 
below, resembles the side chair of the same suite. 
Either will fit in admirably with any installation of the 
Universal Suite. These chairs are modern in design 
and noteworthy for their ease and comfort. 


N.B. Whenever possible please send priority ratings with orders. 





They are needed for scheduling shipments and securing raw materials. 





HARTER CORPORATION 


STURGIS, MICHIGAN 


CHICAGO: 14 Jackson Bivd. 


NEW YORK: 354 Fourth Ave. 








DEALERS PLEASE NotTE: 


THESE CHAIRS RESEMBLE }, 


THE WELL-KNOWN HARTER STEEL LINES 





* BUY UNITED STATES WAR BONDS FOR VICTORY *& 
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(THE GUEST BOOK—Continued) 
Products Corporation at the Gift Show in the Palmer 
House, whose wares are known to many dealers. 


Paul A. Kegevic of Lansing, Il., called on Lincoln’s 
birthday. Mr. Kegevic has had an interesting career. 
Born in Chile, he has been in the United States for 
about fifteen years and during all that time has been 
in the office equipment and supply business. In the 
latter part of 1941 he made a trip to Chile and has 
thoughts of seeing much of South America after hos- 
tilities cease. As to when that might come about his 
ideas are optimistic. 


A. S. Perry, Jr., of the Wholesale Stationery Division 
of Carpenter Paper Company, Oklahoma City, signed 
the Guest Book February 12. The purpose of his visit 
in Chicago was to buy merchandise, several days being 
spent in contacting various manufacturers. Mr. Perry 
participates in association activities, finding time to 
attend meetings both district and national. 


E. J. (Gene) Mitchell, manufacturers’ representative 
of St. Louis, signed the Guest Book on Washington’s 
Birthday. In town to attend the school supplies con- 
vention the week preceding, he remained in Chicago 
long enough to make some calls before resuming his 
swing through the territory. At the convention he 
presented OFFICE APPLIANCES with a letter he had re- 
cently received from Sergeant Pete Masterson, a 
former middlewestern traveler, which appears else- 
where in this issue. 


Harry Tehan of Higgins Ink Company, Inc., affixed 
his name to the Guest Book February 23. As usual, 
Harry was on a busy schedule including meetings in 
Springfield, Mass., and Boston, the school supplies 
convention in Chicago, and calls in Dayton, Pittsburgh 
and several Canadian cities before returning to Brook- 
lyn. Mr. Tehan gives liberally of his time to associa- 
tion activities. His friends are legion. He is a clear 
thinker on industry problems. 

* 7 * 


AT THE PALMER HOUSE 

Norman Pearce of Eberhard Faber Pencil Company 
visited with a member of the OFFICE APPLIANCEs Staff 
February 5 on the fourth floor of the Palmer House, 
the scene of so many stationery gatherings. Norman 
was in Chicago to manage the Eberhard Faber exhibit 
at the Chicago Merchandise Fair. He reported a de- 
mand from dealers so great as to keep him occupied 
each day of the fair until late in the evening. Chicago 
is old home to Norman, since prior to becoming a 
member of the home office staff he managed the 
Chicago branch. 


E. F. McDonald and H. J. Smith of McDonald Prod- 
ucts Corporation, and a representative of this publi- 
cation had a visit at the McDonald exhibit at the Gift 
Show in the Palmer House February 5. The two had 
spent a busy week selling merchandise to visitors in- 
terested in the company’s line of smokers’ articles 
made largely of wood and glass. Formerly a producer 
of metal goods, Mr. McDonald cheerfully shifted to 
wood as soon as metals became critical. His principal 
problem, he reported, was producing fast enough to 
keep pace with demand. After a stop-over at Buffalo, 
Mr. McDonald expected to go into New York where 
both he and Mr. Smith would be in attendance at the 
Gift Show in that city. 


Boyd Campbell of the Mississippi School Supply 
Company, Jackson, Miss., and a representative of this 
journal met for an exchange of greetings at the school 
supplies convention. Mr. Campbell served well as 
toastmaster at the regional meeting held in Jackson 
last April. 


Eddie Le Blanc of Office Equipment Company, Louis- 
ville, and Mrs. Le Blane were guests of Arthur Barth 








PROGRESS... 


Never before in the history of our country have 
the American people been more vitally interested 


in the progress of the world at large. 


All Americans rejoice in the progress of the armed 
forces of the Allied nations—and all America 
wants the assurance that the same progress will 
be exemplified in the establishment of a per- 


manent peace after the fighting is over. 


We of Steel-Age are glad to have a part in con- 
tributing our share toward the progress of pro- 
duction effort now. You, our Steel-Age dealers, 
will be pleased to know that we are also making 
progress in our plans to meet the post war de- 


mands you will have for Steel-Age equipment. 


So, in our actions and in our thoughts let us 


progress together. 
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6 DIFFERENT 
applications 
will highly satisfy 
every demand 
and every user. 


Convince 
yourself. 


Write for 


LIST PRICE 
No. 100 —1" 
$10.00 per M. 
No. 102—2" 
$11.50 per M. 
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(THE GUEST BOOK—Continued) 
and George Litchfield of the Jasper Chair Company 
at the banquet of the school supplies convention. 
William Kelly, president of Office Equipment Com- 
pany, was in attendance but was obliged to leave early. 


Harry Tehan, sales manager, and Bert Cholet, ad- 
vertising manager of Higgins Ink Company, and sev- 
eral members of the Orrice APPLIANCES staff visited at 
the school supplies convention. Mr. Tehan arriving 
a day late because of attending the Connecticut 
Valley and Boston meetings earlier in the week. 


John Kolb and Charlie Stoner of C. Howard Hunt 
Pen Company were good enough to set aside a few 
minutes on a busy afternoon for a visit with the 
OFFICE APPLIANCES reporter. Both found their time 
well occupied with school supply distributors. 


* * * 


BY TELEPHONE 


Charlie Consodine of Indianapolis, well known 
throughout the stationery trade, registered by tele- 
phone February 15. Although engaged in recent years 
in another field, Charlie’s interest in stationery re- 
mains as keen as ever. He was active in association 
work both when in office as president of the Wis-IIl 
Club (now Great Lakes Travelers Club) and vice- 
president of National Stationers Association, and as 
a layman contributing his best efforts for the benefit 
of the industry. He was on a trip which included calls 
in Chicago and Milwaukee. 


George Litchfield of the Jasper Chair Company reg- 
istered with the office of this journal by telephone 
February 19. With Arthur Barth, secretary of the 
company, and William Brown, representative of Jasper 
Chair Company, Jasper Desk Company and Jasper 
Cabinet Company, he was attending the Jasper Chair 
Company exhibit at the annual convention of the 
National School Supplies & Equipment Association at 
the Palmer House. 


* + * 
AT THE CHICAGO UNION STATION 

T. W. Norris, of Columbian Art Works Company, 
hurrying from a visit with Harry Horder at the head- 
quarters of Horder’s Stationery Stores one block west 
of the Union Station, hailed the writer of these lines 
on his way through the station to board the Hiawatha 
for Milwaukee. The visit of necessity was brief. Mr. 
Norris expressed satisfaction at developments in com- 
pany products which eliminated the use of critical 
materials. 

2 —___— 


NORTHWEST TRAVELERS NOTES 


By H. J. Stephens, Correspondent 





LeRoy W. Johnson, former manager of the Eau 
Claire Book & Stationery Company store at Eau 
Claire, Wis., who went into the Army last November, 
recently spent a few days at home on furlough... . 
James M. Parrott, formerly with Matt Parrott & Sons 
Company, Waterloo, Ia., and a son of ex-Governor 
Jim Parrott, who entered the Army in December, has 
won his corporal’s chevrons, and is now acting ser- 
geant with his outfit, which is stationed at Camp 
Phillips, Kans. . . . Word has been received from 
Lieut. Robert S. Jerue, formerly of McClain & Hed- 
man Company, St. Louis, Minn., that he is safely 
“somewhere in England” and in splendid health... . 
Gene Mitchell recently received a letter from Sergt. 
P. C. Masterson, formerly with the Acco Products Com- 
pany, from “somewhere in Africa,” saying that Pete 
is getting along fine, and wants to be remembered 
to all his friends. .. . Bob Valleau, well known manu- 
facturers representative of St. Paul, Minn., recently 
had to spend another three weeks in the hospital, 
but is now back at home recuperating. .. . Birthday 
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The manufacturing ingenuity 
and engineering skill which 
have made our country famous 
will see to it that American 
industry is kept rolling on with 
no loss of efficiency, despite 
the necessary restrictions on 
the use of steel. The Art Steel 
Company presents the WOOD- 
MASTER series of office aids 
designed for war-time urgen- 
cies as its contribution to this 


program. 


Illustrated folders for every Woodmaster 
product, giving details, specifications and 


prices are available on request. 


mee @'EEL SALES 
300 EAST 145th STREET 
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OFFICE AIDS 
FOR Greater 


OFFICE EFFICIENCY 















The WOODMASTER series of 
office aids is ee 
to replace pra 
letlek: item a Bae 
able in steel. No need to “do 
without.” No need to impair 
the efficiency of bp our organi- 
zation. WOODM STER prod- 
ucts are engineered, 
sturdily built handsome in 
appearance. They will “do the 
job" required them with 
perfect satisfaction. 


Woodmasler 


S E R 


CORPORATION 


© NEW YORK, WN. Y., U.S. A. 
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Making Good ...at a DESK JOB! 
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No. F3066 


When our country found itself at war, Uncle Sam didn’t dream of the 
vast amount of essential desk work that would be required. Overnight, 
government agencies, the armed services and war industries demanded 
the tools of business. And so, Uncle Sam working at his countless desks. 
began to draft the plans for America’s war effort. That pattern continues 
with ever increasing emphasis. 

We know that great numbers of JACKSON DESKS are participating in 
the fight for freedom. We are proud that our desks have “teamed-up” 
with Uncle Sam in his greatest enterprise in history—— winning this war 

. and making Good at the job. 


JASPER OFFICE FURNITURE CO. 
JASPER, INDIANA 


Hoob S. R. Evans, 421 Hampton Court, Athens, Ga. 

Howard Maley. 115 Tarbell Ave., Bedford, Ohio 
OFFICE FURNITURE tL. 4. McDaniel, 2718 Cockrel! Ave., Ft. Worth. Tex 
Charies L. Pettibone, Bedford, Ohio 


REPRESENTATIVES: 
James H. Davison, Hotel Figueroa, Los Angeles, Cal 
Marion V. Follin, 220 Fairbanks Road, Riverside, t!! 
George 8. Wray, 130 W. 42nd St., Room 819. New York 
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greetings to Cliff Talty of Poucher Printing & Litho- 
graphing Company, Minneapolis, Minn., who chalked 
up one more on February 6... . Mrs. Gladys Berquist, 
wife of Harry Berquist of Boorum & Pease Company, 
recently was forced to undergo an emergency opera- 
tion, and is in a hospital in Sioux City, Ia. Best wishes 
are extended to Harry and Mrs. Berquist for her 
speedy and complete recovery. ... The Mid-West Press 
& Supply Company, Sioux Falls, S. D., is expanding 
into larger quarters in the Wilson Terminal Building 
in which they now are located, thus acquiring much 
needed additional space to accommodate their in- 
creased business. 
a 
VERNON R. EVANS COMPANY OF UTICA TAKES 
LARGER QUARTERS 

Shortly after the New Year, the Vernon R. Evans 
Company, office supply and equipment dealers in Utica, 
N. Y., occupied a new and larger store at 28 Bank 
Place which makes it possible for the concern to better 





SS Sa : 
NEW EVANS STORE IN UTICA 


handle its increased stock. The old store was at 138 
Blandina Street. 

Simultaneously with the change, announcement was 
made that Vernon R. Evans, head of the firm, has been 


elected chairman of the Retail Merchants Council of | 


the Utica Chamber of Commerce. Voting was con- 
ducted by mail by the chamber’s members. 


io 


ATLAS OFFICE SUPPLY EXPANDS 


The Atlas Office Supply Company organized in 
Houston, Tex., by John K. Stone a relatively short 





time ago, recently moved into larger quarters. The | 


business is now established in a ground floor space 
with increased facilities and greater conveniences for 
customers. 
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WALSH-HOLTON 

Herbert J. Walsh, sales representative of the Ace 
Fastener Corporation, Chicago, and vice-president of 
the Field Division of the National Stationers Associa- 
tion, was married to Miss Gladys Holton of Chicago 
on February 17. Following the ceremony the couple 
left for a two weeks’ vacation trip. They are now at 
home at 4632 North Keating Avenue, Chicago. 


CONNELLY-NORDMAN 


Joseph I. Connelly, assistant vice-president of the 
Higgins Ink Company, Inc., and associated with the 
company for more than forty years and Miss Henrietta 
Nordman of Sparta, N. J., were married February 12. 
The ceremony took place at St. Raymond’s Church in 
Linbrook, Long Island, New York. 
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IMAGINE a room so still that all you can hear is the beating of 
your own heart. A room as quiet as the depths of the sea—as 
silent as the stratosphere. It is double-walled and spring-sus- 
pended. Inside, you have a feeling of absolute deadness. 

The soundless room we’re talking about is in the Dictaphone 
Research Laboratory at Bridgeport, Conn. 

What a place to put history’s prize renegade! Here he could 
meditate upon his crimes. With no sounds but those made by 
his own misbegotten self, each slightest move would be accu- 
sation, each whisper a shout of the vengeance to come. 

Frankly, we don’t think a man with much on his conscience 
could stay sane for long in the Soundless Room. 





“HITLER COULDN’T\STAND IT 


7c 


; 
| 





We may never have a chance to try it out on Der Fuehrer, but 
here at Dictaphone we're using the Soundless Room every day 
for his undoing. In this pool of profound quiet, some of the 
world’s leading sound engineers are working to perfect new 
acoustical devices, some for war use, others for peace-time 
development. 

All the experience these sound scientists have gained through 
years of research on dictating equipment is now at Uncle 
Sam’s disposal, to evolve better ways of recording and repro- 
ducing the human voice to meet the exacting requirements of 
the Army, Navy and vital war services. 

When peace comes, this same skill and experience will make 
these new conveniences and services available to all business. 


Dictaphone Corporation, 420 Lexington Avenue, New York. 


DICTAPHONE 


ACOUSTICORD DICTATING EQUIPMENT 
ELECTRICORD RECORDING EQUIPMENT 


The word DICTAPHONE i the Registered Trade-Mark of Dictaphone Corporation, 
Makers of Dictating Machines and Acecssorics to which said Trade-Mark is Applicd 
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lr WAS an Acco Fastener. Today it is just 


a piece of metal at the service of our Govern- 
ment, to be used in whatever capacity will 


contribute most to the war effort. 


If the Government wants it to build more 


ships or shells or tanks or planes—there it 
is. If the Government feels that it will serve 
better in its old form as a time and labor 


saver or efficiency producer we are glad to 


supply it. 


We can't take any credit for this. Nor can 
you. It is just one of the things we are all 
glad to do when Our Country is at war. It is 
something nearly every manufacturer is doing 

something every one of your customers 
should appreciate. It is giving up the things 
we'd like to have for a little while instead of 
permanently, It is the surest way to guaran- 
tee that Acco Fasteners and other Acco Prod- 
at your service again when 


ucts will be 


Victory is won. 
x ee 


ACCO PRODUCTS, INC. 


39th Ave. & 24th Street Long Island City, N. Y. 
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PAUL R. MATTHEWS RETIRES BUT HIS SON 
KEEPS BUSINESS IN FAMILY 
The stationery and office equipment business of 
Matthews Brothers, Inc., Wilmington, Del., now is 
headed by the third generation of the Matthews fam- 
ily. Effective the first of the year, Paul R. Matthews, 
president and sole owner, announced his retirement 
to be succeeded in both capacities by his son, John S. 
Matthews, who literally grew up with the business. 
Started in 1920 by Paul R. Matthews and his father, 
the late John A. Matthews, the business has recorded 
a steady and healthy growth. First quarters consisted 
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Here is the uniquely designed main 
store of Matthews Brothers, Inc., at 
105 West Ninth Street, Wilmington, 
Del. Completely remodeled in 1940, 
the exterior is black structural glass 
with chased metal trim, and the in- 
terior is arranged for full display of 
all merchandise in every department. 


of 750 square feet on Orange Street in Wilmington, but 
now the firm has more than 5,000 square feet in an 
ultra-modern building at 105 West Ninth Street, and 
a three-story warehouse and office furniture store 
containing 12,000 square feet at 209 Market Street. 

The retiring president is well known in Wilmington, 
and, aside from business, is noted for his collection 
of antique guns and pistols. 

John S. Matthews is a graduate of Wilmington high 
school and Beacome College, is married and has three 
children, and is a member of the Junior Chamber of 
Commerce and the Brandywine Business Men’s Asso- 
ciation in Wilmington. 

eee 
BOSTON FIRM IN 110TH YEAR 

Nineteen forty-three marks the 110th anniversary 
of the establishment of Thomas Groom and Company, 
nationally-known Boston organization. 
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LYON TIME SAVERS 
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ALTON SHOP EQUIPMENT 
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LYON PUBLICATION and 
DIRECT MAIL PROMOTION 


Lyon Distributors are getting sales action... lots of it... 
out of Lyon’s complete coverage of war plants with con- 
sistent national advertising and powerful direct mail 
‘“‘ammunition.’’ In fact, Distributor Sales of Lyon Shop 
Equipment and Lyon Storage Equipment (Engineered Ea iby 
in Wood for the duration) are now at an all-time high. ‘ 
Take full advantage of the usefulness 
of Lyon Products and the effectiveness 
of Lyon advertising by reminding your 
customers that you handlethese produc- 
tion - accelerating Shop and 
StorageEquipment items.Mail 
coupon for full particulars on 
Lyon sales promotion de- 
signed to work for you. 


LYON 


METAL PRODUCTS, INCORPORATED 


2803 Madison Avenue, Aurora, Iilineis 


Branches and Distributors in All Principal Cities 
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LYON STORAGE LQUIPMmEN 
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General Offices : 





LYON METAL PRODUCTS, INCORPORATED 
2803 Madison Avenue, Aurora, Illinois 





[] Send details of Lyon advertising and 
merchandising co-operation. 


[_} Also catalogs covering Lyon Shop Equip- 
ment and Lyon Wood Storage Equipment. 


Name : : : seal 
Address : 


City State wii 
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One Out of Four 


© We in the typewriter industry are 


proud of our wartime mission. The 
fact that for the first time in history, 
used typewriters are taking the place 
of new ones on the battle and produc- 
tion front, is a fitting tribute to the 
efficiency of rebuilt machines. 


@ For 32 years, dealers everywhere 
counted upon our big, complete stock 
— it was a dependable and profitable 
source of supply. The same condi- 
peneessceloN tions prevail today in a modified way. 
TE We’re always eager to assist our 
dealer friends if the machines desired 
are available. But even when our 
stock is completely gone, we will still 
be here and we hope that no dealer 
will hesitate to write us for informa- 
tion, assistance or advice. In_ the 
meantime, we'll carry on and look 
ahead to Victory when once again, 
International Typewriter Exchange 
will be 


‘*America’s Largest Independent 
Wholesaler” 








INTERNATIONAL TYPEWRITER EXCHANGE 
W. F. (Bill) Clausing 


GENERAL OFFICE, WAREHOUSE AND FACTORY 
231 WEST MONROE ST. 


Southeast Corner Franklin & Monroe Sts. CHICAGO, U. S. A. 
es 





TERR PORTE 
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J. E. (JIM) MOIR RETIRES FROM BROWN 
BROTHERS, LTD., AFTER 45 YEARS 


With appropriate ceremonies, J. E. (Jim) Moir re- 
tired from the organization of The Brown Brothers, 
Ltd., Toronto, office equipment dealers and distribu- 
tors, at the conclusion of 1942. He had piled up a 
record of forty-five years of service, the last twenty of 
which were as manager of the Brown stationery 
department. 

In announcing Mr. Moir’s retirement on a pension 
basis, Brown Brothers presented him with a wrist 
watch engraved with his long record of service, and on 





J. E. (IM) MOIR 





January 7 at the Royal York Hotel in Toronto he was 
the guest of honor at a dinner given by several of 
his older associates who gave him a set of pipes. Those 
in attendance at the dinner represented a total of 
541 years of service with the firm. 

“Jim” Moir was well known in the stationery trade 
both in the United States and Canada and was a 
familiar figure at national conventions. He joined 
Brown Brothers in 1898 and for many years was a 
traveling representative in the Montreal and Ottawa 
territories. Becoming manager of the stationery de- 
partment in 1921, he succeeded George Roden. Because 
of the exigencies of the war, he covered much of his 
old territory in the last year. 

————o = 2 


VISIBLE INDEX CORPORATION ELECTS 
THREE NEW DIRECTORS 
Richard A. Hutchinson, Herbert M. Prior and Einar 
Hammer have been elected directors of the Visible 
Index Corporation, 535 Fifth Avenue, New York, manu- 
facturers of Visirecord keeping equipment. Mr. Hutch- 
inson is vice-president of the Studebaker Corporation; 


Mr. Prior, vice-president of the Continental Bank and | 
Trust Company, and Mr. Hammer, president of L. W. | 


Minford and Company. Business of the Visible Index 
Corporation has increased 714 per cent in the last two 
years, it is reported by Herbert Weston, president. 
E. C. Norrington is the corporation’s vice-president, 
and John H. Logan is secretary-treasurer. 

—— 9 9 


NATION-WIDE DRIVE TO CURB ACCIDENTS 
SPEEDED IN FOURTEEN BIG CENTERS 

In a five-week 9,000-mile coast-to-coast tour in Jan- 
uary and February, which included fourteen of the 
country’s most important industrial centers, leaders 
of the War Production Fund to Conserve Manpower 
and the National Safety Council mobilized local safety 
groups and gave notable impetus to the national cam- 
paign for accident prevention to cut down the drain 
on war production through lost man-days. 

Heading the tour were William A. Irvin, national 
chairman of the fund, and Col. John Stilwell, presi- 
dent of the council. They assisted in setting up ma- 
chinery for community drives against accidents in in- 
dustry, business, homes, schools and highways, with 


Their Job Has 
Been MAGNIFIED Too 


IN PEACE TIME, paper clips, pins 
and staples did well the job for which 
they were designed. Perhaps we 
have been prone to accept their func- 


tion too casually. 


MODERN WAR, accompanied by 
vast amounts of paper work, imposes 
still greater responsibilities on paper 
fastening devices—in the armed serv- 
ices, government bureaus and war 
industries. With current govern- 
ment restrictions reducing permitted 
consumption of steel, our diminished 
output must be devoted solely to 
these vital war needs. Under these 
circumstances, consideration can 
only be given to orders supported by 


the highest priority ratings. 


VATIL 
MANUFACTURING 


COMPANY 


900 E. 95th St. 


Chicago, IIl. 
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FOR BETTER... 


SIBILITY 


Filing departments demand peak 
efficiency today. Fast and accurate 
filing and finding with records are 
important for proper co-ordination 
of management and control. Speed 
your efforts by using this superior 
type of magnified index control. 





BARKLEY /2Z:iUc TAB INDEXES 


Molded of a durable plastic they 
are designed to give magnified plus 
angled visibility. Index tabs are vis- 
ible the full drawer length. No 
stooping or craning to locate the 
desired record. Smooth contoured 
surfaces prevent possible injury to 
records or operator. Furnished in 
six crystal clear colors in four tab 
sizes. 






Send for samples and 
additional information. 





BARKLEY & CO. 


ESTABLISHED 1921] 
Mai 
517 S. JEFFERSON STREET 


i 1. 


tlin® Supplies 
CHICAGO, ILL. 





OFFICE APPLIANCES 


industries contributing directly to the war effort the 
focal points of the effort. 

Evidence of the daily need for a completely co-ordi- 
nated safety program, the War Production Fund points 
out, is the toll of 52,000 workers killed in 1942 and 
4,400,000 injured. The resulting loss to war production 
from these accidents was nearly 500,000,000 man-days, 
the production result of which might have outfitted 
upward of 200,000 troops or built a fleet of merchant 
ships to carry supplies to American fighting men 
throughout the world. 

The War Production Fund was organized with Wash- 
ington approval to finance a $5,000,000 wartime ex- 
pansion of the National Safety Council. 

igiliatignaniieiiin 

PROGRESS OF TYPEWRITER PROCUREMENT 

America’s typewriter dealers received a hearty pat 
on the back in an article in the February issue of 
Nation’s Business devoted to a discussion of the success 
—or lack of success—of the government’s typewriter 
procurement program. 

Pointing out that WPB’s campaign “to recruit 600,000 
typewriters from civilian duty and send them to war 
has reached a quarter of its goal,” the publication said: 

“It has taken six months to collect the 150,000 col- 
lected so far. 

“The drive has one great asset and one serious draw- 
back. The asset is the all-out co-operation of the 
nation’s typewriter manufacturing and distributing 
concerns. They have reversed the direction of the 
sales organizations to do a collection job. 

“The drawback is a feeling on the part of many 
persons asked to give up typewriters that Washington 
already has enough of them.” 

But, as Nation’s Business reports, this “antipathy 
is misdirected,” and here is a point to be remembered 
by typewriter dealers and salesmen who are using their 
persuasive ability to get their customers to sell their 
machines instead of buying new ones. The article 


| continues: 





“Directors of the drive declare that not a single 
typewriter collected will join the clatter of Washing- 
ton’s non-war administrative agencies. Everyone will 
go to one of the armed services, to the Maritime com- 
mission or, through lend-lease, to an ally.” 

— —>-—___—_——_ 
COLUMBIA BRANCH MANAGERS HEAR NEW 
PLAN TO AID DEALERS 

Practically all branch managers of the Columbia 
Ribbon & Carbon Manufacturing Company met re- 
cently at the main office and factory, Glen Cove, Long 
Island, to perfect plans, in the making for some time, 
to aid dealers who are feeling the shortage of man- 
power on their sales staffs. At the conclusion of the 
gathering, the company announced: 

“With ribbon and carbon business booming because 
of the great demands of wartime business, such busi- 
ness can be handled with comparative ease by dealers 
using the new Columbia sales plan which more than 
offsets sales losses in other lines which dealers no 
longer are in a position to stock and sell.” 

In attendance were R. C. Moore, western sales man- 
ager, Kansas City; D. E. Stephens, Milwaukee; C. R. 
Land, Chicago; C. K. Page, Detroit; R. R. Hengge, 
Cincinnati; G. W. Reid, Pittsburgh; E. L. Carter, 
Philadelphia; H. M. Trowern and S. A. Armstrong, 
New York, and A. B. Holmes, H. B. Holmes, Frank 
Nichols and T. G. Duggan, Glen Cove. 

Immediately after the session, A. B. Holmes, who is 
president of the company, left on an extended trip 
to visit dealers throughout the South. He planned to 
visit Knoxville, Chattanooga, Nashville, Birmingham, 
Memphis, New Orleans, Jacksonville and Atlanta. 
o—e ee 

RISING PAPER APPOINTS AD AGENCY 

J. M. Mathes, Inc., New York advertising agency, 
has been appointed to handle the magazine and trade 
journal advertising of the Rising Paper Company, 
Housatonic, Mass. 











MARCH, 1943 
















L | it ADDING MACHINE CO 


GENERAL OFFICES ANO FACTORY 
3900 N ROCKWELL sf. 
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March 1, 1945 


» TELEPHONE KEYSTONE 6210 


TO ALL VICTOR DEALERS: 


We are sorry that we can't supply all the Victor adding 
machines you would like to have. Uncle Sam, you see, needs 
most of our facilities for war work. We can, however, help 
you more from the standpoint of service than ever before. 


As we all know, the curtailment of adding machine produc— 
tion has already thrown a great burden on existing equip-— 
ment. In addition, "point rationing" will double figure 


work. 


For you, this condition provides an excellent profit oppor- 
tunity in keeping present equipment operating at peak 
efficiency. For us, it is a responsibility—both to you 
and to your customers—-to be of utmost assistance in this 


unprecedented job. 


We are prepared to help you, not only in the ordinary run 
of repair work, but in rendering a more complete service— 
with proportionately greater revenue for you. 


For example, we can build the direct subtraction feature 
into some of the older Victor straight adders. In other 
cases, where customers are stepping up their business tempo 
to meet wartime needs, we can install rebuilt electric 
motors in hand-operated machines. 


These are just two examples of a program we have drawn up 
to help you expand your service functions. If you would 
like to know more about this program, we will be happy to 
send you complete information. 


Very truly yours, 


President 


ROBuehler: re VICTOR ADDING MACHINE CO. 
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Today ... with our country at war, 
vreat responsibility rests on the 
nation’s leaders. These men are 
spending endless hours at their desks 
on both the battle and industrial 
fronts. 
These executives merit seating com- 
fort... it is for men like these that 
Wells Office Furniture Co. makes this 


hig, comfortable, executive chair. 
No. 3608 Executive-Tilt 

and Swivel-Arm Chair. ei 
Oak or Walnut finish. jjicr price 


No. 3610—Arm Chair 8 QpO0 


to match 





LIST PRICE 


Upholstered seat and back with high grade 
leatherette covering in the following colors: 


maroon, tan, green, red, brown, blue. 


TS oman 


Catalog will be mailed on request 


MANUFACTURERS 
CHAIRS . DESKS . FILES . TABLES 





OFFICE 410-12 SOUTH 
WAR FURNITURE Uy WELLS ST. 
COMPANY CHICAGO 
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LONDON NOTES AND NEWS 
(Continued from page 42) 


after the war, and the demand will largely depend on 
the volume of export trade and the elimination of un- 
certainty from the mind of British industry. Uncer- 
tainty or lack of confidence may arise from many 
causes. One of them is the international rates of ex- 
change and the industry should give consideration to 
this question, and similar problems. Authority is 


strongly in favour of commercial communities think- | 


ing out their various problems and placing their views 
before the department concerned. 


Speaking of the post-war position, it is quite likely | 
that in due course channels will be created through | 


which the views of industry will be sought. If the 
problems to be discussed concern an individual indus- 
try, then its responsible group should be an organiza- 
tion in a position to speak for that industry. If the 
problems cover a wider field, the organization should 
be so framed that it could represent the views of a 
broad section of the industry or of the industry as a 
whole. If machinery is set up for the interchange of 
views and discussions with industries, Lord Forres sug- 
gested that members of the office appliance industry 
turn over in their minds what type of organization or 
organizations they would recommend if the problem 
is put to them.—SSE 
—— 2 
VICTORY TAX FOLDER BUILDS GOODWILL FOR 
SAN ANTONIO FIRM 


Maverick-Clarke of San Antonio, Tex., have created 
considerable good will in their térritory through the 
distribution of a four-page folder listing the amounts 
of wage deductions prescribed by the U. S. Revenue 
Act of 1942—the Victory tax. 

The first page lists deductions on weekly pay-rolls 
in sums ranging from $12 to $200. Page two lists de- 
ductions for bi-weekly payrolls with wages ranging 
from $24 to $500. Pages three and four are similar 
except that the deductions are for semi-monthly 
and monthly payroll periods. The information is 
printed on page sizes of 3x7, the data being in the 
center with one and one-half inch borders in blue on 
which are printed sales messages listing the various 
services and merchandise featured by this firm. 

These folders have proven of real value to book- 
keepers, cashiers and other workers, harassed by ad- 
ditional work and more tax reductions, and, since 
these workers often have a deciding voice in deter- 
mining where office equipment and supplies shall be 
purchased, they have done much to increase sales 
for this firm.—BCR. 


BLACK 
_ PHOTOGRAPHS 
BEST 








NEW V-MAIL WINDOW DISPLAY.—This new five-color lay- | 


out of the W. A. Sheaffer Pen Company not only promotes 
the V-mail idea but shows in a simple manner how the 
recipient of a V-mail letter gets but a miniature of the original. 
which is all the more reason for using an ink such as 
Sheatfer's V-black Skrip to give sharp, contrasty legibility. 
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FOR RECORD CARDS 


aa 





IBM 
CARDS 
* 


FINGER 
PRINT CARDS 


TIME CARDS 


a 
5”x3” CARDS 
6’x4” CARDS 
8’x5” CARDS 
9”x6” CARDS 






THE STA-Titp 
COMPRESsop 





The Sta-tite Compressor is posi- 
tive in operation and will hold 
cards in file even if drawer is 
inverted. Is only 34” thick and 
removable without the use of 
tools. 


PERMA-BILT Filing Equipment is a quality line and is built 
to give years of sotitectns service—it is not a duration 
product. The sidewalls and backs of cases are made of 
smooth surface tempered Masonite. The tops are of 
smooth Masonite and LOCK INSIDE of section. The 
drawers are made of selected hardwood and are con- 
structed with interlocked corner joints and have slotted 
bottoms. All cabinets are standard size, 37!/4,” wide by 
24!/."” deep—you may obtain any desired combination of 
drawer sizes. 


WRITE FOR DETAILS AND PRICES 


PERMA-BILT EQUIPMENT CO. 


HANNA BUILDING * CLEVELAND, OHIO 


DERMA-BILT 









NATTA TENTH 
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© When it's SPEED You Want 
in Wartime Systems Work 
you can't beat the... 


EX-O-giaph 





FLUID TYPE DUPLICATOR 





The REX-O-Graph prints INSTANTLY—up to 100 
copies the FIRST MINUTE—from quickly typed, 
handwritten or drawn master copies! Just drop the 
Master copy in the handy slot and START TURN- 
ING! That's SPEED that can't be equalled... . 
Good reason why the REX-O-graph is favored for 
War Industry, Army, Navy, Marines — wherever 
orders, reports, communications must get into many 
hands FAST. Exclusive 100°/, Roller Moistener is 
only ONE feature that avoids wasted time, paper 
and fluid. 


REX-O-GRAPH Sales and Service in 


CHICAGO—Schuster and Ward, Inc., 324 S. Jeffer- 
son St. 


WASHINGTON, D. C.—Rex Equipment Co., 3820 
Garfield St., N.W. 


Ask for the dealer's name in your city. 


Above—M ode! MF with 
"Quick-Change'’ Master 
Clamp. Available to In 
dustry with priority ratings 


WRITE FOR DETAILS AND PRICES 
on REX-O-Graph complete line of 
Duplicators, Supplies, and the 
RADICALLY DIFFERENT REX-O- 
Graph PRINTED MASTER SETS. 


31> Come VAL es 


3727 NORTH PALMER STREET 


MILWAUKEE  %& WISCONSIN 
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L. L. BROWN PAPER COMPANY APPOINTS 
DISTRIBUTORS IN THREE CITIES 


The L. L. Brown Paper Company, Adams, Mass., has 
appointed distributors for its products in two Eastern 
cities and one in the Midwest. . 

In Kansas City, Mo., the Butler Paper Company 
has been named to handle Greylock ledger. This line 
is being stocked in addition to L. L. Brown’s line ledger 
which the Butler company has distributed for a 
number of years. 

In the metropolitan New York area, the Baldwin 
Paper Company has been appointed distributor of 
Advance linen ledger and Advance bond, Brown’s fine 
ledger and Greylock ledger. 

The Rourke-Eno Paper Company, New Haven, Conn., 
henceforth will handle Escot ledger and machine post- 
ing, and also Greylock ledger. 

‘ edit = 
KELLEY IS GIVEN NEW WPB DUTIES 

William H. Kelley, Tiffin, O., former sales manager 
of the Tiffin Art Metal Company, has been placcd in 
charge of all branch offices of the Steel Recovery Cor- 
poration by the War Production Board which he joined 
three months ago.—AK 

ae 
HARRY M. PEARSON MADE W. & J. SLOANE 
ASSISTANT VICE-PRESIDENT 

W. E. S. Griswold, Jr., president of W. & J. Sloane, 
New York office furniture manufacturers, has an- 
nounced the appointment of Harry M. Pearson as 
assistant vice-president. Joining the company in 1933 

















HARRY M. PEARSON 


as a member of the sales staff of the contract division, 
Mr. Pearson became manager of that division and 
handled extensive contracts for furnishing offices, 
hotels, public buildings and ships. In addition, Mr. 
Pearson’s department now is handling important war 
contracts for furnishings and joiner work for the Navy 
and Maritime Commission and for glider wings for 


| the Army. 
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RAND McNALLY OFFICIAL TELLS PROBLEMS 
OF MAP MAKING AS SALES SOAR 


Sales of maps and globes went into high gear when 
the Germans attacked Poland in 1939, soared to 500 
to 600 per cent over pre-war levels when the Japs 
attacked Pearl Harbor, and have held at the new high 
level ever since, reported H. H. Woodworth, an official 
of Rand McNally & Company, Chicago, in an interview 
in the Chicago Sun. 

Mr. Woodworth said that distribution difficulties 
which hindered available map supplies at the end of 
1941 to a greater extent than did production difficulties 
now largely have been overcome. Steel and plastics 
which were used in the making of globes have been 
replaced with plaster, cardboard, wood and glass, he 
said, and machine made globes have replaced many 
handmade globes of pre-war years. 

“We believed that war was coming and we had made 
every effort to stock our dealers,’ the Rand McNally 
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To Our Many Fri 
Unable To Obtain Adequate Supplies 


For the past several months the cellophane tape 
faced with two developments: 


industry has been 





First: A tremendously increased volume of 
war business (currently absorbing 
most of our capacity) 
second: A growing scarcity of those mater- 
jails from which good cellophane tape 
can be made for non-war orders « 
under these conditions » the Texcel available for 
non-war uses 48 but a mere trickle © our no 
capacity ~~ so small, in fact, that it has been 
necessary for us © aiscontinue the production of 
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MICHIGAN 4 eontributions 
to the War Effort 


Michigan’s No. 162 NT desk uses the Senglide mechanism. 
Sturdily built and easily operated with a minimum of effort. 





A Beautiful Chair 


No. C1l28U— 


Comfortable. convenient and built to give vears of serv- : 
al : £ ; Patent applied for. 








ice. Quality is first consideration. 
List price $22.00 without cast- 
ers F.O.B. Grand Rapids, 
Michigan. Casters will be fur- 
nished on acceptable priori- 
ties at small extra cost. 


Seat dimension 16x16”. The height is adjustable 114 
inches, while the back can be made to fit any posture 
simply by loosening a thumb screw. 


All Michigan Swivel chairs are shipped with removable 
feet. Casters easily inserted in place of dowel in foot. 


ASK FOR OUR NEW CATALOG AND 
FAMILIARIZE YOURSELF WITH 
MICHIGAN’S LARGE LINE 


MICHIGAN DESK COMPANY 


GRAND RAPIDS, MICHIGAN 
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executive continued. “After the Germans overran 
Poland they went home and sat down for a while. 
Then they raced through France. It will be remem- 
bered that each of these campaigns was over in about 
thirty days.” 

These two campaigns, he said, were the last chance 
the map makers had to prepare special maps of the 
areas over which battles were raging. As the conflict 
spread over a large part of the earth’s surface maps 
covering more than localized areas became necessary. 

“People stopped buying many maps after the Polish 
and French campaigns because radio commentators 
and columnists kept making jokes about the speed 
with which Hitler was changing the maps,” Mr. Wood- 
ward said. “The speakers and writers were wrong. The 
maps haven’t needed changes because even Hitler 
hasn’t changed the boundary lines. He has overrun 
countries but the countries are still there. The maps 
that have been made today will be good for a year or 
two after the war—until the peace makers get new 
boundaries established.” 

Sales of maps which show the physical features of 
the world, and which are more expensive than politi- 
cal boundary maps because they are done in color, 
have increased tremendously, along with sales of 
standard atlases, the map man said. 

mee 

GRAHAM CREDIT UNION CELEBRATES YEAR 

OF SUCCESSFUL OPERATION 

One hundred and thirty-five employees of John W. 
Graham and Company—“If It’s Made of Paper We 
Have It’—of Spokane, Wash., together with their 
friends were in enthusiastic attendance at a banquet 
and entertainment celebrating the completion of the 
ninth year of successful operation of their credit 
union. 

A feature of the program was the election of offi- 
cers. Archie E. Palmquist was chosen president; Mary 
Jane Bourasa, vice-president; Iris L. Rudd, secretary, 
and Florence M. Kirkpatrick, treasurer. 

In the Graham store’s credit union, the funds of 
the employees have been used for a host of worthy 
purposes. In one instance, cited at the annual meet- 
ing, money borrowed by an employee was used to 
defray expenses coincident to the birth of twins. 
Funds of the union now are invested in war bonds 
and savings accounts with an ample sum held ready 
on call to meet employees’ needs.—CML 

a 
NEW SANFORD REPRESENTATIVES 

Maury Mann and Henry Huette are now traveling 
for Sanford Ink Company, Mr. Mann centering his 
activities in Kansas City, Mo., and Mr. Huette in 
St. Paul and Minneapolis. Mr. Mann has been active 
for many years in the Midwest and Northwest Trav- 
elers clubs while covering a rather large territory for 
Automatic Pencil Sharpener Company. Mr. Huette in 
recent years has been covering the Northwest for 
Autopoint Company. He has been a regular attendant 
at association affairs in his district. 

ee 


GLEN CHAMBERS JOINS WEIS MFG. COMPANY 
Glen Chambers, formerly a member of the sales 
organization of the Scripto Manufacturing Company, 
Atlanta, Ga., has joined the staff of the Weis Manu- 
facturing Company, Monroe, Mich., and will cover the 
territory formerly handled by Karl Castle. This com- 
prises Illinois, Wisconsin, Minnesota, Iowa, Nebraska, 
and the Dakotas. Headquarters will be in Chicago. 
At the present time, Mr. Chambers is traveling with 
other Weis representatives to become familiar with 
the line and the company’s policies. 
et 
CAMBRIDGE FIRM IN NEW STORE 
The Allen Stationery Company has occupied its new 
store at 798 Massachusetts Avenue, Cambridge, Mass., 
which is nearly four times the size of the firm’s old 
home, 718 Massachusetts Avenue. 





here’s a growing impor- 

tance to staple merchan- 

dise, such as your Dennison Goods. 
For it is on the still available staple 
items that you must depend in re- 
placing volume lost through war 


restrictions. 


During the coming year, 
we will support your merchandising 
efforts with a national advertising 
campaign in more than a dozen 


prominent magazines. 


To help focus attention 
on you as headquarters for Dennison 


Goods we will continue furnishing 


you point-of-sale display helps and’ 


literature. 


Asa Denn son Dealer you 
will also continue to receive your 
bimonthly copy of ““What Next ?”’ 
with its helpful and store-wide pro- 


motional suggestions. 


Your part of this pro- 
gram is increased effort in making 
impulse sales. By proper display, 
for instance, you can sell two units 
for every one you sold when staples 
were just staples and stayed on a 
shelf! Put your Dennison goods to 


work today on the counter. 
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“EMBARKATION 
FOR (CENSORED) ON 


MARCH 1, AT 12:01 A.M.” 


When such a message is dictated there is 
absolutely NO margin for error. Coordination 
among units of the armed forces must be 
perfect .... or a vital battle might be lost! 
Clarity in reproduction of dictating cylinders 
is a prime requisite. As tests have proven. 
the improved Standard Cylinders achieve top 
ranking on this point. Strength and clean-cut 
grooves give these tested cylinders two other 
outstanding advantages over other cylinders. 
Say “Standard” and get the best. 


Write for your copy of the interesting “The 
Voice of the Dictating Machine.” 


Standard Cylinders 


FOR DICTAPHONES AND EDIPHONES 


STANDARD 
RECORD COMPANY 


104 South Fourth Street, Brooklyn, N. Y. 
Cable Address: Stanrecord 
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RED FEATHER PRODUCTS, LTD., OCCUPIES 
LARGE NEW CALIFORNIA FACTORY 

As a result of a rapidly growing volume of business 
which made necessary increased manufacturing facili- 
ties, Red Feather Products, Ltd., makers of duplicating 
materials, moved its San Francisco factory to Red- 
wood City, Cal., January 18, occupying 25,000 square 
feet of floor space. 

The new building is situated on the Bayshore High- 
way and is of modern daylight construction augmented 
by fluorescent lighting. These and other improve- 
ments have made possible a production increase of 
400 per cent. 

On occasion of the opening of the new plant, H. M. 
Carscallen, president of Red Feather, reported that 











H. M. CARSCALLEN 
. .» Red Feather President 
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PARTIAL VIEW OF NEW RED FEATHER PRODUCTS PLANT. 
.. . 25,000 Square Feet at Redwood City, California. 








SECTION OF NEW LABORATORY 
... All Production Tested 


the concern now is in a better position than ever to 
reach its objective of producing finer stencils and 
duplicating materials. 

“Few users of stencils and duplicating inks have a 
clear idea what is necessary to produce these ma- 
terials,’ Mr. Carscallen said. “Something over twenty- 
seven different items exclusive of coating materials 
are required to prepare a stencil alone before it is 
ready for delivery. 

“In our plant every operator is given a thirty-day 
period of training before being placed on a permanent 
basis. New employees are taken on tours of the fac- 
tory which I personally conduct, explaining every 
manufacturing stage. No employee can be expected 
to turn out good work unless he or she knows why 
they are doing a particular job and is familiar with 
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TAYLOR TYPEWRITER CHAIRS 
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COMFORT AND CORRECT POSTURE 


IN EVERY POSITION => 


The dotted lines above show how the back of 
the TAYLOR Typewriter Chair can be easily 
adjusted to meet every requirement of comfort 
and correct posture. Back can be pitched to 
correct posture position for slender or plump 
operator. Back rest can be lowered to fit tall 
or short operator. At top the tilting back 
support follows the natural motion of the body, 
either when leaning back to relax or sitting 


erect. 
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THE TYPEWRITER CHAIR WITH 
EVERY NEEDED ADJUSTMENT 


By means of a convenient hand wheel oper- 
ating the threaded wood spindle the seat of 
the TAYLOR Typewriter Chair can be 
raised or lowered to any desired position 
with ease and micromatic precision. In addi- 
tion the chair is provided with every other 
adjustment needed to fit the chair to the 
individual operator and insure correct pos- 
ture and utmost comfort. This means 
lessened fatigue and increased work output. 
Engineered from wood and plastic to save 
metal, the TAYLOR Wood Screw Swivel is 
a marvel of smooth, silent and responsive 


operation. 























TOPS FOR WARTIME NEEDS 


No let down in quality—no makeshift in engineering design 
no clumsy substitute for pre-war efficiency, comfort and style 
is represented by the TAYLOR Typewriter Chair, specially 

designed for war time needs. While it conserves vital war ma- 
terials it lacks nothing in easy and complete correct posture 
adjustment, in utmost comfort and in smooth, responsive 
performance that made the TAYLOR Typewriter Chair out- 
standing in pre-war days. 

Its tops for your war time needs because it imposes no sacrifice 

of any advantage you always have had a right to expect in 

a thoroughly dependable typewriter chair. 

Naturally, the demand continues to exceed our production 

facilities and we can make deliveries only on high priorities. 

Again we urge that you send priorities with your orders, which 


will be filled in priority precedence. 


The‘Taylor Chair Company 


BEDFORD, OHIO, U.S. A. ° FOUNDED 1816 
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» WELLS — 


No. 150 Size 50x30” 


No. 160 Size 60x32” 





In use at home and throughout the world Wells No. 100 
"Utility Grade" is giving that built-in service. 


Made in all standard sizes of flat tops, drophead type- 
writer, as well as tables. 





Send for catalog and price list. 
Sold only through established dealer outlets. 


"“WELLS-MADE 
means WELL-MADE" 










No. 24 
32x17—26” high 
No. 24—Oak 
No. 25—Mah 
No. 26—Wal 


Packed 6 to carton 
Wt. 175 Ibs. 


Wells Furniture Mfg. Co. 


LAUREL, MISSISSIPPI 
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its relation to all other phases of the complete manu- 
facturing schedule. 

“In our production scheme only perfect material 
reaches the manufacturing line. Several times daily, 


as the stencils come from the coating machine they | 


are taken to the laboratory where they are put 
through rigid tests which are far more severe than 
any stencil is required to withstand in commercial 
use. We have been known to scrap what would amount 
to a day’s output because it didn’t measure up.” 

Mr. Carscallen reported that the company has 
solved all problems of obtaining raw materials caused 
by the war and that Red Feather products today are 
100 per cent American. Formerly, all raw stencil coat- 
ing tissue was imported from the Orient. 

In addition to the manufacture of cellulose stencils 
Red Feather Products, Ltd., also produces duplicating 
inks and correction fluids. The firm’s sales organiza- 
tion which has its headquarters at 431 Bush Street, 
San Francisco, also handles a complete line of carbon 
papers and duplicator supplies. 

0 


NEW ENGLAND TRAVELERS NOTES 
John B. Dwyer, president, has been elected chair- 
man of the executive committee of the New England 
Travelers Club for 1943. The committee held its 
monthiy meeting February 15 at the Kimball Hall, 


Springfield, Mass., with those in attendance including | 


Al Coelln, John B. Dwyer, Jim Inman, Jim Davidson, 


Mal Dresser, Ed Knapp, Art Shearman and George | 


Slater. 


* * * 


The club has decided to hold two card parties each 
month, on the second and fourth Fridays, at different 
hotels and clubs in Boston. These will be patterned 
after former summer golf meetings. President Dwyer 
has suggested the name “Hot Stove League” for the 
group attending the parties. 

7” - * 

Stationers in Pawtucket, R. I., are closing on Mon- 
day to codperate with the fuel saving program, it is 
reported by Richard Freeman, New England traveler. 


* * * 


Sid Croak, National Blank Book Company, has left | 


the New England territory for New York State. Club 
members, hearing that the move is a promotion, have 


extended their congratulations. 
” a * 


Joe Murphy, Carter Ink Company, is another club 


member to leave the New England territory for a | 


bigger job, which is in Ohio. 
oa ae * 

Mr. and Mrs. Verner R. Larsson, the former with 
the Moore Pen Company, celebrated their silver wed- 
ding anniversary January 19, and were the guests of 
honor at a party given by a large group of friends. 

* * * 


Chairman of various club committees have been 
announced. These include George Hutchinson, enter- 
tainment; Bill Driscoll, membership; Jim Armington, 
welfare, and Court Worth, golf (if it is played in 
1943 as part of the club’s activities). 

+ * * 

(The above news items are from the New England 

Travelers Club News for February.) 


—_—_ 9-9 


FOUR FROM IBM TAKE IMPORTANT WAR POSTS 
WITH GOVERNMENT 

Four members of the International Business Ma- 
chines Corporation have received leaves of absence to 
aid in the war effort. Miss Margaret Bulmer, special 
representative at IBM world headquarters, will head 
an “in training” program for the Army Air Corps; 
Lawrence B. Flaws, manager of the New York sales 
office, has been made special assistant to the director, 
War Production Board, textile, clothing and leather 
division; Jacob C. Witridge, divisional sales manager 
with headquarters in New York, has been named chief 
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@ Production Schedules 


@ Work Instruction 
Sheets 


@ Government Certifi- 
cates 


© Specifications 

@ Blueprints 

© Detail Drawings 
@ Time Records 

e@ Parts Tags 

@ Maps 


KEEP RECORDS, ORDERS, 
DRAWINGS, CLEAN AND LEGIBLE 


Soiled, hard-to-read blueprints; illegible, oil- 
stained specification sheets; lost time due to 
grimy, undecipherable drawings; lost records 
—all these costly time-wasting aggravations are 
largely eliminated in the plant that uses AICO 
Shop Ticket Holders. Sturdily made ‘of black 
AlCO-Tuf backs, with transparent, non-inflam- 
mable front window, and sewed, imitation-leather 
binding, they will take a world of shop abuse. 
See your AICO Catalog Unit J for complete 
listing of sizes and specifications. Your customers 
need these. 


BLED: (od Yoleet 


For plant passes and 
identification cards. With 
the strict scrutiny of all 
employees entering or 
leaving war production 
plants, there is a ready 
market for these card 
holders. 





AICO-GRIP TABBING 


Tu LOOSE LEAF INDEXES 
DESK PADS and 
ACCESSORIES 
SHOP TICKET HOLDERS 






4 
PP A ytht 
503 S. JEFFERSON ST., CHICAGO, ILL. 
WORLD'S LEADING MANUFACTURERS OF INDEXES AND INDEX TABBING 





A SAVING AT 
EVERY TURN 


DARNELL 
CASTERS 


Reduce Floor Wear 
to a minimum, 


Increase efficiency 
of employees. 


Eliminate wracking 
of equipment. 


Save time, speed up 
production. 


Write for 
FREE MANUAL 


Pre-lesled pot et formance 


DARNELL CORP. LTD., 
LONG BEACH, CALIFORNIA 


60 WALKER ST. NEW YORK.N Y 
36 N. CLINTON, CHICAGO. ILL 
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advisor of the Industrial Advisory Committee of WPB, 
and Russell B. McNeill, senior sales representative in 
the Boston office, has been named to serve at Harvard 
University as instructor for officers taking special 
course in administration. ; 

John C. McPherson has been advanced to director 
of engineering for IBM, and Charles W. Cooper has 
been made assistant to the comptroller in charge of 
logistics —AK 

—>-—_- 
FORT SMITH, ARK., OFFICE SUPPLY HOUSE 
OBSERVES TWENTY-FOURTH ANNIVERSARY 

“Kight thousand, seven hundred and sixty-six days 
ago, this firm was founded to serve the business, pro- 
fessional and industrial interests of Fort Smith, West- 
ern Arkansas and Eastern Oklahoma for their office 
requirements.” 

So reads the twenty-fourth anniversary message, 
reproduced in a striking white-on-black newspaper 
advertisement, of Louis Cohen, founder and proprietor 


EE 





LOUIS COHEN 


of the Fort Smith, Ark., Office Supply House which 
he formed ‘on a hunch” February 2, 1919. 

A quarter of a century ago, Mr. Cohen was circu- 
lation manager of a Fort Smith newspaper, but wanted 
to go in business for himself. There was no office 
supply store in Fort Smith, and after a trip to Mus- 
kogee, Okla., where such a business was flourishing, 
he decided to start one. With only a modest bank 
account, he negotiated a bank loan, spent a week 
buying stock and making arrangements, and then 
“hung out his shingle,” if that term can apply to the 
office supply trade. 

Today the Fort Smith Office Supply House is one of 
the largest in the state, and does a flourishing business 
in surrounding states as well. 

—-e-e- = 
AUTHOR OF DOME INCOME TAX RECORD TELLS 
NEW PLAN TO CONGRESS 

Appearing before the House Ways and Means Com- 
mittee February 10, Nicholas Picchione, tax specialist 
of Providence, R. I., and author of the Dome Simpli- 
fied Weekly Income Tax Record, nationally distributed 
by Bainbridge, Kimpton & Haupt, Inc., New York, 
and sold by many stationers throughout the country, 
presented a compromise substitute for the much dis- 
cussed Rum! plan. His plan was publicly presented 
for the first time to the Stationers’ Square Club of 
New York, and was recorded in the Congressional 
Record of February 1 through the reprinting of his 
speech before the New York Club. 

In a prepared statement which he read to the Ways 
and Means Committee, Mr. Picchione proposed that 
all taxpayers be forgiven Federal income taxes on the 
first $5,000 of taxable income for the year 1942. “This 
plan,” he said, “would wipe out the 1942 tax debt for 
95 per cent of the taxpayers, those at the low income 
level who really are in dire need.” 

By the proposed method, Mr. Picchione maintained 
that 33,250,000 taxpayers could be put on a “pay-as- 
you-earn” basis for 1943, beginning April 1. The re- 
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Making the most out of the best 


Let’s face the facts—there just isn’t enough ma- 
terial or man power to produce ammunition 
and at the same time enough consumer goods 
to go around. And munitions in limitless vol- 
ume are essential to Victory. 

We shall make every effort to give you all we 
can to sell. We are up to our neck in war pro- 
duction; but certain Bates Products are neces- 
sary for speeding up the essential functions of 
Government, the Armed Forces and War In- 
dustry. Your services in distributing these are 
of vital importance. 

Bates Products have built into them the basic 
quality that means long life— you can render a 
real war service by showing your customers 
how to increase their usefulness and prolong 
their life. 


How to Take Care of 
Bates Numbering Machines 


First. It is vital, for satisfactory re- 
sults, to use only a fine grade of 
numbering machine ink. We strongly 
recommend BATES Ink, or BATES 
Ready Inked Pads. Inferior grades or 
kinds of ink will gum the wheels, 
causing excessive wear—and make 
frequent cleaning necessary. 

Second. Contrary to general belief, 





BATES NUMBERING MACHINE 


a Manur, 


RLELI 


the more a numbering machine is used the less 
it needs cleaning. Infrequent use causes ink and 
dust to harden between the wheels, making 
complete over-hauling necessary. To prevent 
this, clean machine occasionally by dipping in 
gasoline, and brushing wheels and parts with 
an old tooth-brush. 

Third. A little oil (not too much) applied 
occasionally where friction exists will insure 
easier operation and prevent wear. Do not 
apply to wheels, as the ink itself (if it is of 
good quality) is sufficient lubricant. 

Fourth. Do not use machine as a hammer! 
Lay papers to be numbered on a reasonably 
soft under-surface, a blotter is best. If impres- 
sions are weak, either the felt pad needs more 
ink or the ink applied was not stirred properly. 








Bates 


Numbering Machines, Staplers, 







MunkKee Pads, Perforators, List Finders 


New York Office, 30 Vesey St. 







THE BATES MFG. CO., ORANGE, N.J. /} 
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The New Indiana Chair Co. 
All Wood Pedestal Office Chairs 


—For Sale thru the Duration 


—For Lifetime Use. 





All Wood 

Construction 

—No critical 
materials. 


Quiet Movement 
on impregnated 
bearings. 


Adjustable 
seat height 


Bumper Strip 
on secretarial 
chairs. 


Built Strong 
and dependable. 


Attractively 
designed for 


Restful comfort 
in 


Birch Walnut 
Birch Mahogany 
Quartered Oak. 





OFFICE APPLIANCES 






PIONEERS AND LEADERS, 
these fine chairs afford 
especial opportunities for 
leading office equipment 
dealers to continue active 
sales effort, to maintain 
their reputation for satisfac- 
tory quality, and to take 
care of present day de- 
mands. 


This statement is not simply 
our own theory; it is the in- 
escapable conclusion of a 
review of the enthusiastic 
reports and recommenda- 
tions of our dealer repre- 
sentatives. 


DEALERS: Order a few of 
these new chairs—examine 
and compare them with 
present and past offerings. 
We believe you will agree 
that they offer you a timely 
and important opportunity. 


NEW INUITANA CHATR CU. 


JASPER, INDIANA 
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maining five per cent of the taxpayers—those with 
taxable incomes above $5,000—would have their 1942 


taxes reduced, but not cancelled, he said. 

Mr. Picchione asserted that his plan is “equitable 
because it benefits both the large and the small tax- 
payer” and described it as a compromise between the 
Rum! plan and that proposed by Representative A. Wil- 
lis Robertson, Democratic Congressman from Virginia. 
One of Mr. Picchione’s recommendations was that the 
present Victory Tax be eliminated in the adoption of 
a “pay-as-you-earn” system. 

ee 
NEW AD SERIES PROMOTES IMPROVED 
DEALER-SUPPLIER UNDERSTANDING 

The American Writing Machine Stores Division of 
Remington Rand, Inc., 115 Worth Street, New York, 
has inaugurated a new series of advertisements de- 
signed to promote a more complete understanding 
between dealers and their suppliers in the light of 
wartime exigencies. 

Each ad is built around “Ernie Parks,” a fictitious 
typewriter dealer who describes methods he uses to 
help his suppliers give him prompt service. “Ernie 
Parks doesn’t expect wartime service to be as speedy 
as peacetime service,” the first ad says. “Ernie knows, 
though, that there are many things he can do to help 


us give him the fastest service today’s conditions 


permit.” 

Slower transportation and material and labor short- 
ages are making it impossible for suppliers to fill 
orders with peacetime promptness, but the typewriter 
dealer still can get reasonably fast service on most 
items if he will co-operate with his supplier, the ad 
points out. 

Incomplete information on parts orders, failure to 
send in old cores with platen and feed roll orders 
and failure to extend preference ratings when they 
are available are causes of slower service. Though the 
dealer has no control over transportation, material or 
labor, he can do a great deal to improve the service 
he gets by preparing his orders carefully, American 
Writing Machine Stores says. 

Reprints of any ad in the series may be obtained 
from A. E. Van Wagner, advertising manager. 
—>-—_—___—— 


VICTOR NON-METAL 


< VISIBLE RECORD PRODUCTS 
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New VICTOR CATALOG-FOLDER 
(See New Trade Literature, Page 8) 
a RO AE 
COMPTON FORMS PARTNERSHIP WITH KRIEGER; 
THEN ENTERS ARMY 
Before joining the Army Ordnance Corps, H. E. 





Compton, founder and owner of the Compton Type- 


writer Company, Huntington, W. Va., formed a part- 
nership with Paul E. Krieger who will manage the 
business while Mr. Compton is in the service. 

Mr. Krieger has had nine years of experience in 
repairing and rebuilding typewriters in Huntington. 
In his new connection he will be assisted by Herbert 
M. Smith, well-known in the field through an asso- 
ciation with Underwood which lasted more than a 
quarter of a century. 

Although Mr. Krieger acquired a half-interest in 
the Compton firm, the name will remain unchanged, 
and the concern’s headquarters will continue at 431 


Tenth Street, Huntington. A complete line of repair | 


parts and typewriter supplies is carried. 
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\ MANUFACTURER has to be a combination 
of Merlin, Houdini and Cinderella’s fairy 
godmother to turn out his product these 
days with the same smoothness, speed and 
precision as before the war. 


Labor and material shortages, priorities 
and transportation troubles make a mod- 
ern miracle of every item of manufactured 
goods that’s delivered as ordered, on time 
and without flaw. And miracles, as you’ve 
doubtless heard, don’t happen very often. 


Up here at National, our “miracle” aver- 
age is pretty high. But we don’t keep it 
there by waving a magic wand ... the rea- 
sons are easier to understand than that. 
One of them lies in our complete control, 
of our own lumber sources, mills and fin- 
ishing operations. All of these steps in the 
making of a National product are carried 
out under our own watchful eye; which 
means that when unforeseen complications 
occur, we're there to smooth them out 
quickly. And there’s no need to synchro- 
nize operations among a dozen different 
outside contractors, with consequent de- 
lays, misunderstandings and the like. 


Obviously, when the monkey-wrench is 
in your own machinery, it’s easier to get 
it out. For this and other reasons, your 
order to National Desk stands a very good 
chance of being filled as and when you 
want it. And no one knows better than 
we do ourselves that that’s a lot to expect 
nowadays. 








NATIONAL DESK CO., Inc. 


New York 


Herkimer 














STOCK UTILITY 


LABELS 


FOR ALL PURPOSES 

















ALEXANDER BROWN 




















he FULTON line is serving today’s 


needs. Orders should be solicited from 
firms engaged in war production, and 
government agencies, for this type of 
business has prior right to the use of 


Fulton Products. 


Unless a Preference Rating is noted on 
your order we cannot promise delivery. 


Seek this type of business. 


Fulton SPECIALTY CO. 


200 Fifth Avenue, New York City 








Factory at Elizabeth, New Jersey 
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For Our Country 





Industry Members Now Serving With the 
Armed Forces of the United States of 
America 





JACK HEIDRICH 

First Class Pvt. Jack Heidrich, twenty, U. S. 
Marine Corps, a former salesman of the Royal 
Typewriter Company at Cincinnati, has made 
the supreme sacrifice for his country. His 
parents have been advised by Lieut. Gen. Hol- 
comb, Marine Corps Commandant, that Pvt. 
Heidrich was killed in “action in the perform- 
ance of duty and in the service of his coun- 
try.” The communication did not disclose 
where the action took place. Pvt. Heidrich en- 
listed in January, 1942, and was assigned to 
overseas duty following his training period. 











The sons of two officials of the General Fireproofing 
Company, Youngstown, O., recently distinguished 
themselves in action against the enemy. One is First 
Lieut. George C. Brainard, Jr., son of the GF president, 
and the other is Capt. M. R. Walsh, Jr., son of the 
export manager. 

Lieut. Brainard, who was in Youngstown on leave 
only a short time ago, led a patrol into the Guadal- 
canal jungle to wipe out two Jap field artillery units. 





GEO. C. BRAINARD, JR. M. R. WALSH, JR. 


The expedition was described in a United Press dis- 
patch as “the toughest patrol mission since American 
forces occupied this island last August.” 

Capt. Walsh now has his second outstanding award, 
the Distinguished Flying Cross. He also is the holder 
of the Purple Heart. 

A second lieutenant Brainard—who, in reality, is 
Second Lieut. Edward L. Brainard, another son of the 
GF head—has been ordered to report to Camp Croft, 
S. C., for active duty. 


H. E. Compton, whose typewriter business in Hunt- 
ington, W. Va., will continue with his new partner as 
manager as related elsewhere in this issue, has re- 
ported to the Army Ordnance Corps at Fort Hayes, 
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MILLIONS 


of high powered sales messages 





... f0 help you get your share of fast-growing 
CARDINEER business 


<4 Enterprising dealers can cash in on Diebold’s current advertis- 
In reference use: yee. ing because industry after industry is turning to CARDINEER. 
Two Model 72-58 ai . . . 

ad Because Cardineer is faster—faster posting, faster reference, 


Cardineers, all 0-8 , 
faster transfer, and faster selling! 


6000 cards in each ‘3 4 
gases “4 Manufacturers operating under high pressure naturally take 

sai advantage of Cardineer’s time-money-space saving potentials, and 
in addition, are discovering surprisingly improved efficiency. 
And being made of non-critical materials it is available immedi- 
ately. Cardineer is readily adaptable to all types of business and 
its remarkable advantages are being advertised to business 
leaders everywhere in an expanded list of national magazines 
during the current year. Don’t delay in finding out how this 
can increase your sales volume. Write today for dealers’ 
proposition, addressing our Methods Division, Department 4-3. 


DIEBOLD % 


ROTARY FILE 





DIEBOLD SAFE & LOCK CO. «+ General Offices: CANTON, O. 
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We pledge ourselves to do everything in 


our power to aid the WAR EFFORT. 


That is the Sid) (aloes policy. 


Consistent with that policy, we will do 
everything humanly possible to keep you 
supplied with the fine type of pens you 
associate with the name of a>. In 
fact, because we have worked so hard solv- 
ing this problem for our customers, we are 
now able to tell you that we have every rea- 
son to believe we will be able to substan- 
tially meet your demands during 1943, in 


accordance with government regulations. 





Av ED, Lime 


FOUNTAIN PENS ° MECHANICAL PENCILS ° REFILL LEADS 


Manufactured dy DAVID KAHN, Inc. 


NORTH BERGEN NEW JERSEY 
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Columbus, O., and has been given the rank of cor- 
poral. Later he will be assigned an army school and 
following special training will service machines for 
the ordnance department. 
ence in the typewriter, adding machine and office 
equipment repair field. 


EE KE 


Tom Lockard, son of Blake Lockard, secretary of 
the Stationer’s Association of Southern California, now 
is connected with the welfare department of the 
Coast Guard at Manhattan Beach, Long Island, N. Y. 
His work consists of singing with quartets, choruses 


and other musical military groups. He is heard fre- | 


quently in broadcasts. Young Mr. Lockard has now 
been in the service about a year and a half.—JET 


Lieut. Carolyn Lindquist, Army Nurses Corps, said | 
farewell to two of her former associates, Inez Ander- | 


son and Robert Umbach, in the Chicago ink laboratory 


of the Louis Melind Company. With eleven years of | 


chemical research laboratory experience in addition 


to four years of nurses training, Lieut. Lindquist re- 





LIEUT. LINDQUIST SAYS GOODBYE 


ceived a commission in the nurses corps. She is the 


second member of the Melind ink department to enter | 


the armed services. William Johnson, also a laboratory 
technician, now is serving in the Chemical Warfare 


Service. 


Russell R. Cooper, former branch manager at To- 
ledo, O., for the Miller-Bryant-Pierce Company, has 
been promoted to major in the army quarter corps 
at Vancouver Barracks, Vancouver, 
Cooper is chief of the basic military training section. 
Mrs. Cooper is with her husband. They are living in 
Portland, Ore-—AK 


Harold Graham, well-known salesman connected 
with the sales department of the Schwabacher-Frey 
Stationery Company, recently received a lieutenant’s 
commission in the Army. For the present he is sta- 
tioned in the home area. Mr. Graham had been with 
the Schwabacher-Frey Stationery Company for ten 
years.—JET 


The latest issue of the Remington Broadcaster, pub- 
lication of the typewriter division of Remington Rand, 
Inc., reveals numerous interesting highlights of activi- 
ties of former R R men now in the armed services. 
R. V. Inda, former branch manager at St. Louis, has 
been promoted to the rank of major in the Army. 
O. L. Robinson, former branch manager at Nashville, 
Tenn., also has become a major. He is in the 99th 
Signal Battalion at Fort Ord., Cal. Bill Carman, former 


salesman in Kalamazoo, Mich., has entered the Offi- | 


cers’ Candidate School. Art Barsh, recently branch 


He has had long experi- | 


Wash. Major | 
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Coming To This Space Soon 


A NEW NAME 


starring Quality, 
Demand and 
Profits 


| For complete details read next 
| month’‘s issue of this maga- 
zine. It’s good news in the 
| offing! 


U. S. TYPEWRITER RIBBON MFG. CO. 


| 
Filbert at Tenth Street, Philadelphia, Pa. 
| Since 1895 




















Deterioration of rollers using 


ABOVE 
ordinary stencils 


RIGHT: Rollers r 


emain good condition 
TEMPO Film Stencils 





indefinitely with 


With TEMPO Film Stencils you type on the filrn 
—not on the stencil surface. This prevents oil 
penetration to the platen and feed rollers, and 
thus preserves the life of the rubber. This saves 
the expense of repairs and loss of time in tie- 
up of equipment. 


Write for TEMPO’S Trial Offer 


MILO HARDING COMPANY 


436 W. Pico Boulevard, Los Angeles, Cal. 
617 Commonwealth Annex, Pittsburgh, Pa. 








FILM” STENCIL 
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CLEAN UP 


Ink 
Oil 
Grease 
STAINS 


WITH 


Cutocopy 


CLEANSING CHEAM 


THE ALL PURPOSE CLEANSER 


Instantly removes Hectograph, Mimeograph and other dupli- 
cating inks and oil and grease stains. Keeps your skin soft and 
smooth. Pleasantly scented. Order in convenient 6 oz. tubes 
or economical !/ lb. and | Ib. cans. 






Write for prices, quantity discounts and 


FREE SAMPLE. 


AUTOCOPY, INC. 


466 W. SUPERIOR ST. 
CHICAGO 











PREMIER 
CUTTING BOARDS 


Are Essential To 
The Business Of War! 





Protected by 
U. S. Patent 
No. 2,256,606 


Due to the government restrictions of critical materials—hard 
lumber, grey iron and steel that go into Premier trimming 
boards, you can help the war effort, us as well as yourself by 
furnishing high priorities with your orders for Premier cutting 
boards. Only orders carrying the highest priorities can be 
shipped. The use for Premier Boards, trimming blueprints also 
practical for engineers and draftsmen. 


PHOTO MATERIALS CO. 


1323 S. Michigan Ave. CHICAGO, ILL. 


Representatives 
Fred Deutsch, 3525 Southwestern N. LL. & K. W. Zeagler, 1709 W 
Bivd.. Dallas, Texas—Texas and Okla Eight St.. Los Angeles, Cal. 
Milton Stone, 30 Church St., New R. E. Horter, Ind.. tll.. Mich.. Ohio, 


York City, covering New York. 2523 W. 109th Pi.. Chicago, um 
Harry Henkel, 6200 Castile Dr., S. Lichtenstein, 1228 Locust Ave., 
Oakland, Cal. Philadeiphia, Pa. 
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manager in St. Louis, has received a commission in 
the Navy. W. F. Porter, formerly a salesman in Omaha, 
Neb., has enlisted as a private in the Army and is 
a member of the 302nd Signal Company Wing, Pope 
Field, Fort Bragg, N. C. H. R. Loros, former salesman 
in Sioux City, Ia., now is a private at Sheppard Field, 


Tex. 


Latest member of the organization of the Utility 
Supply Company, Chicago, to enter the armed services 
is Hy Brodsky. Word comes frequently from many 
other Utility men in the Army and Navy. Pvt. 
T. Blumenthal, for example, has completed his over- 
seas training at Fort Lewis, Wash., and Corp. Anton 
Cech, of the 20th Photo Mapping Squadron, Peterson 
Field, Colorado Springs, Colo., is attending a drivers’ 
school. Pvt. Joseph Greenberg has been assigned to 
the light tank division at Camp Chaffee, Ark. Pvt. 
Leo M. Palucki visited his business friends in Chicago 
recently during a furlough granted as a result of a 
seven-pound male addition to his family January 7. 


Another office equipment man in the service is 
Sergt. F. E. Pattilo, at present in charge of the type- 
writer and adding machine repair shop of the Marine 
corps at Parris Island, S. C. Formerly a dealer in 
office equipment and supplies in Orangeburg and 





F. E. PATTILO 


Walterboro, S. C., Sergt. Pattilo writes that “just as 
I have always tried to handle only the best type- 
writers, adding machines, etc., I tried and succeeded 
in getting into the best military organization in the 
world—the Marines.” (See Business Opportunities.) 


Robert Jackson, who has been employed by the 
Southern California Adding Machine Company for 
more than a year, and who came to Los Angeles from 
the Burroughs Adding Machine Company in Sioux 
City, Ia., has left to join the Air Corps. He is sta- 
tioned at the air training field near Santa Ana, Cal. 
Mr. Jackson is an expert bookkeeping machine 
mechanic. He has a wife and two children who will 
eagerly await his return after the war—JET 


H. C. Parker, proprietor of the Parker Typewriter 
Company of Pasadena, reports that two of his sons 
now are serving in the armed forces. Warren A. 
Parker is with the Coast Guard in the Hawaiian 
Islands, while Robert J. Parker is with the Quarter- 
master’s Corps of the United States Navy and is 
located at San Pedro, Cal.—JET 


Hugh J. Bartley, well-known in Toledo, O., office ap- 
pliance circles, has been promoted from lieutenant 
commander to commander in the U. S. Naval Reserve. 
He was executive officer at the Naval Training School 
in Toledo, having served in that capacity since it was 
established in 1941. He is treasurer of the McManus- 
Troup Company, Toledo, office outfitters, stationers, 
and printers, and also president of the Hugh J. Bart- 
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ORIGIN OF THE INDUSTRY 
(Continued) 





The pedestal typewriter desk was 
first introduced abcut 1912, and has 
since become very popular. It is 
now preferred by most users to the 
older drop-head type. The original 
pedestal fixtures have been im- 
proved, and various new types have 
been developed, but these fixtures 
are now prohibited by Conservation 
Order M-126, and all-wood models 
are replacing them. 


The roll top desks with their 
pigeon holes and cubby holes have 
now almost completely disappeared 
and have been replaced by the 
modern flat top desks which are far 
more serviceable and attractive in 
appearance. 





The desk manufacturers now have 
modern plants with up to date ma- 
chinery and equipment and they are 
using their facilities to produce 
large quantities of office furniture 
for the Armed Services and the War 
Plants. Even though desks are not 
combat materials, they are equally 
important, for the soldiers in the 
field would be helpless without “the 
man at the desk.” In fact, Secretary 
of War, Henry L. Stimson uses a 
beautifully carved wood desk which 
has been used by every Secretary 
of War since Robert Todd Lincoln 
in 1883. 


Last year the desk manufacturers 
realized that they could add to their 
contribution to the War Effort by 
forming an Association, so the 
W ood Office Furniture Institute was 
organized. 


The membership of the Institute is 
an unusual example of the co-op- 
erative spirit which exists in this 
Industry, and this is best illustrated 
by the fact that 80% of the Industry 
joined the Association as charter 
members. 





The individual records and achieve- 
ments of our members would make 
very interesting reading, but we 
believe the cumulative figures are 
even more impressive. Seven of our 
members have been producing of- 
fice furniture for more than fifty 
years and two of these companies 
made their first desks sixty six 
years ago. We can well be proud 
of the fact that the average age of 
the companies which comprise our 
membership is over forty years, 
for we believe there are few indus- 
tries which can equal this record. 


The present management of these 
companies has had twenty three 
years experience in producing wood 
office furniture, and this, too, is an 
enviable record. At the present 
time this experience and “know 
how” are being concentrated on 
producing more and more desks to 
aid the War Effort. Production has 
been substantially increased by the 
Industries’ own system of simplifi- 
cation and reduction of the lines 
and styles. You now have a much 
smaller variety from which to make 
your selection, but this simplifica- 
tion program has resulted in a larwe 
increase in production of wood of- 
fice furniture. 





The most important of our present 
aims center around maintaining 
production at peak levels in order 
to meet the War needs. In this re- 
spect, the Institute functions in a 
liason capacity, interpreting the 
Government and its regulations to 
the manufacturer and in _ turn 
representing the Industry's needs 
to the Government. 


After the War, when there will be 
less need for stressing production, 
the Industry’s attention will focus 
on utility, design and appearance 


The wide use of wood and forest 
products in the War program has 
led to an unusual amount of ex- 
perimental and development work 
Like other products, knowledge in 
the use and treatment of wood has 
advanced many years in the short 
time since Pearl Harbor. Most of 


this growth in our knowledge of 
wood and 
either 
esses 


woodworking, involves 
critical materials or proc- 
which concern military se- 





crets, so their use is prohibited for 
the duration. 





However, this research work is 
being followed closely, and when 
these materials and processes be- 
come available for general use, the 
Industry will be able to produce 
office furniture which may be as 
radical in design and improvements 
as the change from roll top to flat 
top desks. It is impossible to vis- 
ualize the office furniture of the 
future, but you can expect to find 
it far advanced over the present 
acceptable models. 


END USE INFORMATION 
REQUESTED 


Your manufacturers are now re- 
questing that you supply them with 
information on the “end use” of the 
items which you order. This is a 
result of recent WPB Order which 
allocates most of the necessary raw 
materials for varnish, lacquer, and 
other finishing materials. We earn- 
estly urge you to co-operate with 
us, for we cannot obtain these ma- 
terials without this information. 


In addition to the symbols used on 
the previous Allocation Classifica- 
tion System, it is now hecessary 
that you show “where or by whom” 
this furniture will be used. For ex- 
ample, your order should indicate, 
“U. S. Army for Ordnance Bases,” 
“U. S. Navy for Shipboard,” “War 
Plants for Office Use,” ete. 





INSTITUTE MEETING 


A general meeting of the Institute 
is scheduled to be held at the Stat- 
ler Hotel in Washington on March 
lith and 12th. If you have any 
problems to bring before this meet- 
ing, please submit them at once to 
the Secretary. 


i 
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OFFICE FURNITURE INSTITUTE 





American Security Building 











WASHINGTON, D. 


C. 
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PRONTO 


ECONOMY FIBRE BOARD FILES 
SAVE STEEL FOR WAR 


Even though Uncle Sam rightfully insists 










that steel be used exclusively for war, our CHECK SIZE No. E94 
good Uncle also insists on more records $1.50 

than ever before. More records naturally Patten tees cal 
demand more files. And steel files can’t 


be bought. 
To solve this vexing problem many wide 
awake dealers have been concentrating their 






FOLLOW BLOCKS 






efforts on PRONTO Fibre Board FILES 40¢ 
with outstanding success, too. PRONTOS ADDITIONAL 
MADE FOR 





ANY SIZE 
FILE 







have proven to be the answer to the need 
for orderly and accessible record keeping. 


e 
When PRONTOS are used all records are LETTER SIZE No. E210 
always at finger tips for drawers glide $2.25 


Carton Price 


smoothly in and out of the case. Made of 
275 lb. test corrugated board reinforced by 
steel, PRONTOS will stand the abuse all 
storage files receive. PRONTOS can be 
interlocked into solid batteries as high and 
as wide as needed. Every drawer in the stack 
is easy to reach and drawer contents in- 
stantly available. No shelving is needed. 
| @ 
PRONTOS will save your customers much 
time and trouble. Take a tip from other 
dealers and concentrate some real sales 


effort on PRONTOS. Why not begin today? 
a 
A Size for Every Record 


LEGAL SIZE 


FREIGHT BILLS SALESCHECKS CLAIMS 
CHARGE SLIPS 5 x 8 CARDS RECEIPTS 
JOB TICKETS 4 x 6 CARDS METER STUBS 


Manufactured under one or more of the following patents 2061485, 
2110556, 2139520, 2181918, 2225958, 2275322, 2277155 


Prices in Denver and West of the Rockies 20% Higher 











PRONTO FILE CORPORATION anny tase omg 
349 BROADWAY NEW YORK $2.25. 7 
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ley Realty Company. With his advance in rank, he 
was given new duties as commanding officer of three 
naval training schools at Purdue University, Lafayette, 
Ind. While at Toledo, he supervised the training of 
several thousand young men as signalmen, yeomen, 
and storekeepers. He is married and has two children. 


—AK 


George L. Blackburn, formerly assistant manager of 
the Dictaphone Corporation in Seattle, Wash., has been 
made Specialist, First Class in the U. S. Navy. Put 
through a period of indoctrination and training at 
San Diego, he has returned to Seattle for duty with 
the naval forces in that port—CML 


ERE RE 


Sam Bratton, bookkeeper with the firm of Cantrell 
and Company, office appliance dealers in Laredo, Tex., 
has joined the Army and is in the medical corps at 
Carlsbad, N. M. He has been replaced by Ruperto 
Martinez.—RRV 


Ten members of the organization of Alexander 
Brothers, Ltd., office appliance distributors in the 
Hawaiian Islands, have entered the armed forces. The 
latest is George Hampe, former manager of the com- 
pany’s Dictaphone division. 


William R. Diehl, Jr., formerly of the Diehl Office 
Equipment Company, Columbus, O., now is in the Navy 


and will be assigned to duty as a lieutenant (j.g.) 
after eight weeks of training at Quonset Point, R. I. 


A. M. Weems, of the Birmingham, Ala., office of 
L. C. Smith & Corona Typewriters, Inc., writes of three 
members of his organization now in the armed serv- 
ices. They are J. Alfred Ashley, former salesman of 
the Birmingham branch, now taking C. P. T. training 
at the Alabama Polytechnic Institute before assign- 
ment to the Air Corps, ferry command; Vernon E. 
Vandegrift, former mechanic, now in the Officer Can- 
didate School, Aberdeen, Md., and Sidney Verbois, 
apprentice mechanic, now with the U. S. Coast Guard, 
Galveston, Tex. 

REE 


Allen L. Friedland of the St. Paul Typewriter Ex- 
change, St. Paul, Minn., entered the United States 
Army last October. He is now a private first class in 


the Air Corps. 


At the Marine Corps Air Station, Cherry Point, 
N. C., another former office equipment man is helping 
to keep office machines in good shape and ready for 
constant operation. He is Sergt. L. J. Scussell who 
before last November was associated with the Pitt 
Business Service, 116 East Fifth Street, Greenville, N. C. 


Morris Fisher has announced that he has ceased to 
operate the National Stationery Company, Omaha, 
Neb., for the duration because of his early entry into 
the Army. He writes, however, that he intends to re- 
enter the stationery and office appliance business after 


the war. 


Although the Codo Manufacturing Corporation, 
Coraopolis, Pa., has become somewhat accustomed to 
pointing with pride to its seventeen men employees 
now in the armed services, it is something new to 
talk about a Codo woman joining the fight for our 
country. But that happened when Theresa Ashe, a 
Codo office employee for two years, became a member 
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RELIABLE 
WAR-TIME PRODUCTS 


CANT-SLIP 


Renews life of old rubber platens and feed 
rollers of typewriters and all types of office ma- 
chines. Used by stenographers for more than 
10 years. 


CLAR-O-TYPE 


The national favorite more than 20 years for 
cleaning typewriter type—quickly and thor- 
oughly. 

Both these products are serving stenographers 
faithfully. They warrant front-line display on 
your counters and in your windows today. Or- 
der direct or from your jobber. 


The Clarotype Company 


16-C HUDSON ST. NEW YORK 














POCKET SEALS oF QUALITY 





The “ALUMINUM” Pocket Seal 


UNCONDITIONALLY 
GUARANTEED 


“BEST SELLER” for 40 YEARS 


THE NOTARIES FAVORITE 








The “OFFICIAL” Pocket Seal 


REALLY EMBOSSES 
HEAVY PAPER 


A CORPORATE SEAL 
POCKET SIZE 





FURNISHED IN 3 SIZES 








FREE LEATHERETTE POCKET CASE with EACH SEAL 





MANUFACTURED BY 


MEYER & WENTHE, Inc. 
Established 1854 
Dependable Service for 87 Years 


30 SOUTH JEFFERSON STREET, CHICAGO, ILLINOIS 











PLACE YOUR ORDER WITH YOUR LOCAL 
MARKING DEVICE DEALER 
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Jiume Savor 
FILE 


e Non- priority wood 
construction 


e Two Drawer — Top 
opens completely 

e "Two - Way” Com- 
pressor and Guide Rod 


e Letter and Legal Size; 
Olive Green Finish 


e Desk height 30!/,” 


e Shipment week or ten 
days. 


No. MF500G—Letter 


Size $27.00 List 
No. MF600G—Legal 
Size . .$29.00 List 





F.O.B. Rockford, III. 


BUSINESS EFFICIENCY AIDS 


P. O. No. 258-J Skokie, Ill. 


















e.’’A bonafide 
ee a 
generous offer” 
for YOU to get ac- 
quainted with the 
Superior qualities 
of CHALLENGER 
STENCILS. 


SELL CHALLENGER STENCILS WITH 
A MONEY BACK GUARANTEE! 


Confidence in Challenger Stencils prompts this offer to 
responsible stationers. We will ship you an initial order of 
10 quires at our regular 50 quire price. Place these stencils 
with some of your customers. If these users—at the end of 
30 days—are not entirely satisfied, send the unused stencils 
back to us and our invoice will be cancelled in full. 


Satisfy your customers—increase your stencil profits—sell 
Challenger Stencils. 


WINDSOR DUPLICATOR SUPPLY CO. 


125 WINDER AVE. DETROIT, MICH. 














OFFICE APPLIANCES 


of the WAAC’s and left with a contingent of approxi- 
mately 100 others from Pittsburgh February 8 to begin 
training at Daytona Beach, Fla. 


Leroy McElhaney of the repair department of O. B. 
Williamson & Son, Fort Smith, Ark., has been inducted 
into the Army. Mr. Williamson now has five stars in 
the service flag hanging in his window. 

A. Paul Levy, son of Henry N. Levy, owner of Henry 
N. Levy & Son, office equipment dealers in Vicksburg, 
Miss., has entered the army and is attached to the 
Quartermasters Corps at Jackson Barracks, New 
Orleans, La.—RRV. 

Friends of Jack Ellis of the F. S. Webster Company 
and vice-president of the Midwest Travelers Club will 
be interested to learn of his induction into the Marine 
Corps February 15. 


W. Chris Kitchler, just turned nineteen, son of 
A. C. Kitchler of Abernethy-Kitchler, St. Augustine, 
Fla., now is an aviation cadet and is stationed at 
Miami Beach—right close to home to the delight of 


his father. 
J. W. Densford of the Shawnee A-C Typewriter 
Company, Inc., Royal representative in Shawnee, 


Okla., takes real pride in his fighting family which in- 
cludes five sons and a son-in-law in the armed serv- 
ices. They include Lieut. Com. Robert L. Densford, 
Annapolis, 1927; Lieut. Col. Charles F. Densford, West 
Point, 1931; Lieut. (s.g.) William A. Ellis, Annapolis, 
1936; Yeoman First Class William W. Densford, and 
Pvt. John P. Densford. 


Lieut. (j.g.) Lewis Hopkins, a former salesman of 
the Royal Typewriter Company at Atlanta, Ga., has 
been awarded the Navy Cross for heroic action in the 
battle of Midway. The citation, which was signed by 
Admiral Nimitz, describes the lieutenant’s distin- 
guished service in attacks against the Japanese. 


2 


ALEXANDER BROS. LTD., HONOLULU MAKES 
SERVICE DEPARTMENT CHANGES 

Clarence Achison, formerly of Portland, Ore., who 
has been in the typewriter business for twenty years, 
has been appointed service manager of Alexander 
Brothers, Ltd., office equipment distributors in the 
Hawaiian Islands, it is announced by W. G. Huston, 
vice-president and general manager. 

He succeeds R. H. Lambert, Jr., service manager for 
the last two years, who has returned to the United 
States, making his headquarters in Houston, Tex., be- 
fore entering the armed forces. 

Mr. Huston also announces that Floyd Auburn, form- 
erly of the Reliable Adding Machine Company, Seattle, 
Wash., has joined the service department. Alexander 
Brothers has its headquarters in Honolulu and 
branches in Hilo, Wailuku and Lihue. An office also 
is maintained in San Francisco which was visited 
recently by Leo E. Alexander, vice-president. He dis- 
cussed business affairs with his father, Fred P. Alex- 
ander, while in the California city. 

—<—-_-e  ——— 
NEWS EVENTS IN THE HAWAIIAN ISLANDS 

Jack Rene, managing owner of the Business Equip- 
ment Company and the Maui Book Store, Wailuku, 
Maui, Hawaiian Islands, has returned from the United 
States after visiting most major cities 

A caller in Honolulu was W. H. Moses, head of Moses 
& Company, Ltd., Hilo, who discussed business affairs 
with his suppliers. 
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Typewritten 
“’Fanfold”’ labels 
ore neat...easy to 
read. 


" UP WAR WORK AND BUSINESS ROUTINE 






































In war as in peace, Globe-Wernicke office accessories are helping 
speed up routine in offices and factories throughout the nation. These 
useful ‘tools of business are indispensable’’ and some of them are 
needed in almost every office. 





‘““FANFOLD”’ 


GUMMED LABELS 
Labels can be fed inte Heme Dealers find it pays to serve their customers with these dependable 


ee eeemersrems read and butter’’ items that increase efficiency and enable people 
aT Tt td teed ieta eee (© do more work with less effort. 

Check your stock and order a reasonable supply of Globe-Wernicke 
office accessories today. 

















‘““TUFTEAR’’ 
FILE FOLDERS 





: ANGULAR 
Wbbad-y-t4 Faat-babee-! folders maa bate! BOX FILES CELLULOID TAB GUIDES 
bb oR bb ate(-s amb al-T- \'a aiolesal-ia-baba 
Needed in nearly every office and Easy to see .. . easy to find. . . no 


use... rounded corners... 
made in all styles of 
Pad-batel-tacMRad-Vo} ob bale m 


often used for personal filing . . . stooping or bending to read indexing. 
practical and inexpensive. Avail- Inserts are removable, changes made 
able in letter and cap sizes. Choice easily . . . assures greater accuracy 
of several styles of indexing. and speeds up filing and finding. 


























“PILOT” .. . FIBREBOARD CARD INDEX CASES 


Unusually strong and will give very good service. They are covered 
with green cloth . . . made in one and two-drawer styles for 3 x 5”, 
4x6", 5x 8” and 6 x 9” cards. Depth of outside case dimension is 
15’. The ‘‘Pilot’’ card index case is also made in one-drawer style only 
for Victory Tax forms. . . 34% x 77%" 


EVERYDAY FILES 
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Globe-Wernicke 


BUY MORE 
(Ofatetlalat-hemmelaiie 


MAKERS OF OVER 4000 ITEMS NEEDED !N OFFICES 
+ Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions—Specia! Stee! 
and Wood Equipment for Libraries, Schools and Public Buildings—Filing Supplies 
Stationers’ Products; Storage and Visible Record Equipment and Stee! Shelving 
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PAPER 
ROLLS 


TELETYPEWRITER MACHINES 





LINTLESS 





National 
Cash Registers 


EXCLUSIVELY PAPER ROLLS 
for mechanical machines 


LYNN PAPER PRODUCTS MANUFACTURING CO.’o:.c0 src." 














MARCH, 1943 


127 








PAS 3 & S.A AS 


WALTER V. G. RIBLET 


Walter V. G. Riblet, fifty-six, assistant secretary- 
treasurer of the Underwood Elliott Fisher Company, 
New York City, died February 1 at his home in May- 
wood, N. J., following a heart attack. 

Although born and educated in New York, Mr. 
Riblet was for twenty years a resident of Maywood, 
where he lived at 257 Prospect Avenue. He was active 
in Maywood civic and church affairs and was presi- 
dent of the Board of Trustees of the First Pres- 
byterian Church of that community. 

Funeral services were held at the Riblet home and 
were conducted by the Rev. Henry Burnham Kirkland, 
pastor of Mr. Riblet’s church. Burial was in the 
Hackensack, N. J., cemetery. 

Surviving Mr. Riblet are his widow, Mrs. Marie S. 
Riblet; two daughters, Mrs. Dallas Hicks of Maywood 
and Mrs. Marie S. Roessler of Doylestown, Pa.; one 
son, Donald W. Riblet of West New York; one sister, 
Mrs. Stanley Brockington of Victoria, Canada; one 
brother, William Riblet of Daytona Beach, Fla., and 
two grandsons. 
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EDWARD B. DUNAWAY 

Edward B. Dunaway, manager of the typewriter divi- 
sion of Remington Rand Inc. at Indianapolis, Ind., died 
Thursday, February 4 after an illness of five weeks 
in the Billings Memorial Hospital, Chicago. Funeral 
services were held February 7 and burial was at Sioux 
City, Iowa, February 8. 

Mr. Dunaway was connected with the typewriter in- 
dustry for thirty-five years. At one time he was with 
the Smith-Premier Sales organization. He was also 
with the Chicago office of Remington Rand as a sales- 
man. Subsequently he served in Des Moines, Iowa, 
before going to Indianapolis. 


- 


ALFRED A. AMBERG 

Chicago friends and former business associates of 
Alfred A. Amberg, who retired four years ago as presi- 
dent of Cameron, Amberg & Company, 168 West Mon- 
roe Street, Chicago, have received word of his death 
in New Haven, Conn., where he has lived since 1939. 
He was a nephew of W. A. Amberg, one of the organ- 
izers in 1870 of Cameron, Amberg which is the oldest 
firm of commercial stationers and printers now oper- 
ating in Chicago. Surviving Mr. Amberg are his widow, 
Maybeth, and two sisters. 


+ + - 
ERNEST LLOYD 

Ernest Lloyd, president of The E. Lloyd Paper Com- 
pany, Chicago, an expert on ledger papers and for 
many years director of Wilson Jones Company, passed 
away January 19 at the Biltmore Hotel in Los Angeles. 
He was buried at Rose Hill Cemetery, Chicago, Janu- 
ary 25, following services at the cemetery chapel. 

Mr. Lloyd had met George Wolcott, vice-president 
and also director of Wilson Jones, in San Francisco 
earlier in the month. The two were to have been 
week-end guests of Ed Wobber of San Francisco at 
the Wobber home at Woodside on the sixteenth and 
seventeenth, in honor of Mr. Wolcott’s sixtieth birth- 
day on the twentieth. Making a side trip to Los An- 
geles before the celebration, he suffered a heart attack 
in the hotel and remained in his room until the end. 
Mr. Wolcott brought the body to Chicago. 

Long associated with loose leaf manufacturers, Mr. 
Lloyd was a personal friend of J. B. Irving and William 
Pitt, founders of Irving-Pitt Manufacturing Company; 
R. B. Wilson, founder of Chicago Shipping & Receipt 
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S iT Si a for Office, Home 
ELIS ON SIGNT ana schoo 
Streamlined—smartly styled and color fin- 
ished, the PRESTO Deluxe Desk Stapler, is AOe 
extra staples. Instant and wide acceptance 
is bringing many new customers into stae Complete 


ideal for personal use everywhere. Its 
unique, protective rubber base holds 400 
tionery stores from home—school—and with 500 


office. For a new customer sales promotion, 

display PRESTO Staplers in your window — 
and in your advertisements. Write for com- ax 
plete information. Included 


METAL SPECIALTIES MFG. CO. 
3200-08 Carroll Ave. Chicago, Ili. 








NUCRAFT Utility Letter Trays 


Functionally Designed For 
Accessibility When Stacked. 
Simplified Stacking—An Exclu- 
sive NUCRAFT FEATURE. 





No. 12—LETTER SIZE—2 X 10 X 12 
No. I4—LEGAL SIZE—2 X 10 X 15 


MADE IN WALNUT—MAHOGANY AND OAK. 


NUCRAFT Waste Baskets 


The No. 60 Shown is only One 
of a Complete Line—Exclusive 
in Design and covering a com- 
plete Price range. 


TO OUR DEALERS—Our facilities 
are at your service on Special WAR 
CONTRACTS which may be placed 
with you. Our Productive Capacity 
has been engaged up to 60% on 
Such work during the Last SIX 
Months through close Cooperation 
with Our Dealers and we invite 
your inquiries. 


NUCRAFT Furniture Products 


503 Monroe Ave., N.W. Grand Rapids, Mich. 





No. 60 

















OFFICE APPLIANCES 


Book Company, which became Wilson Jones Company; 

and C. C. Carpenter, for many years president of the 
Sam’1 C. Tatum Company. The Irving-Pitt and Tatum 
companies both were merged with Wilson Jones. Mr. 
Lloyd frequently was found in attendance at the an- 
nual NSA meetings in Chicago. 


The survivors include Mrs. Lloyd, a married daugh- 
ter and a brother, Melville, who directs the activities 
of the paper company. 


tb tt + 










Hunting facts in card files not 

properly “signaled” is like 
pushing through a jungle—slow id difficult! 
By the systematic use of Cook's Steel File Signals, 
facts of every kind can be readily grouped or 
classified for instant reference. Twelve colors, 
types for all systems. Help yourself and your 
customers by concentrating on “jungle” files 


from now onl THE LATE F. RAYMOND HALE, founder of the company bear- 
ing his name in Cuyahoga Falls, O., whose death was reported 


> | . ° 
COOK'S STEEL FILE SIGNALS | ots eicreeee oe Se clenaer ot schoo! suppic 
me u. C. Cook Co., 14Beaver St., Ansonia, Conn. in the greater Akron area. 
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WILLIAM REUTER 


Noted throughout the trade, William Reuter of the 
Crowley-Reuter Stationery Company, Kansas City, 
Mo., died February 5, at the age of seventy. He had 
been associated with Robert S. Crowley since 1925, the 
latter having been in business for himself for some 
five years prior to that date. When he first went to 
Kansas City, Mr. Reuter was connected with the Sam- 
uel Dodsworth Company, but he shortly joined the 
F.P. Burnap Company which later became the Burnap- 
Meyer Company. The only survivor is his widow. 
Burial was in the Forest Hill Cemetery, Kansas City. 

+t i & 
CARL F. DENZER 

Carl F. Denzer, fifty-nine, president and treasurer 
of the C. F. Denzer Company, Sandusky, O., office out- 
fitters, died at California Lutheran Hospital in Los 
Angeles, Cal., February 6. He went to California for a 
visit. While he had been in ill health for about three 
years, his death came unexpectedly. One of Sandusky’s 
best known men, he was a member of the Rotary 
Club, Elks Lodge, Masons, Plum Brook Country Golf 
Club, and the Sandusky Yacht Club. He had been 
affiliated with his company for thirty-five years. His 


ee 
An Active Ally with hi ) 
wife, Corinne; sisters, Mary and Louise Denzer, and 


on the brothers, John W. and Harry C., all of Sandusky, 
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EDMUND V. JOHNSON 


M HLER tylin d_ buildin ; 
SAMSON Girestoas Soom eed otis tobias in discriminating Edmund V. Johnson, who had been connected with 


business men has supplied the vital “KNOW ‘a. _— Underwood Elliott Fisher in Los Angeles since 1926, 
enables Lael to Sroduce Pcp: Sonam pen Sag hae po seer died January 26. Mr. Johnson had been with the com- 
the peace makers of tomorrow. pany practically all of his life. He started with the 
Sundstrand Company at Rockford, Illinois, when a 
very young man, and was considered one of the most 


expert service men on Sundstrand accounting ma- 


MUTSCHLER BROS (ee) chines on the Pacific Coast. 
° ” Funeral services were held at the Turner Stevens 


and Turner Mortuary in Alhambra, Cal., his residen- 


oe ee nee, © wee ee we 8 tial city. In addition to his wife he leaves a son 


Edward, thirteen, and his mother, Mrs. Emily John- 
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Yet for utmost 
finding speed, in- 
dex cards must be 
even more alike 
than peas in a 
pod. 


@) Users expect the utmost in ''finding-speed" from 
the cards in their files. Low cards filed between 
high ones slow up reference. 


3S 


Here's What to Avoid: 


Ordinary guillotine cutting should never 
be used on index cards. It can't be either 
accurate or uniform. Tell-tale diagonal 
scratches on cut edges identify guillotine 
cut cards. And rotary cutting of itself is 


Here’s What You Can Get: 


Absolute accuracy and uniformity in size 
with Oxford index cards. Not a variation 
in a million, nor in successive shipments, 
nor over a period of years 

A selection of grades, colors and rulings 
in Oxford index cards that’s fitted to the 
needs of your market 

Easier sales and ready consumer accept- 


FILING SUPPLY COMPANY 


Main Office and Plant: 340 MORGAN AVE., BROOKLYN 


not a panacea because all rotary cutting 
isn’t uniform. If spacing between rotary 
cutting knives isn't carefully gauged, the 
cards are no bargain to the user at any 
price. 


ance in the Oxford trade mark. Nationally 
advertised and nationally known for 
quality. 

Savings in freight cost, bookkeeping and 
handling costs and savings in quantity 
discount. Savings through ability to buy 
all your index cards from one dependable 
source, Oxford. 


Midwestern Plant: 125 S. 8th St., ST. LOUIS, MO 
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We accept restrictions today so that we 


can enjoy abundance tomorrow. 


The Government wants us to conserve. 
That's why consumers find it both patri- 
otic and good sense to use PEERLESS-IMPERIAL Ribbons and Carbons. 


Because they are cleaner, more legible, last longer. 


Like the headlight of a locomotive on a dark night, the 
PEERLESS-IMPERIAL policy shines through with HOPE for 
dealers wrestling with wartime uncertainties. The certainty of 
PROTECTION in selling Big Buyers. 
There's a Dealer Profit in every 


PEERLESS-IMPERIAL transaction. Do 





you like our way of doing business? 


Drop us a line. 


PEERLESS KEY-IMPERIAL MFG. CO., INC. 


General Office & Factory: 401-407 Mulberry St., Newark, N. J. 


THE KEY MEN OF AMERICA . . . Manufacturers with the dealers’ viewpoint 


BRANCHES: DETROIT NEW YORK CHICAGO LOS ANGELES 
37 Linden St., River Rouge, Mich. 321 Broadway, New York City 179 W. Washington Street 528 S. Spring Street 
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son, who made her home with the family. J. A. John- 
son, manager of the Underwood Elliott Fisher branch 
in Los Angeles, says that he considers Mr. Johnson’s 
death a severe loss to the organization.—JET 


- - + 


WILLIAM W. TAPLEY 

William W. Tapley, seventy-five years old, who 
started as an office boy with the Milton Bradley 
Manufacturing Company in 1897, and rose to the posi- 
tions of president and treasurer of the firm, died Feb- 
ruary 11 at his home in Springfield, Mass. For many 
years he had been prominent in Springfield civic 
affairs and also was a former president of the Cape 
Fish Products Company, and a former director of the 
Union Trust Company of Springfield and the Thomas 
Charles Company of Chicago. In his home city he 
had served as chairman of the Board of Fire Com- 
missioners. 

+  -& 


EMANUEL H. EBY 


Emanuel H. Eby, for many years owner and operator 
of a stationery store in Southampton, Ont., died re- 
cently at the home of his daughter, Mrs. Leland 
Matheson of that city. He was in his ninety-fourth 
year and lived with his daughter since the death of 
Mrs. Eby four years ago. Surviving are two daughters, 
Mrs. Matheson, and Mrs. R. Ashman, London, Ont., 
and two sons, Albert M. Eby, Brantford, Ont., and 
Edgar O. Eby, Laird, Sask.—SJL 


tr FF + 
RICHARD H. HOFFMAN 


After a lingering illness of eighteen months, Richard 
H. Hoffman, fifty-seven years old, associated in a 
supervisory capacity with the American Lead Pencil 
Company, Hoboken, N. J., since 1913, died February 5 
at his home in Union City, N. J. He had been active 
as a member of Reliable Council, Jr. O. U. A. M., 
Hoboken, and Malta Lodge, F. and A. M., Union City. 
Surviving are his wife, Antonet (nee Dunstedter); a 
daughter Mrs. Gladys A. Hayes; two sisters Mrs. Sophie 
Cordes and Mrs. Bertha Huber, and one brother, Henry. 


Tf } 


NORMAN H. G. RUTHVEN 


After an illness of three weeks, Norman H. G. 
Ruthven, vice-president of D. A. Balfour Company, 
Ltd., office supply dealers in Toronto, died January 22 
in St. Michael’s Hospital in the Canadian city. He had 
been associated with the Balfour concern for twenty- 
six years and before that was with the Bank of Com- 
merce. For a long period he was Balfour’s branch 
manager at Mirror, Alberta. 

Mr. Ruthven was a member of St. Monica’s Roman 
Catholic Church and was associated with the Holy 
Name Society, Kiwanis Club, and Knights of Columbus. 
Surviving are his wife, Mrs. Mollie Balfour Ruthven, 
and one daughter, both of Toronto—R.C. 

+  - 
VICTOR L. COLOMB 

A native of New Orleans and identified with the 
stationery business for more than forty years, Victor 
L. Colomb, president of the Colomb Printing and Sta- 
tionery Company in the Louisiana city, died Febru- 
ary 8. Funeral services were held in the Holy Name 
of Jesus Church, with the Rev. Lawrence L. Toups 
officiating. Burial was in St. Louis Cemetery No. 1, 
New Orleans. 

Mr. Colomb, who established his own business some 
four years ago, was with Palfrey, Rodd and Pursell 
for a long period. His brother, Lionel Colomb, repre- 
sents the Weis Manufacturing Company in New 
Orleans. 

Surviving are his widow, the former Miss Beulah 
Genin; two daughters, four sons, three brothers and 
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MAKE MONEY 
helping your customers 


SAVE TIME 


A letter or instruction sheet that has to be 
retyped because of messy typing means 
precious time lost. Your customers will be 
glad to know about 


EATON’S CORRASABLE BOND 






that erases perfectly , — | 
with a pencil rubber, leaving no unsightly 
scars or smudges. CORRASABLE saves 
time, tempers and money. Tell your cus- 
tomers the CORRASABLE story and add to 


your sales and profits. 


& 
EATON PAPER CORPORATION ,¢T°''s | 


Berkshire Division "wus 8 


Oe, USA & 
PITTSFIELD, MASSACHUSETTS Rxsn 











FIGHT WELL 
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MARKWELL 


OFFICE STAPLERS! 


THEY SHOOT FASTER-— 
HOLD SECURELY 
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e War leaders say, You can't win a 
modern war without them.” 
proud of our participation in this im- 
portant branch of the office equipment 
industry. 

FOR YOU—MR. DEALER 


we have a limited supply of the follow- 
ing used office machines available. All 
carry RELIABLE'S guarantee of satis- 
faction. Addressing — Billing — Book- 
keeping — Duplicating — Folding ma- 
chines. Checkwriters—Coin changers— 
Ediphones — Dictaphones — Envelope 
Sealers — Mimeographs — Multigraphs 
—Graphotypes. 
WRITE TODAY FOR DETAILS 


Reliable Typewriter Co. 


303 WEST MONROE ST., CHICAGO 


We're 

















GRAPHIC 
GELATINE 
ROLLS 


In over thirty years GRAPHIC Duplicator 
rolls have earned an enviable reputation 
for their outstanding quality, recuperative 
powers, uniformity and dependability. 
Made of fine materials they keep their fine 
copying qualities over a long period. For 
all makes of duplicators. 


HECTOGRAPHS AND REFILL 


in attractively lithographed 


Two and four surface Oak 


composition 
containers. 
Frame duplicators in five sizes. 


GRAPHIC DUPLICATOR CO. 


473 BROADWAY 


NEW YORK, N. Y. 
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four sisters. One of his sons, Herbert, is a major in 
the Coast Artillery and is serving in the Southwest 
Pacific. Mr. Colomb was fifty-nine years old. 


+ - } 
WILLIAM H. HOLLAND 
The entire selling organization of Blake & Rebhan, 
Boston stationers, acted as honorary pall bearers at 
the funeral of William H. Holland who died suddenly 
in Boston January 21. Mr. Holland had been associ- 
ated with the firm for five years. 
+ + - 
CHARLES B. WILLIAMS 
A veteran in the export typewriter business, Charles 
B. Williams, sixty-eight, Latin-American representa- 
tive of the Underwood Elliott Fisher Company, died 
recently after forty years with the concern. He was 
vice-president of the Pan-American Trust Company, 
and honorary president of the Mexican Chamber of 
Commerce in the United States. 
+ bk - 
EDWARD J. SULLIVAN 
Members of the typewriter division of Remington 
Rand, Inc., mourned the death January 5 of Edward 
J. “Sully” Sullivan, branch manager in Richmond, 
Va., of the Remtico Supplies and Duplication Supplies 
Divisions. He joined the Remington Typewriter Com- 
pany in 1919, and in one year became manager at 
Richmond. He continued to head typewriter sales in 
the Virginia city branch until 1939 when he assumed 
the position he held until his death. 
+ - - 
FRANK D. BLOOMER 
Frank D. Bloomer, former salesman with the Bur- 
roughs Adding Machine Co., died February 17 in 
Toledo, O., leaving his wife, a daughter, a son, four 
sisters, and one brother—AK 


- oe 
WILLIAM E. LUCKERT 


Former friends and business associates continue to 
mourn the death of William E. Luckert, widely known 
through his managership of Meffert Equipment Com- 
pany, Louisville, Ky. Mr. Luckert passed away No- 
vember 28, 1942, at the age of fifty-eight after an ill- 
ness of only a week’s duration. As a young man, he 
took a position with the Diehl Book Store in Louis- 
ville which later was affiliated with the Office Equip- 
ment Company. In October, 1920, the Meffert Brothers 
formed the Meffert Equipment Company in the Ken- 
tucky city, and Mr. Luckert accepted the position of 
manager which he held until his death. 

+ + 
D. W. COLLINS 

D. W. Collins, sixty-eight years old, founder of the 
Western Bank and Supply Company, and head of the 
D. W. Collins Desk Company, both of Oklahoma City, 
Okla., died February 14 at his home in that city. 
Funeral services were in the Street and Draper Chapel, 
and burial was in the Memorial Park Cemetery, Okla- 
homa City. 

Surviving Mr. Collins, who had been one of Okla- 
homa City’s leading business men since 1909, are his 
wife, one son, one daughter, three sisters and one 
brother. He was a member of the First Christian 
Church and was a thirty-second degree Mason. 

+ he fe 
WILLIAM ERNEST HARRIS 

For thirty-seven years assistant superintendent of 
Business Systems, Ltd., Toronto, Ont., Canada, William 
Ernest Harris, sixty-five, of 65 Indian Road, Toronto, 
died suddenly February 13 after a long illness. Prior 
to his association with Business Systems, he was with 
Copeland Chatterson, Ltd., and was a pioneer in the 
loose-leaf business.—RC 
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AND NOW...A POSTURE CHAIR FOR EXECUTIVES 











V-624 


There’s profit a-plenty in this good-looking V-624. 
It’s one of Gunlocke’s famous “‘Posture’”” Group— 
scientifically designed to help people work with 
less effort, and without fatigue. 

The hand-adjusted hinged backrest follows 
each change of the sitter’s position, giving full 
continuous support. It comes in several different 
woods and finishes, and an attractive selection 
of leathers—fits into decorative schemes as agree- 
ably as it fits office workers, whether they are 
tall, or short, or in between. 


And among metal-saving swivels, the V-624’s 


WAYLAND, NEW YORK 





Whirlaway ball-bearing swivel leads the field. A 
metallic swivel never turned more freely. The 
height is adjusted instantly by hand—with a 
thumb screw and slide block. Strength, rigidity, 
looks, eficiency—Whirlaway has them all. It’s 
designed for today but built to yield a real 
lifetime of service. 

Office workers in war plants will welcome the 
all day working comfort of this splendid chair. It 
will be ready for shipment shortly. Get your prior- 
ity orders in quickly to capitalize on the profit 


possibilities of this salesworthy chair. 


.H. GUNLOCKE CHAIR COMPANY 
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> « NOW IN PRODUCTION 


i 
FAULTILESs 


VISIBLE RECORD 
«WAR MODEL - 


PRONG TYPE BINDER WOOD 
BACK . . . LABEL HOLDER 
. . . DOUBLE OPENING FEA- 
TURE TO PROVIDE FLAT 
WRITING SURFACE SO 
NECESSARY WHEN POST- ' me ot . 
ING ... NO METAL HINGES x ee ae 
. UNIQUE SHIFTING Wyk Sas} 
MECHANISM. 


STATIONERS 
LOOSE LEAF CO. 


MILWAUKEE, 524 N. Broadway 
NEW YORK, 114-116 E. 13th St. 


A JOB & WELL DONE 
i spite of at the restrictions 


= be C2... Thais ers: 


e ZIPPER PORTFOLIOS 


e BRIEF BAGS i. ¢*® Government : 


e RING BINDERS 





... EFFICIENT 
... EASY TO OPERATE 

. . « STRONGLY BOUND 
... YET LIGHT IN WEIGHT 














e FLYERS BAGS 
e BOMBARDIER CASES 
e INSPECTORS KITS 


and other critical items 
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LOUIS I. KRILOFF OPENS KRIL-OFFICE PRODUCTS 
FIRM IN CHICAGO 
Lo..is I. Kriloff, for twenty years in the office supply 


and equipment field, has opened his own company, | 


Kril-Office Products, at 170 West Monroe Street, Chi- 
cago. He is concentrating on products used primarily 
in offices, and while he has a complete retail depart- 
ment, he is devoting the major part of his activities 


to the wholesale and mail order phases of his new 


business. 

Occupying 4,000 square feet on the ground floor in 
a downtown Chicago district having numerous other 
firms in the office equipment business, Kril-Office 
Products has an attractive display window and a large 





LOUIS I. KRILOFF 


balcony devoted to office furniture which extends 
over the entire width of the main office and show- 
room. Fixtures in the establishment are of modern 
blonde wood. 

Mr. Kriloff, who was vice-president of the Reliable 
Stationery Company, Chicago, for twelve years, reports 
that his new enterprise enjoyed an exceptional busi- 
ness volume in its first month of operation. He has 
invited all manufacturers of office supplies, equipment 
and appliances to visit him, and many have accepted. 
Also, he is particularly interested in receiving makers’ 
literature and announcements of new items. 

cain a 
CAN WOMEN SOLVE THE PERSONNEL PROBLEM? 
—ASK RHYS H. LLEWELLYN 

“Can women solve the personnel problem in the 
stationery store?” 

That question was discussed and answered in the 
February issue by C. J. Latil, of the Latil Stationery 
Company, Baton Rouge, La., and now it appears that 
Rhys H. Llewellyn, of the R. H. Llewellyn Company, 
Manchester, N. H., has added his answer in a most 
conclusive manner. 

In his latest folder, Mr. Llewellyn lists his store per- 
sonnel, and of ten names shown, not including his 
own, eight are names of women. They are Hazel B. 
Adams, store manager; Lillian S. Come, secretary; 
Mary M. Abbott, loose-leaf accounting systems and 
supplies; Constant Gagnon, accounting department; 
Margaret C. Come, greeting card department; Alice 
Perry, clerk, and Vina Vercauteren and Florence 


Sullivan, filing and indexing systems and supplies. 
pie anteater eta 


SPECIAL WAR BOND AND STAMP PROGRAM FOR 


RETAIL STORES MARCH 1 TO APRIL 30 

The Treasury Department has announced that 
under its plan for continuous promotion of the sale 
of war bonds and stamps through retail stores, a 
special campaign has been prepared for March and 
April with posters and other point-of-sale material 
to be distributed direct to the retailers. 

The program features “Stamp-A-Day” Clubs to be 
formed in retail stores. This idea was originated by 
Mrs. Alma Kitchell of the Blue radio network and 
was given a successful try-out by Marshall Field & 
Company, large Chicago department store. The plan 
is designed to have promotional appeal to the retailers 


in that it acts to bring in customers every day to | 


buy stamps. Slogan of the drive is “A Stamp a Day 
for the Man Who’s Away.” Special days to be observed 





VISIBLE 


SAVES 
TIME / 


ALL RECORDS 
ARE /NSTANTLY 
AVAILABLE 


Delays are out—as the unheard of demand on American 
industry makes it necessary to speed up—NOW. Scores_of 
businesses, manufacturers and Government departments are 
handling increased volume easier and quicker with Acme 
Visible Records— because they have available at all times 
up-to-the-minute accurate data that saves precious time and 
enables them to keep pace with skyrocketing requirements. 
Acme Visible Equipment is applicable to every kind of 


record and, when applied, mu/tiplies the value of the record 
and, in addition, effects a substantial savings in clerical time. 


Ask for your FREE copy of illustrated folder, ““VISION” 


ACME VISIBLE RECORDS. INC. 


122 S. MICHIGAN AVENUE, CHICAGO, ILLINO!IS 


No. 380 R. C. No. 380 A. C. 


Two New Chairs 


By BRIGHT 


BRIGHT Craftsmen have produced these two numbers to comply 
with present war-time restrictions of the use of strategic metals. 
The new swivel used on the revolving chairs is smooth, easy and 
positive in action and adjustable for height. 


Customed in full accord with the BRIGHT tradition for fine crafts- 
manship, which enhances the natural beauty of fine woods and 
beautiful, long-lasting leathers of your own choice. Made in 
mahogany, walnut or oak. 

These BRIGHT numbers are receiving ready acceptance every- 
where. Order samples for your floor today. 


BRIGHT CHAIR CU., INC. 


127-133 BLEECKER ST. NEW YORK, N. Y. 
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RAVEN BRAND! 


= quality line for your more particular trade. | 
Clean, long wearing and sharp writing. The | 
new Raven Brand is guaranteed to satisfy. A 

| satisfied customer means a “repeat” order. 

| Ask us for samples. 


| THE Bucheye Ribbon éx tt | 


Manufacturers 
| 1458-68 East 55th St., Cleveland, Ohio | 


A NEW QUALITY PRODUCT 
The naa 
Wins ty 

FILE STENCILS 
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Be sure to look in- 
to this systematic 
and protective fil- 
ing method ; insures 
utmost safety for 


stencils, at low cost 


2 SIZES 


for 50 and 
100 STENCILS 


” 


a. 
gar (A hgh 


20” long, 10” wide; 
index page standard 
on both sizes; produc- 
tion record page for 
each stencil allows 
space for com- 
plete informa- 
tion. 


Covers are 
of heavy blue 
leatherette stock; 
pages numbered; 
spiral binding en 
ables book to lic 
flat at all times. 


Send today for 
descriptive folder. 


Technygraph E 


TECHNY, ILLINOIS 
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during the campaign are Blue Star Mother’s Day, 
Marine Heroes’ Day, War Wives’ Day, Army Heroes’ 
Day and Navy Heroes’ Day. 

Materials available to retailers include a 22 x 28 inch 
poster, mounted or unmounted; an _ easel-backed 
counter card, 11x14 inches, and a window streamer 
10 inches deep and five feet long. Newspaper mats 
also are supplied through local newspapers. 

Any retailer who has not received his quota of 
sales aids is asked to get in touch with the chairman 
of his local war savings committee. Should the organ- 
ization not be listed in the telephone book, name and 
address of the chairman can be obtained from the 
Post Office or Chamber of Commerce. 


PROBLEMS OF NEAR EAST OFFICE SUPPLY 
BUSINESS SAME AS IN U. S. 

Business news from the Near East, especially in the 
office equipment field, is scarce these days, but OFrricE 
APPLIANCES is able to report that dealers in that part 
of the world are confronted with much the same prob- 
lems as prevail in the United States—‘“a great demand 
as against the severe shortage of office machines and 
equipment.” 

Such is the statement of D. Wengrinowitsch, of 
the Palestine Orient Company, Ltd., who writes this 
journal via Trans Pacific airmail from the concern’s 
head office in Tel-Aviv, Palestine. 

Mr. Wengrinowitsch says, however, that “victory has 
never been so near and certain as at present and with 
it no doubt will come remedy to the present difficul- 
ties.” 

Remarking the “many American visitors in this 
country, many emanating from the office machine and 
equipment line,” Mr. Wengrinowitsch says he is inter- 
ested in making the stay of these people as pleasant 
as possible and he refers especially to those who “may 
have been directly connected with Underwood while 
at home.” The Palestine Orient Company handles 
Underwood typewriters as well as office furniture, 
duplicators and calculating machines, and maintains 
branches in Jerusalem and Haifa. 

Concluding, the Palestine business man says, “I shall 
be very grateful if you could make it known that any 
such visitors in this country might call on us. These 
calls will be very welcome and I can assure you that 
every assistance will be given them and everything 
done to make them remember their visit to this coun- 
try with pleasure.” 

———————--_—a ee —______ 

THIRTY-FIVE SCHOOL TYPEWRITERS TO U. S. 

Approximately thirty-five typewriters, six years old, 
which are not absolutely essential to the city school 


| system at Youngstown, O., will be sold to the govern- 


ment for the armed forces. The board of education 
voted to make this equipment available to the Army 
and Navy after repeated requests —AK 

ee eS ul a cttnes. ae 


e =r 
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Elick Neal Maledon, Jr., entered this world in Long- 
view, Tex., on January 23. He weighed in at seven 
and one-quarter pounds. His father, E. N. Maledon, 
operator of the Longview Typewriter Exchange, is a 
native of Fort Smith, Ark., where he began his career 
as a typewriter man. 

Bright and early Monday, February 15, W. H. Beck- 
with, publicity director of the Royal Typewriter Com- 
pany, appeared at his office in New York with a grin 
that made the whole day pleasant for his associates. 
The occasion? Just the arrival of a six and one-half 
pound daughter, Beverly Ann. Mother and daughter 
are doing well. 

Robert Irving, Connecticut Valley representative for 
the F. S. Webster Company, has been a proud papa 
ever since December. It’s a girl and her name is Paula. 
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If at times, 
yOur Orders 


we h 
ave seemed tardy in fillin 
standing, 


| We ask 























Office Furniture Warehouse 
Company H. A. Clemetsen (Eastern) 
573 Broadway, New York, N. Y 
William H. Brown (Chicago- 
Midwest) 6708 Glenwood Ave., 
Chicago, Iilinois 
€. F. Umphred (Western) 

30S Euclid Ave., Oakland, Calif 
R. W. Young & Son (Michigan) 
613 Free Press Bidg., Detroit, 
Michigan 
George Litchfield (Midwest) 
Jasper, Indiana 
E. W. Thomas (Southwest) 
Box 3493 Peninsula Station 
Daytona Beach, Florida 


Pedestg; 
T " 
oromed cate 





Desk wy; 
echanism 





fs The Jasper Desk | eT ELT 


JASPER IMNDIAM A 
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Conserve TYPEWRITER PLATENS Like New 


Re-Vitalize Rubber Platens and Feed Rolls .. . Restore Rubber 
Parts of Office Machines with STEN-O-FREN 





Sten-o-Fren Sten-o-Fren 
Easily Applied Its added use as 
With a Cloth a type-cleaner 


gives a dual pur- 
pose product for 
price of ordinary 
one - purpose 
cleaners. 


Results at once 





It cleans fabrics 
and office equip- 


Rapidly restores 
resiliency of rub- 


ber platens ment. 
CHEMISTRY STRIKES A “NATURAL’’—BUSINESS PEOPLE PROFIT 
STEN-O-FREN revitalizes anything made of rubber:— synthetic rubber printing machine rollers; erasers; 
vital parts of essential machines such as typewriters, rubber stamps; rubber parts of vacuum cleaners. 


mimeograph-multigraph-adding machines; crude and 


RUBBER PARTS THAT CANNOT BE REPLACED CAN BE RENEWED 
Sten-o-Fren comes in 3 oz. Bottles, 50c List—8 oz. Bottles, $1.00 
Distributed in U. S., Canada and Latin America by 


BAINBRIDGE, KIMPTON & HAUPT. INC. 


218 GREENWICH STREET NEW YORK, N. Y. 








The Red Cross has Problems like your own 


—of Planning Your Red Cross operates a vast planning program to enable it to be ready for any 
disaster or emergency anywhere—whether it comes in the Americas, Europe, 


Australia, Asia, or Africa. 


Your Red Cross is responsible for the smooth operation of 3,750 chapters and 6,000 


—of Organization ; ; . 
branches, all engaged in the same enterprise of helping all who need help. 


Your Red Cross has tripled its staff since Pearl Harbor and has had to enlist the 
aid of and train over 6,000,000 volunteers in the principles of First Aid, Water Safety, 
Accident Prevention, Home Nursing, Nutrition, Nurse’s Aideing, Mass Feeding, 
Motor Mechanics, and other subjects allied to our country’s war effort. 


—of Personnel 


Your Red Cross is not only one of the world’s foremost purchasers of supplies, but 
it has the immense distribution job of collecting millions of items from 10,000 
different communities in the United States, assembling and storing them, and then 
shipping them to practically every country in the world. Last year your Red Cross 
shipped some $60,000,000 worth of food, clothing, and medical supplies to over 
20,000,000 homeless people in foreign countries. 


Your Red Cross, whose war-time and post-war expenses will run well into hundreds 
of millions, must account to the public for every penny it collects and puts to work. 
Its accounts are audited annually by the U. S. War Department. 


—of Production 


—of Finance 


The Red Cross faces the same problems as are in your business. With your support it can 
successfully meet them. 


The Second War Fund is greater than the First, but no greater than the increased needs. 
Business men can help with time and with money, as organizations and as individuals. 
March is the Red Cross month . . . Cooperate with your Red Cross Chapter. 


AMERICAN™#RED CROSS 
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BILLFORM “PROCESSED” 
CARBON PAPERS 


Each sheet of Storm’s “BILLFORM PROCESSED” 























carbon papers is specially processed to make it curl 
resistant. Each sheet is therefore easier to handle. 
Each sheet lasts longer. Each sheet will MAKE new 
friends, permanent friends for you. 


The “Complete Line” 


CARBON PAPERS: Cleangrip, Whitedge, Clean Pull, 
Cameo, American, Reliance, Storms Pen and Pencil 
Carbons, in all weights and finishes. CARBON ROLLS: 
Tailor’s Marking. Photo Offset, Billing Rolls for Elliott 
Fisher Machines, Billing Rolls for Burroughs Posting 
Machines, Register Rolls, Tally Rolls, Teletype Car- 
bonized Rolls, Rolls for Elliott-Addressing Machines, 
Special Rolls. INKED RIBBONS: Stormtex, Cameo, 
American Reliance, Ribbons for Addressograph Multi- 
graph, Speedaumat, etc. 


H. M. STORMS CO. 


561 GRAND AVENUE BROOKLYN, N. Y. 








The New ADJUSTOOL 


e A Stool of Many Sizes e 


Easy to operate. Ideal for 
Applicable for numerous 


Can be adjusted to fit your needs. 


Linotypers. Perfect for Laboratories. 











other uses. 


Made of Hardwood, finished natural. Seats are 14 inches in 
diameter. Backs are made of Bentwood. Legs have rounded cor- 
ners. Round seats can be had at same price. 


Can be raised six inches in one inch steps. 


EXCELLENT DELIVERIES 











i. @ DURABLE 

is planed @ APPLICABLE 

serena salut @ ECONOMICAL 
Less Dealer's Discount . . . » « Order Today! 


METALSTAND Company 


1615-25 MELON ST. PHILADELPHIA, PA. 
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‘National’ Cases 


Insure 
Dealer 
Profit 
and 
Consumer 


Satisfaction 





“National” brief cases, envelopes and ring binders mean profit for you 
and assured satisfaction for your customers. 
A wide selection of the finest leathers, skilled 
workmanship and years of knowing-how make 
“National” the outstanding line in this field. 
Priced for popular appeal in line with war- 
time economy. 


National Brief Case Mfg. Co. 


512 S. Peoria St., Chicago, Ill. 
10 E. 34th Street, New York 
1709 W. 8th Street, Los Angeles, Calif. 
















INVESTIGATE 
THE MERITS OF 


ROBERTS 


The Quality five action, all steel 
and nickel, Numbering Ma- 
chine. 





% Capacity for ten wheels. 


% Priced competitive to ordinary ma- 
chines of four and less actions. 


% UNCONDITIONALLY 
GUARANTEED. 


Your large discounts give you a 
real incentive to sell these units. 


The 
ROBERTS NUMBERING MACHINE CO. 


694-710 Jamaica Avenue Brooklyn, New York 


Western Distributor LOUIS MELIND COMPANY 


362 W. Chicago Ave., Chicago, Ill. 593 Market St., San Francisco 
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SHIPPING CLERK SEVENTEEN YEARS AGO, E. E. 
SMITH IS NOW UNIVERSAL SALES HEAD 


Announcement by W. J. Hamlin, president of the 
Universal Paper Products Company, Chicago, of the 
appointment of E. E. Smith as the firm’s sales man- 
ager brings to light an interesting story of a man who 
made steady progress up the ladder of success through 
his own initiative and aggressiveness. 

Mr. Smith was a shipping clerk in overalls for a 
Florida wholesale paper house seventeen years ago 
when he came to the attention of the industry by out- 





E. E. SMITH 


standing work in developing new drinking cup ac- 
counts for one of the country’s foremost paper manu- 
facturers. In the natural course of events, he joined 
the sales organization of that manufacturer, and in 
the ten-year period following 1925 became one of its 
leading salesmen. 

In 1937, Mr. Smith became associated with the 


=| newly-formed Universal Company and has represented 


it in practically every section of the country. Most 


| recently he has been in charge of sales of VeeCup 


drinking cups and soda cups, and Universal flat bot- 
tom drinking cups and souffles in the Eastern terri- 
tory with headquarters in Philadelphia. In his new 
position as sales manager, his office will be in Chicago 
where the company’s factory is situated. 

— 


NEWS NOTES FROM NSA DISTRICT NO. 8 





By Gene Mitchell, Correspondent. 





I. Voda, Wallace Pencil Company, made a trip 
through Missouri and Kansas in February, calling on 
his customers and friends. 

* * a 

Seen in St. Louis recently calling on the trade were 
John Pydlek, Blaisdell Pencil Company; “Augie” 
Krohn, American Pencil Company, and Heine Seng- 
busch, Sengbusch Self-Closing Inkstand Company. 

™ af ~ 

Midwest travelers extend their sympathies to Mrs. 
Will Reuther and family and to members of the or- 
ganization of the Crowley-Reuter Stationery Company, 
Kansas City, in the loss of our fine friend, Colonel 
Will Reuter, whose passing is reported elsewhere in 
this issue. 

Governor Leonard Wilcox of the Eighth District has 
started his mailing campaign to publicize the April 2 
regional meeting to be held at the Muehlebach Hotel, 
Kansas City. The first piece was a colorful and patri- 


| otic message. 


é * 7 


The Midwest Travelers Club regional convention 
committees for 1943 have been selected as follows: 


| Entertainment, Matt Dimmit, Wilson Jones Company, 
| chairman; Bill Pickering, Eberhard Faber Pencil Com- 


pany; Lyle S. Turner, W. A. Sheaffer Pen Company; 
I. Voda, Wallace Pencil Company, and Herb Beckman, 











SPEED-0-PRINT 


- »« A VITAL LINK IN 
COMMUNICATIONS 


Automatic 
—<_“ Feed Model 
(post card to 
legal size) 


$39.50 


> Speed-O-Print is the practical and ee 
# economical way to produce _ Apest card | 


Itiple forms. It’s no wonder : 





f 
-0O-PRINT CORPORATION 
CHICAGO, ttrtttinots 





CELLULOSE STENCILS 
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Boorum & Pease Company. Reception and Program, 
Charles Hicks, Art Metal Construction Company, chair- 
man; Ralph Maneval, A. W. Faber, iInc.; William 
Lashbrook, Esterbrook Pen Company; Robert Thorn- 
hill, Joseph Dixon Crucible Company, and Ed Conlon, 
Rockwell-Barnes Company. House of Friendship, Aus- 
tin Waterbury, Carter’s Ink Company, chairman; 
Maurice Mann, Sanford Ink Company; A. H. Krohn, 
American Lead Pencil Company: Herb Johnson, Wil- 
son Jones Company, and William Bohart, Eberhart 
Faber Pencil Company. Ladies committee, Mrs. D. A. 
MacDougall, chairman, Mrs. Austin Waterbury, Mrs. 
E. J. Mitchell, Mrs. Maurice Mann, Mrs. R. C. Moore, 
Mrs. Paul Baird, Mrs. Charles Demaree, and Mrs. I. 
Shockley. 
Seen 
RED CROSS COMBINES ANNUAL ROLL CALL 
WITH WAR FUND DRIVE IN MARCH 

March has been designated by President Roosevelt 
as Red Cross Month when the organization will con- 
duct its nation-wide War Fund campaign, coinciding 
with the annual Roll Call, postponed from November 
so that there will be only one Red Cross appeal during 
the year except in case of dire emergency. 

Full co-operation of all individuals and companies 
is asked in the drive to the end that the Red Cross 


The G reatest Mother 


in the World 





RED CROSS WAR FUND 
MARCH - 1943 


can adequately carry on its work on the battlefronts 
and the home fronts. 

In appealing for funds, G. Stewart Brown, national 
director of the Red Cross public information service, 
declares: 

“In wartime the most important Red Cross obliga- 
tion is to the armed forces. The organization’s blood 
donor service, its hospital recreation programs, its 
service men’s clubs overseas, its representatives at 
Army and Navy posts and with our task forces, and 
its home service work for dependents of our fighting 
men are but a few ways of fulfilling this obligation. 

“At the same time, needs at home are almost equally 
urgent. Civilians must be trained for any contingency. 
The Red Cross must be ready with men and material 
to meet any emergency. Only adequate preparedness 
will enable the Red Cross to help safeguard national 
health and security.” 

——— =o 
EAST BAY TYPEWRITER BODY JOINS NTOMDA 


Harry Turner, secretary of the National Typewriter 
and Office Machine Dealers Association, has announced 
that the East Bay Typewriter and Office Machine 
Dealers Association in California has become affiliated 
with the national body. President of the local group 
is W. H. Estment, 1021 McDonald Avenue, Richmond, 


Calif. 








ST. JOHNS TABLES 


% The 1943 production of the ST. JOHNS 
TABLE CO. has been planned to meet 
the nation’s war restrictions—SO as long 
as wood tables can be made, ST. JOHNS 
will make them. 


% Write today for the ST. JOHNS catalog 
showing this and other distinctive wood 
office tables. 


BUY WAR BONDS 


gL AOA AE LL ALLE 






No. 28 Table Description: 


gy %& Selected Northern Oak in Office 
Golden or School Brown finish. 
Plank edge top 144” thick with 
extra frame underneath to pre- 
vent vee Legs are 2%", 6- 














foot length has 314” legs. aw- 

ers are dovetailed front and Sizes: 
back with framed-in 3-ply bot- 

toms. 5 and 6 foot sizes have 32 x 60 inches 


two drawers. 34 x 72 inches 


St. Johns Table Company 


New York Office: 206 Lexington Ave., N. Y. C. 
Chicago Office: 666 Lake Shore Drive, Chicago 

















>. £8 reese 


Cc FF & 4: Mi: eS 
Made of Indestructible Quarter Inch Tempered Fibre 


PROTECT CARPETS ---COVER WORN SPOTS. 
Chairs roll easier. 18 sizes and shapes. Brown, Green, 
Black and Maroon. Write today for complete details and 
miniature sample. 


Also makers of Service drawing 
boards @ lap boards @ clip boards. 


SERVICE INDUSTRIES, INC. 


2025 SO. CALUMET AVE. CHICAGO 
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PE SMP CLARA 
* 
* 
* 
* % Year after year Ehrlich has 
* been offering the “best 

buys” in Quality "Leather 

* Furniture". Styled for sales 
+. with the sales value "Built- 
* in. 
* 
CTORY 


To-day Ehrlich 
Recommends A Great 
"Best-Buy" 


* 


WAR SAVINGS STAMPS 
AND BONDS 














EHRLICH UPHOLSTERY WORKS 


520 West 42nd St., New York, N. Y. 






+ + + + + H 





-«--e- Attention Dealers 


SATIN FINISH 
EXECUTIVE risons 


Meet the maximum expectations 
of users of SILK RIBBONS 


SATIN FINISH EXECUTIVE Typewriter ribbons were 
introduced: five years ago as successful competition to silk 
ribbons for sharpness of write as well as maximum 
durability. 

SATIN FINISH EXECUTIVE Ribbons have been success- 
fully sold by enterprising dealers in competition with silk 
on the basis of equal sharpness, equal wear, something 
unknown heretofore with cotton ribbons. 

SATIN FINISH EXECUTIVE will absolutely meet your 
and your customers’ fullest expectations. It is not uncom- 
mon for users to report that their typewriters consume no 
more than two or three SATIN FINISH EXECUTIVE rib- 
bons a year. So far as we know, there is no similar 
sharp writing, long wearing ribbon on the market. 

With the increasing difficulty in securing your require- 
ments on silk, SATIN FINISH EXECUTIVE is YOUR 
OPPORTUNITY to meet all the demands heretofore sup- 
plied by silk ribbons. 


“Oldest Exclusive Manufacturers of 
Typewriter Ribbons and Carbon Paper” 


ALT <n 


Factory, Rochester, N. Y. 1943 


1888 
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SAN ANTONIO NEWS NOTES 





By B. C. Reber 





Paul Anderson Company is making an important 
contribution to the war effort by producing a Simpli- 
fied Flying Calculator, the invention of John E. 
Clemons of Washington, D. C., which has been en- 
thusiastically accepted by aviation experts throughout 
the country and now is in use at all airports and 
flying schools. The calculator takes the error out of 
dead reckoning flying and in its place provides a sim- 
ple method whereby anyone with only a little educa- 
tion can quickly determine the course. 

7” » * 

Milton R. Forke of the service department of L. C. 
Smith & Corona Typewriters, Inc., who joined the U.S. 
Marines a few months ago has been honorably dis- 
charged because of physical disability and has re- 
turned to his position with this branch. 

” > * 

E. P. Haye, manager of the local branch of L. C. 
Smith-Corona, has been placed on the Speakers’ Board 
in the Red Cross drive for blood and working funds. 
He is also active in the sale of war bonds and stamps. 

* ~ * 

Service operations among the typewriter dealers are 
at a high peak, M. B. Turner, service manager at 
Remington-Rand, Inc., reporting a 350 per cent in- 
crease in volume over 1942. 

* * * 

W. P. Southern of Southern Sales and Service is 
recovering from an illness that confined him to a 
hospital for twenty days. After a month’s rest at his 
home he expects to be back again at the old stand. 

+ * ” 


Friends of J. Tom Jackson, a veteran in typewriter 
sales and service, will be glad to learn that he is back 
at his old work again, being associated with the Haak 
Typewriter Company. Tom started in with typewriters 
back in 1905 with the local Oliver dealer. When Oliver 
went out of business, he became associated with the 
local branch of Royal Typewriter Company, serving 
until 1939 as branch manager. I] health has kept him 
out of active work until this year. 

* * * 

Cards received at the Central Typewriter Company 
indicate that two former employees, R. R. Gehrs and 
Milton Marlin, are now with the armed forces in 
England. Two others who have recently entered the 
service are George Summers and Milton Troutz. M. R. 
Allen, head of the firm, has returned from a trip to 
Fort Worth where he attended the Golden Gloves 
tournament. 

a ~ * 

Two new feminine members have been added to the 
sales staff of the Clegg Company. They are Mrs. 
Betty Culbertson, formerly with the City Book Store, 
Wooster, Ohio; and Mrs. Nell Dabney. 

* * . 


G. C. Zimmerman with headquarters in the Milam 
building, has been named distributor for this area for 
Allied Carbon and Ribbon Manufacturing Company 
of New York. Mr. Zimmerman also is meeting great 
success with a type cleaner that he is putting out over 
his name. It is sold under the trade name of “Zip.” 


<> 


“JIM WARD MONTH” IN PROCUREMENT DRIVE 
AN OUTSTANDING SUCCESS 


As this issue of OFFICE APPLIANCES goes to press, it 
appears that “Jim Ward Month” in February, as sug- 
gested and conducted by the National Typewriter and 
Office Machine Dealers Association, will be recorded 
as an unqualified success. 

It was hoped to make the month outstanding in two 
respects. The first was in the form of a special drive 
for typewriters in co-operation with the government 
procurement campaign, and the second was to have 
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LEOPOLD 
DESKS 


foe (jone (2 Mer 


In war plants from coast to coast 





Leopold Desks are used to plan and produce 








products for victory. 


* * * * * * 


LEOPOLD CO. 


BURLINGTON, IOWA 








DEALERS ! 


We again remind you that Office Furniture 
Dealers are doing a nice business selling our 
Portable Tool Trucks to factories that have 
War contracts. They will furnish you the nec- 
essary (A-lc or better) priority certificates. 


These trucks are extremely essential fac- 
tory equipment on account of their time- 
saving, work-speeding qualities. 


Made in 3 different styles: No. 7170 with 
one tray; No. 7150 with 2 trays; No. 7160 
with 3 trays. Full description in our catalog 
pages 30 and 31 or ask for our folders No. 
871 on which you can place your imprint. 


wim | UHL STEEL Furniture 


eyimep stars ~ Manufactured by 
cusses | THE TOLEDO METAL FURNITURE CO. 


STAMPS 1762 HASTINGS STREET TOLEDO, OHIO 


No. 7160 with 3 trays 


Drawer is extra 
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5-PLY TOP a: —— 


WOOD TORQUE PLATE 

















PLYWOOD DRAWER FRONT 


Buy Right 
INSIDE DRAWER HEAD 
TODAY SOME I 
For Sound Business 


TOMORROW 


Today as ever your customers expect you to 
7 z % 3-PLY FOLLOWER BLOCK 


furnish the very best available. Study the METAL DRAWER RUNNER 
~ ' —* a STEEL PROGRESSIVE 
construction and advantages of every wood petri 
file, then recommend. Your knowledge and ROLLERS 

CROSS PIECE 


experience will help you pick “PEERLESS.” 


CROSS SUPPORT 


3-PLY SIDES 


MAR-PROOF GLIDERS 


PEERLESS STEEL EQUIPMENT COMPANY 


UNRUH & HASBROOK STREETS, PHILADELPHIA, PENNA. 


Red Feather Stencils 
have “HNLISTED” 

























Just as every man must pass a rigid physical test to enlist in the 
a armed forces—Red Feather Stencils had to go through stringent 
oo tests before they too, might serve in time of war. 


Red Feather Stencils are now being used by many of the critically 
important organizations doing exclusive war work. “Smudgy” 
or indistinct reproduction may change an important message. 
Red Feather Stencils were selected because they cut clean, do not 
fill the type, last longer and do a better job. 


Now manufactured in a new 25,000 square foot daylight plant 
made necessary by tremendous increased volume of orders. Red 
Feather Stencils are doing their part to help win the war. 


When you specify Red Feather Stencils, inks and duplicator 


materials you get the best by actual test. 


HELP WIN THE WAR ; BUY BONDS 


RED FEATHER PRODUCTS, LTD, 429 BUSH ST, SAN FRANCISCO, CALIF 
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the “Form 10’s” send directly to Jim Ward in Wash- | 


ington as a tribute to his efforts en behalf of the 
trade in the campaign. 
(Jim Ward, if there are still one or two people 
in the typewriter trade who do not already know, 
is the industry’s representative on the typewriter 
procurement committee of the War Production 
Board, and, moreover, one of the best known and 
best liked men in the trade.) 
During “Jim Ward Month,” various local typewriter 


associations competed to see which would make the | 


best showing. The newly formed New England Asso- 
ciation pledged 1,922 machines for February when it 
met in Boston late in January. The New York associa- 
tion had a drive for 5,000 machines and other local 
groups were making concerted efforts. 

o—e ee 


SECURITY STEEL EQUIPMENT PROMOTES THREE 
IN ITS SALES ORGANIZATION 
Three recent promotions in the sales organization 
of the Security Steel Equipment Corporation, office 
equipment manufacturers of Avenel, N. J., are an- 
nounced by Oscar Wilkerson, Jr., sales Manager. 





Burnham Matthews, who has been with the com- | 


pany for eight years, working both in the New York 
office and in the field, has been placed in charge of 








BURNHAM MATTHEWS J. W. BARTON 


the Central Western territory with headquarters in | 


Chicago. J. W. Barton, well known throughout New 
England, has been made branch manager of the New 
York office at 41 East 42nd Street. J. E. Johnson, a 


new member of the Security organization but a | 
familiar figure to office equipment dealers in New | 
England will take over Mr. Barton’s former territory | 
with offices in the company’s warehouse at 7 Federal | 


Court, Boston, Mass. 
= 0 


ALEXANDER H. SMITH & SONS, CARPET MAKERS, 
CHANGE SALES POLICY 


A dispatch on the financial page of the Chicago Sun, 
February 10, announces that Alexander H. Smith & 
Sons Carpet Company plans to sever connections with 
its forty wholesale distributors before the end of 1943 
in a move to assume more direct control over mer- 
chandising of its products. The company, it was 
reported, plans to sell direct to retailers, shipping 
supplies from mills or mill warehouses. 


BESSER RECOVERING FROM ICE MISHAP 

Members of the trade in New York and Pennsylvania 
who have missed the familiar face of Alfred E. Besser, 
representative of the Trussell Manufacturing Com- 
pany, Oakville Company, and Eureka Blank Book 
Company, will be sorry to learn that his absence is 
the result of an accident on his own veranda steps in 
Buffalo. He slipped on the ice and suffered three 
broken ribs, but writes that he will be back on the job 
shortly. 
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CARBON 
PAPERS 
TYPEWRITER RIBBONS 


Made right — Priced right — 
Sold right. Here’s a ribbon 
and carbon proposition you 
can turn into real profit. You 





can always count on our co- 
operation. 


EXCLUSIVELY for 
DEALERS “~ STATIONERS 


Complete details on request 
ALLEN & COMPANY 


Serr. @ 
; 11-13-15 Vandewater St., 
¢ New York, N. Y. 























| GET DOWN T0 BUSINESS 











NU-VISE SIGNALS 








Business for all of us right now means war 
business . . . what else matters if we fail 
in that? 

GRAFFCO products, small as they are, 

play a prominent part in speeding the flow 
of men and supplies from home front to 
fighting line. 

To our customers, most of whom are en- 

gaged in this vital work of distribution, 
we pledge a continuation of our efforts to 
make and deliver the best of which we 
are capable. 

GEORGE B. GRAFF COMPANY 


64 Washburn Avenue, Cambridge, Mass. 
Makers of 

Cellugraf Signals Nu-Vise Signals 

Nu-Viz Signals Maptacks 
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23% 








Ss 
heat 


[ill falecce 


In company with all American industry, 
NPM has gone “all out” in the war effort. 
With increased manufacturing facilities, 
our plants are now producing weapons to 
end the conflict and hasten the day when 
peace will bring greater plenty for every- 


body. 


Despite arrested production, the full NPM 
line of mailroom equipment is available 
to speed the mail of wartime industries. 


NATIONAL POSTAL METER CO., INC. 
ROCHESTER, NEW YORK 
BRANCHES AND AGENCIES IN PRINCIPAL CITIES 























all 8 colors 


SUPERDEX Roll Labels are made in eight 
distinct colors to assure rapid filing and find- 


8 PASTEL 

COLORS ing. Take time to introduce your customers 
BUFF to this color convenience. 

SOON,” —- SUPERDEX roll labels are made of good 
SALMON quality stock on full automatic machinery 
GREEN —perfectly scored — perforated — evenly 
MANILLA gummed. 

BLUE 
WHITE Give SUPERDEX Roll Labels a chance fo sell 


themselves. A prominent place on your 
counter is all they need to make money for 
you. 


THE WARSHAW MfFG. CO., INC. 


1 MAIN STREET, BROOKLYN, NEW YORK 


INDEX CARDS 
MENDING TAPE 


FOLDERS 
GUMMED INDEX TABS 


GUIDES 
PROTEX STICKONS 
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Seen and Heard 


in Southern California 


By J. Edward Tufft 
1719 Fremont Ave., South Pasadena 


Business Still Good.—Although it is beginning to 
sound like a chant there still can be no harm in re- 
peating that business in all phases of office appliances 
in Los Angeles, and all Southern California for that 
matter, continues good. In typewriter shops, factory 
branches, etc., the two big stories are sales to the 
government and defense industries and repair work. 

There is still a continuous stream of men from the 
office equipment industry into the armed forces. Com- 
panies are losing many old employees in this way, 
and this has meant the training of girls for mechan- 
ical work in many instances. The universal story is 
that the girls are doing well, showing an adaptability 
for mechanical work formerly not suspected. 

* ” * 

Vasen Visits Chicago.—K. Vasen has returned from 
Chicago where he spent a week discussing the 1943 
program with his company, the Victor Adding Machine 
Company. He reports also that while away he had an 
opportunity to see the new Victor plant which he 
says is an amazing project, with portions giver over 
to the manufacture of war goods, secret appliances 
and precision implements. 

He reports that the Los Angeles branch is extremely 
busy with repair work and installation of machines 
in war plants and various defense industry plants. 
Taking everything into consideration, he says, business 
must be called very satisfactory. 

a * ~ 


Thomas Says Business Brisk.—R. A. Thomas, general 
manager of the Grimes-Stassforth Stationery Com- 
pany, had but a few words to say this month, but 
those words were very encouraging. “Business is going 
along O.K. and anything that we can buy we can 
sell,” he said. “The main working force in the store 
is pretty much the same as it was two months ago, but 
there has been an occasional call into the service by 
the government.” oe %® 


Visitors in Los Angeles.—Charles Ramsey of Chicago, 
representing the Ever Ready Calendar Company, and 
George Morgan, western representative of the same 
company, have been on a goodwill tour of the Los 
Angeles and San Francisco trade areas. They report 
business very good in both sections. 

+ . * 

Gus Johnson Dies.—Gus Johnson, representing the 
Everett Pulp & Paper Company, San Francisco, died 
recently. Details here are lacking. He was well known, 
however, in Los Angeles because of his frequent visits. 

* * oa 

Help Is Problem.—Getting and retaining competent 
help seems to be the greatest immediate problem 
facing both stores and factory branches. In the 
Schwabacher-Frey Stationery Store, for instance, girls 
are now doing eighty per cent of the repair work on 
electric shavers. The management reports that they 
do this work satisfactorily. 

Deeyle in New Position—Jay W. Deeyle has been 
named inspector of services in all Underwood Elliott 
Fisher outlets in the Los Angeles area. Mr. Deeyle for 
a number of years was traveling inspector out of the 
New York office and likewise had previously lived in 
Los Angeles. He is also mechanical instructor on 
Underwood Elliott Fisher bookkeeping machines, and 
is himself a skilled mechanic. 

~ * * 

Rent and Repair Business Good.—The Commercial 

Typewriter Company, 111 West Ninth Street, Los 
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Al Whartime Duty es 


To your country, to your customers and to yourself is to show users 
of Typewriter Ribbons and Carbon Papers how to get the most from 
their supplies. One of the fundamental requisites, of course, is that 
they specify a reliable long-service brand like the Mittag and Volger 
“Plenty Copy” or “M and M”. Utilizing both tracks of a single-color 
ribbon, reversing carbon paper topside down when worn and other 
such ideas ‘conserve without curtailing’ business procedure. Ask 
M & V about other “conserve without curtailment” methods. 
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CHICAGO BOSTON ST. LOUIS KANSAS CITY - SAN FRANCISCO he Lite ay 


F O R YO U M r. DEA L E R: Steady advertising such as this helps YOU sell 


more Higgins products. It is one of our 1943 series running in: SCHOLASTIC + INDUSTRIAL ARTS 
SCHOOL ARTS + AMERICAN ARTIST + CATHOLIC SCHOOL JOURNAL + SCHOOL 
SHOP + THE OFFICE + NATIONAL SECRETARY + PENCIL POINTS + THE ARTIST 
PRODUCT ENGINEERING - MECHANICAL ENGINEERING and 50 engineering college publications. 


























HIGGINS AMERICAN DRAWING INKS 


Precision Inks for Precise Performance 







From the steamy dampness of the tropics to the icy dryness of 
the arctic, experienced draftsmen insist on Higgins American 
Drawing Inks. For they know they can depend on the precise per- 
formance of Higgins Inks under all working conditions. 

For more than 63 years Higgins American Drawing 
Inks have been winning world-wide respect for their 
superior qualities — for free flow and sharp surety of 
line. Draftsmen know that with reasonable care Higgins 
American Drawing Inks retain their qualities of precision § 
performance unless actually exposed to freezing. 














Available in a com- 
plete color range. 






ae 
) HIGGINS INK CO. INC. S 


NLNTH ST, BROORLY.S, -S. Y. 
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glass HANDI- PEN :et 






-.. sells fast, brings 
repeat orders NOW 


When you can maintain efficiency, quality, 
and appearance with substitute, non-critical 
materials, you've really got something in 
these days of war shortages. That’s what 
many stationers are finding out about the 
glass Handi-pen set. It gives your custom- 
ers the well-known Handi-pen satisfaction, 
because it’s a genuine Handi-pen set with 
all the basic Handi-pen features . . . Hand- 
some crystal, black, or ivory glass, inde- 
structible by ink acids. Holds 2 oz. of ink, 
fills from any bottle . . . Stock the new 
glass Handi-pen; write for descriptive cir- 
culars. Also ask about the steeless Kleradesk. 


Sengbusch Self-Closing Inkstand Co. 


303 Sengbusch Bidg. Milwaukee, Wis. 


Single Handi-pen set 
(illustrated) $3.00 to 
$3.25 Single or double 
set with wood fibre 
hase $4.50 to $12.30. 








Symbols of Success 
Sn the Drive for AlLOut Victory | 


In Combat e e 
A Rapid Firing Garand Rifl 
an Efficient Desk 4 :' atin : 


In the Office « « 





@ Modern warfare requires the 

ultimate in efficiency. The Ga- 
rand Rifle proves its merit in actual 
combat. 

Office desks— such as are made 
by Indiana Desk Co.—-also make a 
real contribution to the war effort 
A desk for every -here is where Uncle Sam “draws” 
office need . 

the plans for Victory. 





Catalog will be mailed on request. 


INDIANA DESK COMPANY 








JASPER INDIANA 
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Angeles, reports that rent and repair business is ex- 
tremely good, some of this being with defense plants 
and a goodly portion of it being with individuals. The 
company handles other office equipment as well as 
typewriters. S. D. Rothman has been the proprietor 
of this store since 1906. He reports that his son Bob 


Rothman, who has been in the Navy for four months, | 


is serving in the capacity of a radio technician. The 


young man took his training at the University of | 


Texas. 
+ * * 

Albert Home on Furlough.—Sol Albert, former man- 
ager of the Gold Desk and Safe Company, who is now 
in the Army, was home for three days this month on 
furlough. He reports that he is greatly enjoying army 
life. He is stationed for the time being at Camp 
Roberts. 

* * * 

Carlisle Incorporates.—Sam Carlisle of Santa Monica 
reports that his stationery and office appliance com- 
pany has now been incorporated and that he now 
has approximately twenty employees. Business is two 
and one-half times what it was for corresponding 
months a year ago. Mr. Carlisle is now acting as an 
outside salesman and contact man part of the time, 
and as a recreation he is leader in community sing- 
ing whenever and wherever called upon. He recently 
led the singing for the annual North Dakota reunion 


at Sycamore Grove Park, Los Angeles. He claims he is | 


one of the few men able to get the people of that 
famous state to sing without any trace of a Scan- 
dinavian accent. 

Baldwin Takes Zimmerman’s Place.— Edward P. 
Baldwin has been appointed assistant branch man- 


ager for the Underwood Elliott Fisher Company in | 


Los Angeles, his special duty being that of manager 
of the accounting machine division. He takes the place 
of P. R. Zimmerman, who has been transferred to 
Phoenix, Ariz., as branch manager. Mr. Baldwin has 
had approximately eighteen years’ experience in the 
accounting machine end of the business, fourteen of 
those years with the Underwood Elliott Fisher Com- 
pany at Salt Lake and Los Angeles. He was a member 
of the U E F All Star Club for 1941. 

Golden State Club Meets.—The Golden State Trav- 
elers’ Club has resumed its monthly dinner meetings, 
holding the first of these at the Alexandria Hotel, Los 
Angeles, the first Monday of February. Twenty trav- 
elers were present. 

* . = 

Leonard Zimmerman Changes Jobs.—-Leonard Zim- 
merman, who was connected with the artists’ ma- 
terials department in the Schwabacher-Frey Stationery 
Company store for seven or eight years, has now joined 
the force of Keuffel & Esser Company of New York. 

te 
STAINTON ELECTED DIRECTORS OF 
IBM CORPORATION 


International Business Machines Corporation has 
announced the election of two new directors to fill 
the vacancies caused by the deaths of Samuel M. 
Hastings and Edward Cornell. 

They are Charles A. Kirk, the concern’s vice- 
president in charge of manufacturing, and John L. 
Stainton, who is president of the Central Valley 
National Bank of Central Valley, N. Y., and who has 
been engaged in the banking business in that com- 
munity for many years. 

A resident of Endicott, N. Y., Mr. Kirk joined IBM 
in 1927 as a student and was assigned to the Cleveland 
office. Later, he served in various executive capacities 
in the sales and service fields in Chicago, Pittsburgh, 
St. Louis and Columbus, O. In 1940 he became execu- 
tive assistant at the company’s main plant in Endicott, 
soon being promoted to vice-president. 

Mr. Kirk is a native of Bucyrus, O., and a graduate 
of Western Reserve University. 
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A FOOT 
IN THE 
‘ DOOR 


ae Sell one trial box of 
Nev-R-Kurl carbon pa- 
per and the door of 
your toughest prospect 
stays open to you. It's 
a plus value sales 
) builder and profit 
maker. 


nett © 
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NEV-R-:KURL 
CARBON PAPER 


@ Absolutely a non-curling Carbon Paper. Lays flat when 
it’s hot. humid or cold. 


e@ Never trees or wrinkles when inserted into machine. 
Smudgeless. 


e Actual experience and tests show 35%, to 50% more copies 
obtained from each sheet. 


@ Universal because same sheet is efficient on standard or 
noiseless typewriters, billing or bookkeeping machines. 


192 MILL STREET 
ROCHESTER, N.Y. 


LA-PHILLIPS 
President 
















Seating 
America’s 
office workers 
CORRECTLY 
is a responsibility that 
JASPER SEATING CO. 


knows how to accept. 





No. 44 


with wood swivel 


Jasper Seating Company 


JASPER, INDIANA 


REPRESENTATIVES 
CHICAGO: L. H. Farber, 30 E. Congress St. Phone WESster 3217 
NEW YORK: Office Furniture Warehouse Co., 573 Broadway 
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ALL ORDERS 
PLACED FOR 


VAN DYKE 


Fluorescent 


regardless of style 
MUST CARRY 
PRIORITY RATINGS 


America’s Outstanding Manufacturer of Fluorescent Lights. 






STEEX: &sTRONG 





Wire or Write for Catalog. 





VAN DYKE INDUSTRIES 


21st and Rockwell Sts. Chicago, Illinois 





Are you 
selling yourself 
out of business ? 


With your fountain pen stock melt- 
ing away with every sale —with re- 
placements more difficult to obtain 
—you'll find Esterbrook Steel Pens 
are the solution to the problem of 
giv ing your Customers good writing 
e quipme nt service. 


With Esterbrook Steel Pens there is 
a smooth -writing point for every 
writing job —and replacements are 
still ay vailable. 


Don’t sell yourself out of business. 
Suggest Esterbrook steel pen points 
for every writing job. 


bstertrvuk 


PEN COMPANY 
CAMDEN, N. J. 
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TUBULAR Coin WRAPPERS 
Stationers! It's your Line—Exclusively! 


“Steel-Strong” Products are sold through 
Stationers and Office Supply Dealers only. 
We have no retail salesmen to pirate your 
customers and cash in on your missionary 
work. 


Write for liberal discounts and sales help on: 


Lead Seals 

Seal Presses 

Teller's Moisteners 
Manual Coin Counters 
Currency Racks 


Coin Wrappers 
Bill Straps 

Coin Bags 
Currency Bags 
Draw String Bags , 
Metal Clasp Bags Wrapper Cabinets 
Night eee. Bags Sorting Trays 
Linen Shipping Tags Coin Storage Trays 
Downey Change Trays 





HANNIBAL, MO. 


THE C. L. DOWNEY CO. 


DUPLICATING INK 


Our 45 years’ experience in the 
manufacture of duplicating 
inks enables us to offer you the 
finest products obtainable any- 
where. 

Our PREMIUM INK is a high 
grade black ink that has the 
properties of Quick Drying and 
Minimum Penetration into the 
paper. The finest ink made for 
first class stencil duplicating 
work. 


BULLETIN INK fills the need for 
a jet black ink where price is 
a factor. Excellent results at a 
poetbebbooltbeeMe) Malesia 


All inks manufactured under the personal 
supervision of Fred B. Canode. 


WRITE TODAY FOR SAMPLES AND PRICES!! 


INh SPECIALTIES CO., INC. 
931-5. LAFLIN STREET .. . . CHICAGO, ILL. 


SATISFACTION GUARANTEED OR YOUR MONEY BACK 
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CARD INDEX CABINETS 
1 & 2 Drawer—3 x 5—4 x 6—5 x 8—Green 


WAGEMAKER CO., Grand Rapids, Mich. 

















"It's a 
terrific 
success” 


stores are 
writing 
us every 

day, about 
the new 
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zc “JIFFY STICKERS” 


Successor to pins, clips, glue . . . in home, school, office 


For mounting photos, mounting recipes, attaching carbon copies to 
letters, putting clippings in scrap books and literally a thousand and 
one other jobs you can't beat Jiffy Stickers. They are already a selli 
sensation in stores all over the "euunirn Come in convenient little 
books . . . over 500 stickers in a book, each perforated to tear off 
in a flash . gummed on both sides ‘with fast sticking, practically 
tasteless Dextrine. Books packed 36 in —— self-displaying, 
colorful carton. RETAILS FOR A DIME A BO With regular 
discounts to jobbers and dealers. Just put = display on your 
counter by the cash register and watch the fun. Write or wire for 
your supply today. 


° FELDCO LOOSE LEAF CORP. 
116 W. Illinois St. Chicago, Illinois 
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e Published in Great Britain every three 
months this popular Journal contains up- 
to-date news of the activities of British 
Manufacturers of stationery and allied 
lines. A number of lines advertised in 
this journal, however, are not necessarily 


available for export at the present time. 


Scores of American dealers are on our 
regular mailing lists and we shall be 
pleased to send you a copy FREE each 
quarter if you will complete and return 


the form below. 


SEND US THIS COUPON 


BRITISH STATIONER 





To F. W. BRIDGES LTD. 

Proprietors THE BRITISH STATIONERY EXPORTER, 

34, Bridge Street, HEREFORD, ENGLAND 

(Late of Grand Buildings, Trafalgar Square, London, W. C. 2.) 
Please send to the address below Free Copy each quarter of 
the BRITISH STATIONERY EXPORTER. 


Name Seineiecs ; iieiiigaaatah 
(Please attach your business card or letter-head) 


Address 





Date .. ; [Ae ee ee 








SALES 
MARVEL 
of 1943 


36 Pages 


EVERYONE needs 
ONE. “My Victory Fi- 
nances” provides a record 
of all financial matters es- 
sential for income tax 
purposes, 


EXCELLENT STORE ITEM... splendid: 

for quantity sales to your customers for 
advertising use. Your outside salesmen will like to 
work this item. Every customer will like it! 


PLA IRI 


Write for sample and details &**j 
. or better still, save time & 
by ordering box of 100 today. 
you'll re-order 
often! 


PRS AT RARE Se Ae 


PARK RIDGE, ILLINOIS 











“VIC” PAY ROLL OUTFITS 


Ideal for the many thousands of me- 
dium sized concerns. Put up in neat 
loose leaf binders and contains all the 
essential records for complete pay roll 
system forms. Are designed to pro- 
vide for the new Victory Tax and 
other deductions. List at $4.00, $5.00 
and $6.00. 


SEND FOR LITERATURE 


and get acquainted with this fast sell- 
ing item. Also a full line of up to date 
pay roll forms for all sizes and types 
of businesses. Ask for catalog “K”. 


THE C.E. SHEPPARD CO. 


4401-4429 TWENTY-FIRST STREET, 
LONG ISLAND CITY, N.Y. 
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IGHTLY COPY RACK 


olds your copy up—so you can see it 


> 


This wood copy holder, of ingenious 
<i 






implicity, helps typists do accurate 
and with less fatigue 


rTyyevvevvevyyTTTVTY? YT 


_AAAAAAAAAABABRARAR RARE 


work faster... 
Stenographers like it 


> Retails for $2.00 subject to regular dealer discount 
»plus a large bonus allowance. Sample postpaid for a dollar 


> bill. 


> Franklin Table Co., 2020 Village Drive, Louisville, Ky. 
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WONDER [OCK does everything the or- 
dinary lock can do—plus many things 
no other lock has ever done before. 
Instantly applied and will securely lock 
every kind of a drawer, file or door. 
(See illustration). Also made to pro- 
tect the contents of show cases. No 
holes to drill—no nails or screws, no 
tools required. Two drawers may be 
secured with one WONDER [OCK by the 
use of brace plate furnished. 


Every store, office, factory and home a prospect. Used by U. S. govern- 
ment. Write at once for price and full particulars. 
Prompt Shipments 


WONDER OCA 53 W. JACKSON BLVD., CHICAGO, ILL. 

















OUR MEN NEED 
* BOOKS +* 


\ 
PP 


ALL YOU CAN SPARE 





That book you've enjoyed—pass 
it along to a man in uniform. Leave 
it at the nearest collection center 
or public library for the 1943 
VICTORY BOOK CAMPAIGN. 


Have You 


a Friend_—.. business acquaint- 
| ance who might like to keep in touch | 
| with office equipment by reading | 
Office Appliances? If so, send us the 

| 





name, address and business and we will 

send a sample copy with our com- 
pliments. 

THE OFFICE APPLIANCE COMPANY 


600 WEST JACKSON BOULEVARD, CHICAGO, U. S. A. 





* Procise PAPER TRIMMERS 


OUT TO TRIM THE ENEMY 


War production comes first. Our facilities are engaged 
100°, in war work. We are doing our part to help win the 
war as speedily as possible. 

The situation is temporary. When the war is won we will 
again supply you with even finer PRECISE PAPER TRIMMERS 
than before, and be glad to care for your needs as we have 
in the past. Just now, it's Yours for Victory. 


Precise DEVELOPMENTS CO. 


SUCCESSORS TO 
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AMERICAN PHOTO LABORATORIES, INC. 


* 28 N. Loomis St., Chicago, Ill. * 
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WoORLD’S 


QUALITY STANDARD 


They Correct Mistakes in Any Language 


_ lasting satisfaction 
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for your 
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SPEED-MO...The Automatic 

Inking Pad 

The automatic inking surface re- 

leases ink only on pressure of 

stamp. Surface is self sealing 
against evaporation. 


A size and model for every need 
. with these 12 features 


1. Clear, Sharp 9. Super Large 
Impressions ink Reservoir 

2 long Lived 10. Cleans Stamp 

3 Sag Proof while inking 

4. Lint Proof 11. Full, Rich 

Ss Sweat Proof Inking 

6. Dust Proof 12. Can bere-inked 

7. Silent indefinitely; no 

4 Saves Rubber scraping before 


Stamps re-inking 
Send for catalog No. 141 showing 
many types of stamp pods. 


RIVET-O MFG. COMPANY 


95 JASON STREET ORANGE, MASS. 
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RITE-RITE MFG. CO. * DOWNERS GROVE, ILL. 


SUBSIDIARY OF JOSEPH DIXON CRUCIBLE COMPANY 





Salesmen. 


Customers 


NewarRkK, NEw JERSEY, 


aa = 


IN CO., 113-25 SERKLEY ST.. PHILA 
Makers of Famous Moore Push-Pins —Push-less Hangers since 1900 











ROLLING STORE LADDERS 
“A” Type Ladders . Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store- 
rooms. 

Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and utomatic Safety 
Brakes. 


New Literature Now 
Ready 





WRITE FOR IT, WITH 
PRICES AND DISCOUNT 





I. D. COTTERMAN 


155 NO. UNION ST. 
CHICAGO 





BANK PASSBOOKS 


and Pocket Check Covers 


New methods of manufacturing 
make Low Prices and Easy 
Sales. Super Finish and An- 
tique Moorish Passbooks. N.C.R. 
and Burroughs Window Ma- 
chine Passbooks and all other 
style Passbooks and Check 
Cases. BIG OPPORTUNITY 
for Bank Supply and Stationery 


Write for samples and prices. 
Full particulars on request. 





AMERICAN PASSBOOK CO. 


CLEVELAND, OHIO 


AKERS BLDG. 





WORKING FOR 
MORE OUTPUT 
PER TYPIST 


Busy with War work, we still 
supply parts and service, to 
speed your typing. 


THE DAWN MFG. CORP. 


DIVISION OF THE 


HALL-WELTER CO., in ROCHESTER, N. Y. 
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STARKRAFT 


STENCIL 
CORRECTION 
FLUID 


Every day, new users sing praises of 
its excellence and declare it to be 
THE FINEST FLUID in THE BEST 
PACKAGE. 
For full information, prices and 
samples, write 


STARKEY PAPER & SUPPLY CO. 
720 Delaware St. Kansas City, Mo. 
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NON-RUBBER 
Typewriter 


Keys 


* 
The SPRING’S 
the THING! 


MASTER 
SPEED KEYS 


Guaranteed for three 
years. 

















Speed Key Mfg. Co. 329,,cctumbus Pace 











CRAVVIER 


The Complete Line of 
Pod ture seating. 


A Price for Every Purse in Our 3 Price Ranges 


CRAMER POSTURE CHAIR CO. 
1210-18 Campbell St. Kansas City, Mo. 
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AME IMPLIES! 
“Nuff — Sed” 


INKED RIBBONS 
CARBON PAPERS 


Write For Samples and Prices 


INTER-STATE 


RIBBON & CARBON CORP. 


Manufacturers 


2202-2210 SUPERIOR AVENUE, CLEVELAND, OHIO 


LOOSE-LEAF COVERS 


Real friend-winning, money-making, 
sales volume-building, bindery labor- 
saving DUO-TANG Loose Leaf Covers 
with built-in fasteners and eyelets. 


FREE SAMPLES that will sell mailed 


promptly. Prices and estimates, too. 


ELLINGSWORTH MFG. CO. 


yielomelolthi. Mite) if We} 1134 eile \clomam | 8), [el }) 
TELEPHONE @© HAYMARKET 1722 














SELL MEILICKE CALCULATORS 
The Modern Method of Figuring 


PAYROLL, INTEREST, DISCOUNT, LUMBER, COAL, FREIGHT 
AND MANY OTHER CALCULATIONS 


No levers to pull. No 
keys to punch. No tedi- 
ous figuring. No errors 
Just copy the answers 
tabulated in convenient 
form. Sold on 10 day 
free trial basis. Nation- 
ally advertised! Write 
for details nowl 






Simply tip 
the card 
and copy 


Meilicke. Systems Inc, et": cu" 














HEAVY DUTY 


did you say? Then your 
answer is the sturdy 


ACME No. 1 


HEAVY DUTY Hand Stapler 





Ideal for fastening voluminous correspondence. 

sample swatches of paper, leather and fabric, for 

stapling of catalogs, programs, etc. Adjustable Full details 
guide for accuracy. ACME No. 1 can handle three in our 

leg lengths: 4%, 5/16 and %” without mechanical Silverstreak 
change and can be especially equipped to take %”’. Folder. 
ACME STAPLE CO. 
1648 Haddon Ave. Camden, N. J. 


ALSO MFR. ACME NO. 2—SURESHOT—SIMPLEX—MIDGET 
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DAYTON STENCIL 
WORKS CO. onic" 
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EXPORTER 


@ Published in Great 
Britain every three 
months this popular 
Journal contains up- 
to-date news of the 
activities of British 
Manufacturers of 
stationery and allied 
lines. A number of 
lines advertised in 
this journal, how- 
ever, are not neces- 
sarily available for 
export at the present 
time. 


Scores of American 
dealers are on our 
regular mailing lists 
and we shall be 
pleased to send you 
a copy FREE each 
quarter if you will 
complete and return 
the form below. 


BRITISH STATIONERY 





SEND US THIS COUPON 











To F. W. BRIDGES LTD. 

Proprietors THE BRITISH STATIONERY EXPORTER. 

34, Bridge Street, HEREFORD. ENGLAND 

(Late of Grand Buildings, Trafalgar Square, London, W. C. 2.) 


Please send to the address below Free Copy each quarter of 
the BRITISH STATIONERY EXPORTER. 


Name 3 
(Please attach your business card or letter-head) 


Address 


Date 














Secretaries like it! 


Because Carter’s Midnight Carbon 
Paper: 
@ Makes CLEAR, SHARP copies 
@ Is CLEAN to use 
e Makes RECORD number of copies 
e Ils ECONOMICAL 


Be sure to specify Carter’s 


C ARTE R’S MIDNIGHT CARBON 


PAPER 
The Carter's Ink Company, Boston, Massachusetts 





MAGIC FLOW 


An Excellent 
Duplicating Ink 
Duplicating Stencils 
Correction Fluid 


Samples and prices upon request. 


CONTINENTAL 
INK COMPANY 


569 W. Van Buren St., Chicago 
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MARKILO 
CELLULOID PRODUCTS 


Loose-leaf envelopes, punched; card-cases, any 
Yy size; menu covers; factory record protectors; tag 
Uj//\ holders: bill-fold envelopes; stamp contai etc. 
Made of acetate (flame resistant) transparent cel- 
lulose. We build to fit your particular need. Write 
us for details. 


Markile Company, Mfrs. 


R6A8 S. Racine Ave. Chieage, U. 8. A. 


















GENUINE 
ENGRAVED 
Letterheads 
$10.50 for 1,000 


less discount 


FREE DESIGNING 
FREE PROOF 
FREE DIE 


Letterhead Engraving Sample Book mailed for deposit of $1.00 which is 
refunded after receiving $10.00 net of engraving or return of sample bo 


NATIONAL ENGRAVING COMPANY 


BIRMINGHAM, ALABAMA 
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WORKERS 
Millions 





There is more to these charts than meets the eye. 
Not seen, but clearly projected into the future, is 
the sales curve of tomorrow. Here isthethrilling 
story of over 25,000,000 American workers who 
are today voluntarily saving close to FOUR AND 
A HALF-BILLION DOLLARS per year in War 
Bonds through the Payroll Savings Plan. 


Think what this money will buy in the way of guns 
and tanks and planes for Victory today—and 
mountains of brand new consumer goods tomorrow. 
Remember, too, that War Bond money grows 
in value every year it is saved, until at maturity 
it returns $4 for every $3 invested! 















THESE CHARTS SHOW 
ESTIMATED PARTICI- 
PATION IN PAYROLL 
SAVINGS PLANS FOR 
WAR SAVINGS 
BONDS (Members of 
Armed Forces Included 
Starting August 1942) 


STUDY THEM WITH AN EYE TO THE FUTURE! 


Here indeed 1s a solid foundation for the peace-time 
business that will follow victory. At the same time, 
it is a real tribute to the voluntary American way 
of meeting emergencies that has seen us through 
every Crisis in our history. 

But there is still moretobedone. As our armed 
forces continue to press the attack in all quarters of 
the globe, as war costs mount, so must the record 
of our savings keep pace. 

Clearly, on charts like these, tomorrow’s Victory 
— and tomorrow’s sales curves—are being plotted 
today by 50,000,000 Americans who now hold 
WAR BONDS. 





Give wil 
War Savings Bonds 


This space is a contribution to America's all-out war effort 
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are Uncle Sam's 


SUPPLY . 


HEYE 
For Letter 
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ECTOGRAP REFILL 
Renews Any -Type 


Through sea lanes and over desert sands—on a score 
of widely separated fronts, war materials are moving 
—supply lines MUST be kept open. And we on the 
home front MUST see that even non-critical materials 
are directed through right lanes. 


By selling HEYER 
Quality Supplies, you 
sell a complete line for 
every make of Gelatin, 
Stencil and Liquid Du- 
plicator, which assures 
your customers econ- 
omy—long service and 
lasting satisfaction. A 
desirable line, fully 
guaranteed and backed 
by 39 years of ex- 
perience. 


HEYER Quality Duplicator Supplies play their humble 
though important part by serving War Industries, Gov- 
ernment Agencies and Educational Institutions And 
dealers who concentrate on priority rated orders, 


not only serve the war effort, but keep open their line 
of supplies so VITAL to SUCCESS. 
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ALWAYS SATISFIES 



















Note the 


CARBINE... 


“ ..increases fire power 33%!” 


“After 35 years, the Army goes from the pistol % 

to the carbine ... The Winchester carbine is 

rated high, and is judged to increase the fire 

power of the infantry regiment by 33 percent.” i 
As reported by a prominent news magazine ¥ 


“All the men and officers in the infantry who 
have been armed with the pistol will carry 
the carbine instead ... We believe it to be a 





weapon of great merit . . .” 
ROBERT P. PATTERSON, Under Secretary of War 













The same manufacturing ability that has made 
Underwood Elliott Fisher typewriters, adding 
and accounting machines famous through- 
out the world, is now being applied 
to the production of carbines. 









TO OUR MILLIONS OF VALUED CUSTOMERS: TYPEWRITERS —~New and used typewriters 
are sold only to the U. S. Government for the armed services. You may rent 
used machines under Office of Price Administration regulations. 






{DDING AND ACCOUNTING MACHINES—New Machines are available under War 
Production Board regulations. We have been able to assist many of our 


customers with their acc ounting problems 












RIBBONS, CARBON PAPER, ETC We mav sell ribbons. carbor paper and other 
supplies for all tvpes of office machines without restriction 





MAINTENANCE—QOur maintenance service is in complete and efficient opera- 





tion from coast to coast to help you keep your Underwood, Elliott Fisher and 





Carbines are now 





in mass production by re anor semgay ee ee 
Underwood Elliott Fisher Company ——<“—<_—_" 
Shorten The Duration 





Former and future makers of Typewriters, Adding and Accounting Machines 
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